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STU DE BAK ER — PACKARD — Outstanding cars using 


Perfect Circle piston rings for both original equipment and replacement service. 


PERFECT CIRCLE fisron eines 


Perfect Circle Corporation, Hagerstown, Indiana e The Perfect Circle Co., Ltd., 888 Don Mills Road, Don Mills, Ontario 





“It’s got to be right 
the first time’ 


says Ed Scanlon, ]r., Owner 
Ed's Body Shop 


Norwood, Mass. 


“In my shop | get the jobs done right the first time. Anytime | have 
to wait on a job or have to go over it the second time I’m losing 
some of my profits. BONDO helps me keep my profits up because 
every time | use it I’m sure of the results... spreads on like butter 
... Mo layers to build up... fast drying time...and it’s ready to 
sand and feather-edge in 5 or 7 minutes. I’m sold on BONDO’s 
results... have you tried it yet?” 


——— 
Pi Pp 
Ty 
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“This is a BEFORE photo of a job that | got through 
close bidding. Notice all the places | could use BONDO 
for a faster, cleaner job. After | hammered out and 
sanded | spread on BONDO, and because | mixed in 
their Speed Set Hardener it was ready for sanding in 
5 minutes.” 


Get BONDO, The Fiberglass Body Filler, 
from your jobber today. Circle Readers 


Card for further information. 


“Check this AFTER photo. You won’t spot any rough 
edges... that’s because | turn out quality work with 
BONDO. It costs a few cents inore but its speed and 
guaranteed performance makes up for it.” 





yllTOMoTIVE-INDUSTRIA 


CRAFT and MARINE REP&I 


BONDO DIVISION, JAYCEE CHEMICAL CORP., NORTHFORD, CONN. 
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WHATEVER A COOLING SYSTEM NEEDS. - 
A PERMATEX PRODUCT FITS IT BEST 


Radiator to water pump to water jacket . . . cooling systems can be head- 
aches ... and Permatex provides the aspirin. From major leak sealers like 
Block and Head Sealer to rust preventives like Water Pump Lubricant and 
Radiator Anti-Rust . . . Permatex has tailored the exactly right prod- 
uct to make the job easy and profitable. Be prepared with these Permatex 
products: DOUBLE ACTION RADIATOR CEMENT... HEAVY DUTY RADIATOR 
CLEANER... WATER PUMP LUBRICANT & RADIATOR ANTI-RUST .. . BLOCK AND 
HEAD SEALER .. . RADIATOR SEALER (liquid) . . . COOLING SYSTEM CLEANER 
AND CONDITIONER. 

Send for your copy of the Permatex Catalog . . . which tells you how 
and where to use every member of this famous automotive chemical fam- 


PERMATEX ily. Ask your jobber or write us. 


PHRMATEHS= 


COMPANY, INCORPORATED 
300 Broadway, Huntington Station, L. I... New York 
Factories: Brooklyn, N. Y. « Kansas City, Kansas 
“There's a Permatex product for every maintenance need” 
SEALING COMPOUNDS + POLISHES AND CLEANERS + RADIATOR PRODUCTS + OILS AND LUBRICANTS + HYDRAULIC FLUIDS + SERVICE AND REPAIR PRODUCTS 
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When your customer says “‘fill er up’’. . . give him a 


AS A full measure of satisfaction—add a pint of Casite! 


TUNE-U p* Casite in the gas tank frees sticky valves and rings, 


restores pep and power. And you sell it on a “‘Double- 


@ increases pick-up your-money-back”’ guarantee. 

@ improves performance : . : 

Recommend Casite with every gasoline sale. Better 
*through air intake 
or add to gasoline performance and improved gas mileage make satis- 

fied customers. And you get easy extra profits— 
BN ADDED TO about as much as on fen gallons of gasoline. 
/, 

SG MOTOR OIL 

oy © 

/ @ cleans out engine 


@ increases power 


@ gives quick starts 








HASTINGS MANUFACTURING COMPANY - HASTINGS, MICHIGAN 
Casite +» Wear Reducer + Piston Rings + Oil Filters + Spark P 
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“SNAP-IN LENS” PLUNGER PLUG MOUNTS ANYWHERE 


» ’ .ONNECTOR ; 
15-second lens and ‘ ECTO! in minutes with its 


easy installation rsal bracket 


bulb replacement. 
or replacement 


SEND FOR FREE FLEET CATALOG TODAY 
Over 200 accessories for fleets described and il- 
lustrated. See your Yankee Jobber or write 


Yankee Metal Products Corp., Norwalk, Conn 


YANKEE: lamps e mirrors e reflectors « signals « emergency lighting 





Want more facts? Use Reader Service Card Page 109 3 








Turn Ignition Troubles into Cas 
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Serve, Sell and Excel 


with NIEHOFF ignition EROS 


parts and testing equipment —— 


Start right out being an ignition expert with satisfied 








customers praising your service. Proper testing equip- 
ment and Niehoff ignition parts make a prospect of every 
car that turns into your place of business. Every sale a 


profit. Small invested capital brings big returns—lets you 


SERVE all makes, all models of cars, trucks, tractors 
and small engines. 


SELL ignition “know how”. Niehoff makes it simple to Excel in Tune-up Service 
select, install, satisfy. You become an expert. Cabinet Now you can get Niehoff port- 
able ignition testing equipment to 
scientifically handle major and 
minor tune-up jobs. The cost is low. 
Write for details. 


stock system means no high inventory cost. 


EX CEL— Quality so superior repeat business is automatic. 





Ask Your Niehoff Jobber Now! 


NIEHOFF «co. 


Main Office and Factory: 4925 Lawrence Ave., Chicago 30, Ill. 
WAREHOUSES: 95 Pine St., N.E., Atlanta 3, Ga.; 2715 Main St., Dallas, Texas. 
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Will the car factories "walk out" in a sympathy strike? If Reuther et al strike one of the 
Big Three, Detroit reports say you can expect the two others to close down. This is 
a simpler matter this time because the plants have been operating without union 
contracts for several months. Managements were reported in little humor to go through 
the turmoil of two companies’ continuing to operate while the third is being guinea- 
pigged by labor. 





More durable finishes will flash on some '59's. Chrysler Corp.'s cars will spot 
new exterior colors which, engineers claim, will offer up to twice the dura- 
bility and fade-resistance of the previous finishes. The new enamels can go up 

to three years before waxing is needed, they say, compared with 18 months for 
the earlier enamels. These cars parases this month before the nation's automotive 
press as the corporation leased the Americana Hotel at Miami Beach for a repeat 
of its lavish 1957 presentation. 





How about the 1959 car market? Dealers--and they're all still searching for something 
which remotely resembles a salesman (which means a mature man willing to work) --get only 
some comfort out of the prediction by Harlow H. "Red" Curtice that sales should approx- 
imate 5,500,000. The man who retired (see page 144) Sept. 1 as GM's chief predicted an 
upturn of only around ten per cent or better from the 1958 market (see page 98) . 





But business is climbing again. If you don’t think so, take time out to talk 
with your customers. Franchised dealers are beginning to squeeze some 
see-able profit out of new - and used-car deals. Shop volume has been edging 
up this summer. Parts wholesalers’ sales have distinctly been scrambling 
upward in the face of the rising service market. a day oeumoterd "employ- 
ment will increase and unemployment will decrease" 
ahead. 





outh Carolina 
ssed woman came 





Dealers imbibed a little red ink the first half of this year (page 15).AS5S 
dealer's comment on his salesman may account for some of this: A well-dre 
into the showroom. She looked at some cars. The "salesman" continued to rest. She 

entered the shop and sat in a new model. The dealer, who had watched this scene, left his 
office and solicited her business. She got the facts, returned the next day and bought 


" 


the car. The "salesman" was disappointed when the dealer spoke unkindly after the 
man had inquired if he was not going to be cut in on the profit from that deal. 


Mississippi seeks a motor vehicle inspection law. One objective of the Miss- 

issippi Safety Council, organized by a group of the state's businessmen this 

summer, is to get enactment of a law requiring periodic safety inspections of 
motor vehicles. 





At least one tax died. The federal tax of three per cent on tow charges has been 
abolished in instances where a shop owner does not make the necessary repairs on 
a disabled car. 





How are you fixed for "smells" these days in your new-car sales? A Danish inventor 
claims the development of an electronic atmosphere-tester that he says can shut off 
a car's engine at the slightest hint of alcohol on the driver's breath. The device 
would also react to narcotics and carbon monoxide. One hint of carbon monoxide and 
the engine stops and the horn starts blowing. What about garlic? 
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Retains 
original, built-in 


under engine 
operating 
conditions 


ml 
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Note arrows: (1) New circumferential abutment 
design. Combination of this design and stainless 
steel makes possible American Hammered’s re- 
markable performance. Ring derives and retains 
full tension from outward radial pressure against 
cylinder wall. (2) Ring independent of the bottom 
of the piston groove, is not affected by variations 
in groove depth. No shims or depth gauges 
needed. (3) Ring readily takes the shape of the 
cylinder. Promptly conforms to out-of-round con- 
ditions. Is easier to install. (4) The unique angle 
of the shoulders on which the rails depend for 
outward radial pressure produces the axial or 
side pressure which holds the rails snugly against 
the sides of the groove. 


U.S. PAT. No. 2,789,872 
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AMERICAN 


HAMMERED 


Stainless Steel 
Oil Ring 


The new Krome-Oil stainless steel oil 
ring won’t weaken during the entire life 
of the ring—and this life is twice that 
of an ordinary carbon steel ring. This 
means that, even in tough jobs, stain- 
less steel oil rings assure maximum oil 
control twice as long as your present 
brand of carbon steel oil rings. 

Extra large pads on the expander 
hold the side rails tightly at the inside 
diameter, prevent oil being sucked 
around the back of the ring—make it 
positively side-sealing. No smoking 
even under deceleration. 

Stainless steel resists sludging 
and clogging. And this oil ring is 
matched with a pre-seated chrome 
compression ring 
in every American 
Hammered Krome- 

Oil Piston Ring Set. 


New Stainless Steel Oil Ring available in Krome-Oil Ring Sets— 


where required + 


AMERICAN HAMMERED 


AUTOMOTIVE REPLACEMENT DIVISION * 2001 Sanford St., Muskegon, Mich. 


Manufacturers of American Hammered Automotive 
Replacement Piston Rings 


engine 


A Division of Sealed Power Corporation 
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The Shop's Opportunities Remain Great 


Den THE fourth consecutive year one out of every five vehicles safety- 
checked during the 1958 National Vehicle Safety-Check program 
was found in need of maintenance attention. 

A new high of more than 3,000,000 cars and trucks were checked 
for safe driving condition at community Safety-Check lanes and in 
dealer service departments during the most intensive voluntary Safety- 
Check program ever conducted. More than 2,000 communities partici- 


pated. 


“Again in 1958, rear lights were most often found in need of im- 


mediate attention among the ten Safety-Check items,” 


reported H. D. 


Tompkins, chairman of the Inter-Industry Highway Safety Committee 


and vice-president of The Firestone Tire & Rubber Co., 


Safety-Check results. 


in announcing 


“Brakes, front lights, exhaust systems, and tires were next in order 
of items most frequently found in unsafe condition during the nation- 
wide campaign which urged motorists to ‘Complete the Circle of Safety, 
Check Your Car, Check Your Driving, Check Accidents’.’’ Other items 
cheeked during the dealer and community ten-point Safety-Checks 
were steering, windshield wipers, glass, horn and rear view mirror 


Car Coolers to Boom 
In Next Five Years 


A®™ conditioners will be the next 
automobile accessory boom, ac- 
cording to Sid Shapiro, refrigera- 
tion products sales manager of 
Tenney Engineering, Inc., Union, 
N. J. 

“After power brakes and power 
steering, we’re going to see car 
coolers rising in popularity among 
motorists and truckers,’ Shapiro 
predicted. “Within five years 
they’ll be as standard as automa- 
tic transmissions and heaters.” 

He pointed out that motorists 
snapped up more than 400,000 air 
conditioners last year—40% above 
the record year of 1956. Industry 
sources indicate, he said, that 1958 
sales will be 50% higher than last 
year. 

All but seven per cent of last 
year’s installations were of the 
front-end type introduced by in- 
dependent manufacturers about 
five years ago. While most instal- 
lations still take place at the fac- 
tory, independents accounted for 
31% of sales in 1956 and 35% in 
"57. 

The automobile manufacturers 


have experienced substantial in- 
creases in air-conditioner sales, 
with General Motors reporting a 
third of the Cadillacs leaving 


Detroit with coolers and the rate 


of Chevrolet installations up 50%. 

Clare E. Briggs, vice-president 
of the Chrysler Division, predicted 
that by 1960 every seventh car 
coming off the assembly lines will 
be air conditioned. 

The South has long been recog- 
nized as offering the best market 
for manufacturers of air condition- 
ers, since Old Sol smiles longer and 
later in this area. 


1959 Models to Use 
14% More Aluminum 


h~ of aluminum in the 1959 
car will average 14% over 
last year’s models, according to a 
company-by-company survey of 
the industry conducted by Kaiser 
Aluminum & Chemical Sales, Inc. 

The average usage per car will 
be 57.1 pounds as compared with 
50 pounds in 1958 and 46.3 pounds 
in 1957, the survey indicated, 
which purportedly will result in an 
increase in aluminum consumption 
by the industry of nearly 50% 
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over the metal’s usage last year 

“This continuing upward trend is 
particularly significant in light of 
predictions that 1959 will be a good 
year for the automobile industry,” 
Kaiser’s automotive industry man- 
ager, V. E. Flaherty, said. “Based 
on a forecast of a 5.9 million car 
production volume, the industry 
will require 337,000,000 pounds of 
aluminum. This compares with an 
estimated 228,000,000 pounds con- 
sumed by the industry in 1958. 

“The outlook grows ever bright- 
er as we project our calculations 
into the 1960s when the use of such 
major new aluminum components 
as engine blocks, wheels, bumpers 
and radiators is expected to be 
realized.” 


More Dodge Owners 
Like "Sunglasses" 


A NATIONAL three-year survey 
has revealed that twice as 
many Dodge owners are ordering 
new cars with solex glass “sun- 
glasses,” announced L. F. Desmond, 
Dodge assistant general manager. 
The solex glass is often called 
the “poor man’s air conditioning” 
because it keeps out at least 60% 
of the sun’s rays, Desmond said. 
During the past three years 
Dodge cars equipped with solex 
glass accounted for 23.7% in 1956, 
22.1% in 1957 and 43.2% in 1958. 


Veteran Dealer Sells 
Nashville Operation 


ee of Vol Pontiac, Inc., Nash- 
ville, Tenn., to Beaman Motor 
Co. has been anneunced by Col. 
William M. Liddon, a founder of 
Tennessee Automotive Association 
and its first president, who operat- 
ed the dealership for 23 years. 

The firm name will be Beaman 
Pontiac Co., with Alvin G. Beaman 
as president and William W. Trick- 
ett, vice president and general 
manager. Beaman announced that 
the Dodge-Plymouth dealership 
which he has operated for a num- 
ber of years will be sold in “the 
very near future.” 





For fuel pu 
with top 
reputation 


Q€¢ARTER 


MODERN :@ FUEL SYSTEMS 


Bigger sales ahead two ways! Rugged performance and 
durability of extra-capacity CARTER Fuel Pumps are rec- 


ognized more and more by leading automobile manu- 
facturers. And CARTER pre-sells your customers through 


national advertising they remember. 


Two sales-motivating reasons why CARTER Fuel Pumps have 
top reputation... why you'll gain greater customer confi- 


dence when you install them. See your Carter Supplier. 


CARTER CARBURETOR 
DIVISION OF INDUSTRIES 


INCORPORATED 


ST. LOUIS 7, MISSOURI 
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“I suppose you think I'll be nervous on my first day.” 
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DEALERS 


Sept. 21-22 — Annual convention of 
Kentucky Automobile Dealers As- 
sociation, Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23 — Annual convention of 
Automotive Trade Association of 
Virginia, Cavalier Hotel, Virginia 
Beach. 

Oct. 6-8 — Annual convention of 
Truck Body and Equipment Asso- 
ciation, Ambassador Hotel, Atlantic 
City, N. J. 

Oct. 19-21 — Annual convention of 
Florida Automobile Dealers As- 
sociation, Eden Roc Hotel, Miami 
Beach. 

Oct. 25-27 — Annual convention of 
Arkansas Automobile Dealers As- 
sociation, Hotel Arlington, Hot 
Springs. 

Nov. 16-18 — Annual convention of 
Mississippi Automobile Dealers As- 
sociation, Buena Vista Hotel, Biloxi. 

Nov. 16-18 — Annual convention of 


Automobile 
Edgewater 


National Independent 
Dealers Association, 
Beach Hotel, Chicago. 

Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel, 
Chicago. 

Feb. 22-23—Annual convention of 
Louisiana Automobile Dealers As- 
sociation, Roosevelt Hotel, New 
Orleans. 

Jan, 30-Feb. 3, 1960—Annual conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


Sept. 21-22 — Fall convention of In- 
dependent Garagemen’s Associa- 
tion of Texas, Odessa. 


WHOLESALERS 


Sept. 20-22—Annual convention and 
booth conference of Automotive 
Wholesalers Association of Louisi- 
ana, Jung Hotel, New Orleans. 

Oct. 15-18 — Annual convention and 
booth conference of Automotive 
Wholesalers of Texas, Moody Civic 
Center, Galveston. 

Oct. 15-16 — Fall convention of Vir- 
ginias-Carolinas Automotive Whole- 
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salers Association, Hotel Robert E. 
Lee, Winston-Salem, N. C. 

Nov. 3-6 — Annual convention of Au- 
tomotive Warehouse Distributors 
Association, Muehlebach Hotel, 
Kansas City, Mo. 

Nov. 14-16 — Annual convention of 
Florida Automotive Wholesalers 
Association, Hollywood Beach Ho- 
tel, Hollywood-by-the-Sea, Fla. 

Feb. 7-8 — Annual convention of Au- 
tomotive Wholesalers of Oklahoma, 
Municipal Auditorium, Oklahoma 
City. 

Feb. 15-17—National convention of 
Motor and Equipment Wholesalers 
Association, Conrad Hilton Hotel, 
Chicago. 

Feb. 18-21—International Automotive 
Service Industry Show, Navy Pier, 
Chicago 

May 17-20 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, To- 
ronto, Ont 

Feb. 10-14, 1960 
Industry Show, 
York City 


Automotive Service 
Coliseum, New 


The hunting season's not complete 
until Ed Quinn hits South Geor- 
gia’s fields. Here the general sales 
manager of Chrysler Motors Corp. 
poses with his latest capture, 
along with Elmer Hatten, whom 
the genial Chrysler executive bills 
as “Georgia's outstanding turkey 
caller.” “Twas a time when the 
former president of Chrysler Divi- 
sion and ex-sales chief of Dodge 
Division went to Alaska to hunt 
the fearsome Kodiak bear (suc- 
cessfully, too), so Georgia’s wild 
life authorities were tickled at his 
switch to a Georgia product. 





LINCOLN ENGINEERING COMPANY « Dis: 


Make your lubritorium a Golden Invitation to new service sales 


with LINCOLN 


Si 


od = ie 
LUBREELS 


0 1f pinot 
jlo to merchandise your 


modern lube services! 





... says JACK MAYOTTE, Service Manager 
Boulevard Buick Company, Chicago, Illinois 


times and keep pace with the modern 
iced the Lincoln 


ibricating 


with the 


attract new ones 


on of The McNe 


AIR OR SPRING- 
OPERATED 


AUTOMATIC 
RETRACTING 


The best dealers choose the 
“Lincoln Golden Standard” 


styling dramati 
customer attention, Insp 
service ... makes your lube 


tation to new sales 


efficiency . . . exclusive 
smooth, uniform retraction hel; 


neater, better work 


mainten 


dependability . 


installation is simplicity itself 


Call your Lincoln Sales 
He "ll be h ippy to advise a 
ning all your lubritorium require 


tion, of course. 


Lead with Lincoln 


me Re 


Machine & Eng 


Engineers and Manufacturers * AUTOMATIC LUBRICATING EQUIPMENT « SAINT LOUIS 20, MISSOURI 


10 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





Officers elected at the 25th annual convention of the West Virginia 
Automobile Dealers Association included (l. to r.): William B. Poland 
of Martinsburg, president; O. L. Mullins of Madison, first vice-presi- 
dent; John D. Queen of Wellsburg and H. G, Ward of Huntington, 
regional vice-presidents; Tag Galyean of Charleston, secretary-treasurer, 
and Walter M. Duncan of Beckley, the NADA director. Absent when 
photo was made was Bert Wolfe of Charleston, a regional vice-president. 


Ford Official Tells West Virginians 
Upturn This Fall May Surprise You 


HE upturn in new-car sales the 
last quarter of this year may be 
a lot sharper than you anticipate. 

Richard P. Harman, executive 
assistant to the Ford Division gen- 
eral sales manager, told the annual 
convention of the West Virginia 
Automobile Dealers Association at 
The Greenbrier at White Sulphur 
Springs last month: 

“The auto industry may be 
poised for a sharper upturn in the 
fourth quarter than is generally 
anticipated. Most people expect a 
‘moderate’ increase, but this indus- 
try seldom does things moderately! 
It’s either up or down—steeply and 
often violently.” 

The decline in automobile sales, 
said the former manager of Ford’s 
district office at Memphis, “ap- 
pears to be behind us. It ended in 
March and we have since seen an 
upturn in sales. In the 1938 and 
1954 recessions the upturn in car 
sales came about six months ahead 
of the general economic recovery. 
I certainly hope that the current 
sales increase 1s a similar good 
omen.” 

William J. Bird, executive assist- 
ant to the group vice-president— 
sales, Chrysler Corp., speaking in 


his native state, asserted: 

“This could be another fall of 
1954 leading to an extremely good 
year for the industry. Certainly 
we're going to have the biggest 
sweep of model changes since the 
1955 cars hit the market.” 

The association adopted resolu- 
tions approving the “truth in label- 
ing” law effective Oct. 1 and com- 
mending the “Big Three” for dis- 
continuing selling automobiles di- 
rectly to state governments and 
their subdivisions, 

Other speakers included Dean 
Chaffin of Bozeman, Mont., presi- 
dent of NADA, and Dr. Charles 
Irvin, sponsored by General Mo- 
tors. 


Shop Trainee Car Ratio 
Is One to 3,012 


| on every automotive student 
entering the field, there are 
3,012 vehicles registered, according 
to Richard Buckley, secretary of 
National Standard Parts Associa- 
tion’s “Automotive Instruction in 
Our Schools” program. 

Speaking at the annual conven- 
tion of the American Vocational 
Association in Buffalo, N. Y., Buck- 
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ley said, “Today figures reveal 
there is only one automotive tech- 
nician for every 87 vehicles need- 
ing service. The healthy ratio is 
one technician to every 60 ve- 
hicles.”’ 

Nationally, there are only 89,- 
258 automotive vocational students 
enrolled in schools across the na- 
tion, he said, and of this number 
it is estimated that only about 22,- 
314 enter the trade each year. 

“Using the figures of one tech- 
nician for every 87 _ vehicles,” 
3uckley said, “we are still 150,000 
men short of requirements.” 


Georgia Used-Car Men 
Elect James Holmes 


AMES J. Holmes of Columbus is 
pm new president cf the Geor- 
gia Independent Automobile Deal- 
ers Association. 

Also elected at the Augusta con- 
vention last month were R. G. 
Mosely of Atlanta and James F. 
Smith of Macon, vice-presidents; 
T. Mike Day of Columbus, secre- 
tary, and Robert Burson of Augus- 
ta, treasurer. 

Regional vice-presidents are 
Ferrell Samples of Atlanta, Pete 
Bunch of Savannah, Al Russell 
of Macon, Aubrey Culpepper of 
Columbus and Lionel F. Pye of 
Dalton. 

The association has virtually 
doubled its membership to more 
than 600 in the last 12 months un- 
der the impetus spearheaded by 
Miles Elliott, former used-car 
dealer at Norfolk. 


Dynafiow Heads List 
In Buick Options 


— Dynaflow transmission 
was the most popular option 
among 1958 Buick buyers, outsell- 
ing even heaters, radios and white- 
wall tires, according to Edward T. 
Ragsdale, general manager of 
Buick and vice-president of Gen- 
eral Motors. 

“Dynaflow went into 98.5% of 
our 1958 models,” Ragsdale said. 
“Heaters were requested by 97.6% 
of Buick buyers, while radios went 
into 87.6% of our cars.” 

Other options included white- 
wall tires, 83.6%; backup lights, 
78.3%; power steering, 69.2%, and 
power brakes, 60.3%. 





the Monday that never materialized 


This salesman called Mr. Jones, all right... but Mr. Jones had already signed a purchass 
order with another dealer... sought his financing elsewhere... and bought the same 
make of car from a competitive dealer. 

The salesman here did most of the selling job for his competitor. He convinced his 
prospect on what to buy but he didn’t tell him how. Chances are, had he offered his 
customer the ease of financing and insuring with the complete dealership finance plan 
he would have closed the deal on the spot. So can you with the help of Associates 
Pleasant Purchase Program, the most convenient finance and insurance plan available 
Put the plus services of one of the nation’s largest and most progressive finance com 
panies on your side. Call the man from Associates . . . now. 
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SOUTH BEND, INDIANA 
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ASSOCIATES INVESTMENT CO.— ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO, 
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Leaders of the Georgia Dealers Association include (l. to r.): seated, 
J. C. Lewis, Jr., of Savannah, retiring president: Joe Westbrook of East 
Point (Dodge-Plymouth), president; Cuyler Trussell of Athens and Darrell] 
Johnson of Thomson, vice-presidents: John H. Lander, the NADA di- 
rector for Georgia, and L. L. Austin, executive vice-president; back 
row, Al Rucker of Columbus, S. W. Kelly of Marietta, Pau] Owens of 
Brunswick, Horace Goza of Newnan and Howard Threlkeld of Vidalia, 
directors. Thomas M. Callaway, Jr., of Decatur, treasurer, was absent 
at picture-taking time, as were a number of the directors. 


More Inflation is Ahead, Economist 
Tells Georgia Dealers’ Convention 


hed ready for another ride on 
the inflation buggy, the Geor- 
gia Automobile Dealers Association 
annual convention was told last 
month at Savannah by a prominent 
Southern economist. 

July “showed an all-time high in 
personal consumer income” and our 
economy is pointing into an ex- 
panding period, said Lloyd B. 
Raisty, vice-president, Federal Re- 
serve Bank of Atlanta. 

In the year ahead can be antici- 
pated “higher interest rates” and 
“tighter money all along the line” 
in a program to curb inflation, he 
told the approximately 300 per- 
sons attending the meeting. 

The association resolved to urge 
the National Automobile Dealers 
Association to continue to pressure 
manufacturers not to increase new- 
car prices. 

John H. Lander of Atlanta, Geor- 
gia’s NADA director and the treas- 
urer of the national body, who is 
being increasingly mentioned as 
NADA presidential timber, report- 
ed that for the first time in the last 
20 months membership in NADA 
has upturned, with 200 being 


gained in July over June. Mem- 
bership now approximates 23,000. 

The GADA board voted 11-3 to 
employ a full-time manager, rath- 
er than continuing—as it has for 
many years—to use only the part- 
time services of Executive Vice- 
President L. L. Austin, who has 
been managing two other associa- 
tions. The board voted to offer the 
position first to Austin. 

Thomas R. Reid, director of the 
office of civic affairs, Ford Motor 
Co., was a principal speaker. Dar- 
rell Johnson of Thomson moderated 
a dealer panel composed of Ken 
H. Thomas of Columbus, Aubrey 
Cross of Augusta, Mack Willis of 
Bainbridge and Sam Steinberg of 
Savannah. 


Clinton, N. C., Gets Lamp Plant 


The C. M. Hall Lamp Co. of De- 
troit, Mich., manufacturer of auto- 
motive headlights and other equip- 
ment, will locate its first Southern 
plant at Clinton, N. C., President 
Harry D. Hirsch announced. The 
plant will occupy a $300,000 build- 
ing erected about two years ago. 
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Earnings of Associates 
Decline by 7.8% 


ET earnings of Associates In- 
Pecans Co. and subsidiaries 
declined by 7.8% the first six 
months of this year from the same 
period of last year. 

Board Chairman Robert L. Oare 
said the °58 figure of $9,369,222 
compared with $10,159,466 the first 
six months of 1957. 

“During the first half of this 
year,” he said, “the automobile in- 
dustry experienced a severe de- 
cline in sales of both new and used 
automobiles. This decline was prin- 
cipally responsible for the reduc- 
tion of the incoming volume of fi- 
nance business from $851,447,082 
in the first six months of 1957 to 
$658,185,717 for the same period of 
this year, a drop of 22.7%.” 

He observed that “characteristic 
of business conditions in the first 
six months was an increase in past- 
due receivables. Much greater col- 
lection effort was required to 
maintain the receivables in a cur- 
rent condition and losses were 
greater than normal. Recently 
more favorable results have been 
obtained and we anticipate con- 
tinuing improvement as economic 
conditions throughout the country 
rise to a better level.” 


Robert C. Somerville, assistant to 
the vice-president in charge of 
dealer relations, Chrysler Corp., 
will be one of the principal speak- 
ers at the 12th annual convention 
of the Kentucky Automobile Deal- 
ers Association Sept. 21-22 at the 
Sheraton-Seelbach Hotel in Louis- 
villee NADA General Counsel 
James C. Moore and Patrick J. 
Crowley, director of dealer rela- 
tions for General Motors, will also 
speak. 
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Neal Simmons, superintendent of maintenance, Benton Rapid Express 


BENTON RAPID ExPRESS, one of Georgia’s oldest and largest fleet 
owners, is proving daily that it is “very practical and profitable” to use 
Rogers Remanufactured Engines, according to Neal Simmons, superin- 
tendent of maintenance. 


Mr. Simmons says, “We found when we first started using these 
engines we were immediately realizing a tremendous savings since we 


had been rebuilding engines in our own shops. It is difficult to 
estimate the amount of time and money that has been saved by our 
company by using Rogers Engines, however, we know the engine com- 
pares with the performance of new engines in every respect and we have 
the double protection of knowing that the Rogers Engines are dyna- 
mometer tested before we receive them. This, plus the fact that they 
are initially cheaper, leads us to recommend them for fleet operations 
similar to ours.” 


Rogers Remanufactured Engines are Dyna- 
mometer-tested to prove performance before 
installation. If you use Chevrolet, Ford, 
Dodge, GMC, International or Studebaker 
trucks, cut your cost per mile by installing 
Rogers exchange engines. 


ROGERS 


Remanufactured 


ENGINES 


1060 Huff Road, N.W., Atlanta, Ga. 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 
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Automotive NEWS BRIEFS 


{Continued from page 13) 





Dealers’ “Profit” Is 0.1% 


Mees 0.1% was the operating 
“profit” achieved by the aver- 
age franchised car dealer in this 
country the first six months of 
1958. 

The National Automobile Deal- 
ers Association also announced in 
its regular business management 
survey, based on reports received 
from dealer members: 

“In the first six months the auto- 
mobile dealers were about equally 
divided as to those who showed 
some profit (54%) and those who 
finished on the losing side (46%). 

“Collectively, the can- 
celled out the gains, and the final 
operating profit average for all 
dealers combined was a red figure 
of 0.1%.” 

Within the profitable and un- 
profitable groups, margins varied 
“considerably,” said NADA. “A 
fair number of dealers who found 
the winning combination could 
point to a return somewhat higher 
than they had been accustomed to 
in recent years. These were offset 
on the other hand by a sizable num- 


losses 


ber whose losses were extremely 
heavy. 

“Most dealers were still depend- 
ent upon the revenue from parts 
and service for the very privilege 
of continuing their primary busi- 
ness of selling automobiles.” 

Wash-out gross from new- and 
operations amounted to 
s, compared with 


used-cal 
only 9.2% 
an average total expense burden of 
14.9%, the report showed 

NADA’s “car absorption” figure 
(the ratio of gross from new- and 
used-unit sales, after selling ex- 
penses, to fixed, or operating ex- 
pense) was only 32.4%. The serv- 
ice absorption average, calculated 
on the same basis, substituting 
service and parts gross for ca! 
gross, was 57.6% 

“Passenger-car inventories were 
reduced during the second quarte! 
to 17.1 per dealer for a rough total 
of 650,000,” the association report- 
ed. “‘This compares with the aver- 
age of 20.1 per dealer, or an esti- 
mated total stock of 760.000, on 
March 31. Days supply at the end 


of sale 


Simca sales in the United States wil] be directed by the three Chrysler 
Corp. sales chiefs shown here with a Simca Aronde (Il. to r.): Byron 
Nichols, Chrysler Corp. vice-president—automotive sales; David R. 
Crandall, newly-named director of Simca sales in the U. S. for Chrysler. 
and E. C. Quinn, vice-president and general sales manager. Nichols an- 
nounced the formation of a national] sales and service organization for 
Simca cars following the earlier announcement that Chrysler was 
buying Ford’s interest in Simca and, as part of a world-wide market 
development program, was becoming sole distributor of Simca products 
in this country. There still remained the possibility that Chrysler may 
bring out its own small car, possibly for 1960. 
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of March was 72.8 and on June 
30 56.9. 

“The average selling price of 
used units dropped from $794 in 
the first quarter to $777 in the 
first half. Used-unit inventories 
amounted to a 33.4 days supply at 
the end of June. The corresponding 
figure on March 31 was 43, accord- 
ing to NADA. 

‘“‘Wash-out gross held at $394 per 
new unit sold during the six- 
month period, compared with $409 
in the first quarter.” 

Commented NADA: 

“The big question still facing 
the dealers of the country as they 
entered the second half of the year 
was quite obviously ‘Where do we 
go from here?’ With half the in- 
dustry’s retail outlets operating at 
a loss during the best seasen of 
the year, and dealer mortality 
growing, the answer to that ques- 
tion will be a gravely serious one.” 
Louisville, Ky., Dealer 
Quits After 40 Years 


W EIR Motors Co., Chrysler-Ply- 
mouth dealer of Louisville, 
Ky., successor to a firm which 
went into the automobile business 
40 years ago selling Maxwell and 
Jordan cars, has asked Chrysler 
Corp. to cancel its contract. 

Liquidation will require between 
60 and 90 days to effect, according 
to President J. Rumsey, who be- 
came affiliated with the dealership 
in 1919. Weir said his company em- 
ploys about 50 persons. 

Weir, with Turner A. Summers, 
Sr., now retired, founded the Ken- 
tucky Automobile Dealers Assecia- 
tion in 1941. Both men are past 
Kentucky NADA directors and are 
well known. 


Diesel Engine's ‘Future 
Appears Still Long 


ee on diesel, free piston 
and gas turbine engines is ad- 
vancing at a rapid pace, a General 
Motors technical expert said at Los 
Angeles last month. 

He pointed out, however, that the 
diesel engine will continue to be 
the leading powerplant for com- 
mercial vehicles. 

“The diesel has not yet exhausted 
its potential for development,” Dr. 

(More News Briefs on page 96) 
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According to Thousands of Satisfied Users . 


Muffler Installations are Easier, Castes 
_.. n the famous 2 ippy Tins! 




















ZIPPY MUFFLER TOOL—Patented U.S.A. (Replacement blade set with clevises & locks, $2.40) 


'You| Too Can Cut Muffler Installation Time in Half 
With the Lippy Muffler Tool : Pipe: end Shaper 


ZIPPY MUFFLER TOOL . 

@ Zip-Zip: It's cut through! No 1 more 
hacksaws or cutting torches .. . 
30 second operation. 

@ Lightweight, rust-proof construc- 
tion. Fits 1/2” to 22” pipe with 
single adjustment. 

@ Positive self-aligning action. No 
rough or out-of-round edges. 


ZIPPY PIPE-END SHAPER . 
@® Rounds out 11/2” to 21/2” muffler 
and pipe ends—inside and out- 
side dia. — in two easy strokes. 
@ Tool steel construction, uncondi- 
tionally guaranteed. : 
@ Makes installations easier .. . in- ZIPPY PIPE-END SHAPER— Patent Pending 


creases profits on every job. 











$g75 Each. Gar. Net See Your Favorite Jobber $g75 Each. Gar. Net 
MUFFLER TOOL or Tool Specialist PIPE-END SHAPER 


(Includes spare blade set) 


MUFFLER PRODUCTS CORP. 


BOX 492 HOUSTON, TEXAS 
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Every 
Repair-Service Shop 
Can Capitalize 

Five Ways on the 


N-A-P-A Parade of Parts 


The Greatest Sales Building Program in the Industry 


Save Time for yourself and your customers 

by concentrating your buying with your 

N-A-P-A Jobber. 

He stocks the most comprehensive group of nationally 

advertised parts, equipment and supplies available any- 
National Automotive where from one convenient source. He is backed by the 
resources and service of the nation’s largest independent 


parts organization. 


Visit your N-A-P-A Jobber during his Parade 
of Parts in October. 

If you are not already familiar with his service and his 
lines learn first-hand how he can help you make more 


money, more easily. 


Parts Association 


Buy a copy of the September 27th issue of 
The Saturday Evening Post. 


Read the latest in the series of four-page advertisements 
that reach and influence more people than any other 
advertisement in the parts industry. Keep it on hand to 


Nationally Advertised show your customers the quality of the parts you use. 


Ask your N-A-P-A Jobber how you can 
identify yourself—and your shop—with this 


Parts and Supplies program. 


of Genuine Quality (But first)—read the following pages—a blue 


book of the industry, but only a sample of 


a what your N-A-P-A Jobber offers. 


National Automotive Parts Association, Detroit, in behalf of the thousands of independent 


boy DY: \ JOBBERS 


who supply the automotive repair trade from coast-to-coast with these—and many 








other—nationally advertised brands of quality automotive parts and supplies, 
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Bederal Ball Bearings 
Most complete ball bearing line for the auto- 
motive industry. Used as original equipment 
on millions of vehicles by leading manufac- 
turers. Chosen by repairmen as the ideal re- 
placement bearing. Federal Ball Bearings are 
dependable—backed by the dependable 
source of supply—your N-A-P-A Jobber. 


THE FEDERAL BEARINGS CO., INC. 
POUGHKEEPSIE, NEW YORK 


€CHLInN 
Bip 


MILLIONS USE IT— 
EXPERTS CHOOSE IT/ 


Sell New Car Performance 


No tune-up job is complete unless the Con- 
tacts, Condenser, Coil, Distributor Cover, 


Rotor and Voltage Regulator are thoroughly 


checked and replaced when needed. Please 


your customers and pocket the profits—in- 


stall these ECHLIN Quality Parts every time! 


ECHLIN MANUFACTURING COMPANY 
BRANFORD, CONNECTICUT 


NAPA “PARADE OF PARTS” (continues) 
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FLEET Shop Crane 


You can do dozens of jobs faster, easier and 
at less cost when you have a FLeet Hydraulic 
Mobile Shop Crane. Motors can 
without removing the hood. Heavy machines 


be installed 


can be lifted, moved and positioned without 
strain in a fraction of the time by one man. 
Dealer price only $285.00 delivered. 


EDGEWATER AUTOMOTIVE DIVISION 
ST. JOSEPH, MICHIGAN 


- Soundmaster - 





MUFFLERS. 
INSTALLED 


FAST 
EXPERT 
SERVICE 


Soundmaster Salesmakers 


You can’t always take time to remind cus- 





tomers that you install mufflers. So let Sound- 
master help you, with these brilliant 3-color 
signs advertised in The Post. They'll let your 
customers Anow you're in the muffler busi- 


ness, and attract pass-by trade as well. 


DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 








For the Customer Who 
“Wants to Know” 


This universal ammeter and oil pressure 


gauge installs under dash for any customer 
who wants accurate readings to replace the 
red light system many cars use. Mounted in 
hammered alumir panel, ammeter reads 


60-0-60, oil pressure 80 Ibs. 


BALKAMP, INC. 
INDIANAPOLIS, INDIANA 


BO 


bea. 


of the 
Industry 


Dana Products 


Just as practically all vehicle makers depend 
on DANA-made Products, 
**Mechanics-Type” 


you can depend 


on Spicer and Universal 


Joint Kits; Spicer Tra 
Power Take-Offs and Joints, and Monmouth 
Clutch Plates. 


Spicer 


nsmission; 


DANA CORPORATION 
TOLEDO 1, OHIO 


Your N*A*P*A Jobber is 
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Llliicd Engine Parts 


When new engine parts are needed, look to 
Allied and your N-A-P-A Jobber for the fin- 
est of parts, the fastest service and the most 
comprehensive coverage. Behind every Allied 
Engine Part are specialized engineering ex- 
perience, production facilities and manufac- 


turing capacity unsurpassed in the industry. 


ALLIED AUTOMOTIVE PARTS COMPANY 
CINCINNATI, OHIO 


“Life Saver 
for 
_ Customers 


Puritan Super 60 Brake Fluid 


Your customers need Puritan Super 60. No 
other brake fluid withstands the high tem- 


peratures of modern braking systems better. 
Their safety and your business demands the 
best. Puritan Super 60 Heavy Duty Brake 
Fluid meets or exceeds SAE Specifications 


70R3 and 7ORI. 


OLIN MATHIESON CHEMICAL CORPORATION 
BALTIMORE 3, MARYLAND 





Ford, Chevy Heater Trouble? 


When there’s no heat at all on these late 
models, chances are the trouble is a blown 
vacuum diaphragm in the heater shut-off 
valve. Entire Balkamp replacement units are 
quickly available, covering 1952-58 Fords, 


1955-58 Chevrolets. 


BALKAMP, INC. 
INDIANAPOLIS, INDIANA 


CELORON 
@ Timing Gears 


@ Matched Metal Gear Sets for 
Heavy Duty Engines 


e@ Timing Chain SPROCKETS 


“There is no substitute for Quality” 


CONTINENTAL-DIAMOND FIBRE 
CLEVELAND 12, OHIO 


PAINTS 


1959 Car Colors Available Now 


For “touch-ups” or complete refinishing as- 
sure your customers new car beauty and 
brightness—ask for famous-quality Martin- 
Senour refinishing products. Every color, for 
every car... factory-packaged or custom- 
mixed, ready for immediate delivery. Every- 
thing required for the complete job. Insist 
upon Martin-Senour for all painting needs. 
MARTIN-SENOUR, 2500 SOUTH SENOUR AVENUE 
CHICAGO 8, ILLINOIS 


— 


—F 


Monmouth Engine Bearings 
MICRO AND CLEVITE 77 
Designed Right— by the engineers who design 

most original equipment 
Made Right —by the world’s largest bear- 


ing manufacturer. 
Sold Right —N-A-P-A service. 


CLEVITE SERVICE DIVISION 
CLEVELAND, OHIO 


a Good Man to KNOW! NAPA “PARADE OF PARTS” (continues) 
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Duckworth Timing Chains 


Often a “ring” job isn’t the answer to the 
motor “pep’’ your customer expects. Check 
the timing chain for wear and stretch. If re- 
placement is needed Duckworth® Monoflex 
Timing Chains will give top performance, 
with gas and oil savings as a bonus. Result: 


real customer satisfaction. 


CHAIN BELT COMPANY 
SPRINGFIELD, MASSACHUSETTS 


BUY SAFE WIRE 


@ Battery Cables 
@ Lighting Wires 
@ Spark Plug Wires 
@ Wiring Kits 
@ Terminals 


and Accessories 


BELDEN MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


NAPA "PARADE OF PARTS” (continues) 
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... don’t forget the shocks! 


Fall tune-up ? Brake check ? Lube job? Don’t 
forget the shocks! Any service that brings a 
car into your station or onto the lift is an 
opportunity to sell Briggs Double-acting 
Shock Absorbers. Immediately available from 


your N-A-P-A jobber—a good man to know. 


THE BRIGGS SHOCK ABSORBER COMPANY 
CLEVELAND, OHIO 


BxK Gasoline Cans 


Every customer with a power lawn mower, 
boat or other gasoline powered engine is a 
prospect for a gas can sale. Available in three 
models—gallon, two-gallon and five-gallon 
sizes—all of heavy duty metal construction, 
leakproof and rustproof, with bright red lac- 
quer finish. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


ie = 
Ey firitti,, 


Famous Hand Tools 


The complete Line of top-quality, profes- 
sional Tools designed for mechanics by me- 
chanics—including the great nev utomatic 
Transmission Tools that open up this money- 

Ask for New 


Britain Tools. They're engineered to handle 


making service field for you 


today’s repairs and service—faster for you! 


THE NEW BRITAIN MACHINE COMPANY 
NEW BRITAIN, CONNECTICUT 


Transmission & Overdrive Parts 


Complete service for all Overdrive Units— 
Dittmer’s newest addition to the N-A-P-A 
‘Parade of Parts.”’ Since 1919 Dittmer Stand- 
ard Transmission Gears and Shafts for cars 
and trucks have been known the world over 
as “Second to None.” Ask for Dittmer 
your password to quality 


DITTMER GEAR DIVISION - AUBURN, INDIANA 


Your N*A*P*A Jobber is 
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The Mark of 
Good 
Sealing 7, 


‘ 


VICTOR Gaskets and Oil Seals 


Original equipment quality replacement seal- 
ing parts for all cars, trucks, tractors, marine 
and industrial engines. The only 100°, cover- 
age line—accurately cataloged—sold in unit 


sets or individual pieces. Your N-A-+ P-A Job- 


ber stocked to give service. 


VICTOR MANUFACTURING & GASKET CO. 
P.O. BOX 1333, CHICAGO 90, ILLINOIS 


a “ACtMiNT wag 


warns 2 


= 


Wits 


B*K Replacement Wheels 


Cash in on a virtually untapped market of 
replacement wheels for mowers, barrows, 
hand trucks, trailers, all sorts of equipment. 
And remember you may be one of your own 
customers. Four light duty sizes, three heavy 
duty, plus one pneumatic model. Display 
assortment and rack available. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


a Good Man to KNOW! 
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paired fer Safety 


UNITED Hydraulic Brake Parts are replace- 
ment engineered for nox one car, but all cars. 
Millions are in use rendering dependable stop- 
ping service. Remember, you bet your life on 
your brakes. Specify, UNITED Brake parts, 
available from N-A-+P*A Jobbers everywhere 


UNITED PARTS MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 


ied “ vk ikba mw ¥ 


Frictioneered... 
@ for power or standard brakes 
@ for safer, smoother stops 
@ for thousands of extra miles of service! 
Make your time and skill pay off! Sell 


America’s Safety Brake Lining. Call your 
N-A-P-A Jobber today! 


AMERICAN BRAKEBLOK DIVISION 
BIRMINGHAM, MICHIGAN 


MicroTest Automatic Transmission Parts 


Service on automatic transmission parts and 
kits through N-A-P-A Jobbers is the most 
comprehensive in the industry. Covers all 
cars; includes complete rebuilding kits, plan- 
etary repair kits, gasket sets, oil-pan gaskets, 
individual sealing rings, sprag clutches, brake 
bands, clutch plates, etc. Clearly cataloged. 


MICROTEST GEAR COMPANY 
INDIANAPOLIS, INDIANA 


E ss 
Choice of Car Factory Engineers 


The advantages which the Thomson “HP” 
Thermostat brings to all pressurized cooling 
systems, are confirmed by its choice by most 
car factory engineers. The reverse-acting, 
tight-sealing poppet valve and thermal actuat- 
ing unit introduced by Thomson become more 
widely used every year. For other systems use 
the Thomson Electro-Fused bellows-type. 


STANDARD-THOMSON CORPORATION 
BOSTON, MASSACHUSETTS 


NAPA "PARADE OF PARTS” (continues) 
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nationally advertised brands of genuine quality for 


Monmouth 


MARTIN-SENOUR 
SPRAY PAINTS 


Automotive Finishes 


A fast-selling, steady profit-maker for car 
dealers and paint shops. . . America’s popu- 
lar new touch-up spray lacquers. Complete 
with self-selling counter and floor display 
racks. Late model matching colors in handy 
6-0z. spray cans. Finest quality for beautiful, 
hard, high-gloss finish. See your N-A-P-A 
jobber now! 

MARTIN-SENOUR, 2500 SOUTH SENOUR AVENUE 

CHICAGO 8, ILLINOIS 


BxK Flashlight and Batteries 


Here are flashlights and batteries for every 
use, including a rubber-covered model that 
dropping in the shop can’t damage, oil and 


grease won't bother. Four other flashlight 


models from junior to searchlight, five sizes of 


batteries. Displays available to make counter 


sales for you. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


Llbed Chassis Parts 


In Allied Chassis Parts, N-A+-P-A Jobbers 
offer “the complete coverage line,” 
and built to original equipment standards in 
materials and tolerances. Wheel Suspension 
Parts, Coil Springs, Steering Parts, King Bolt 
Sets, Shackles and Ball-Joint Suspension 
replacements make your N-A-P-A Jobber 


ee 


your logical source for Chassis Parts. 


ALLIED AUTOMOTIVE PARTS COMPANY 
CINCINNATI, OHIO 


NEW! 
Heavy Duty 


Economy 
Brake Fluid 


Puritan Heavy Duty Fluid 


The economical, heavy duty brake fluid. Con- 


is 


tains Puritan’s traditional quality ingredients 
that assure trouble-free performance. Puritan 
Heavy Duty Brake Fluid meets or exceeds 


SAE Specification 70R1. 


OLIN MATHIESON CHEMICAL CORPORATION 
BALTIMORE 3, MARYLAND 


NAPA "PARADE OF PARTS” (continues) 


Want more facts? Use Reader Service Card Page 109 


Super-Cushioned to Deliver 
More Miles of Happy Driving! 


Monmouth Clutch Plates 


Monmouth Clutch Plates have long been 
famous in the automotive industry for their 
patented super-cushion action . their pre- 
cision manufacture and their excellent 
performance record. They are typical in 
quality and engineered performance of the 


complete line of DANA products 


DANA CORPORATION 
TOLEDO 1, OHIO 


ULRUGO 


BLADES FIT 
THEM ALL 


Ratubow 


“Triple rbction 


for flat shields 


NO MORE FUMBLING 
on... Trico’s soft-rubber Wiper Blades fit 
ALL windshields on ALL cars up to 20 years 
old. Just snap them on Triple Actions for 
flat windshields; Rainbows for curved 

See how much better they wipe the rain and 
clean off traffic film. For safe driving vision, 
urge your customers to replace their blades 


just snap them 


once a year 


TRICO PRODUCTS CORPORATION 
BUFFALO 3, NEW YORK 
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Visall Safety Products 


Quality material . . . skilled engineering .. . 
know-how manufacturing. Turn Signals, 
Turn Signal Switches, Clearance Marker, Fog 
and Driving, Backup, Utility, Emergency, 
Stop and Tail and Stop Lights. Passenger 
Car Mirrors, Truck Mirror Arms and Heads, 
Reflectors, Liquid and Reflector Flares. 
Safety Equipment for all Vehicles. 


VEHICLE PRODUCTS COMPANY 
CINCINNATI, OHIO 


B*K Silicone Compound 


Now available in spray cans as well as in 


tubes, this B®K Silicone Compound has 
dozens of shop uses, including lubricating 
fan belts, distributors, ignition and brake 
cams .. . waterproofing ignition systems... 


stopping doors and windows from sticking. 


BxK SERVICE PRODUCTS 
INDIANAPOLIS, INDIANA 


mee 


Plastic Aluminum and Rubber 


Just apply the “‘putty” from the tube. The 
aluminum dries in 4 hcurs to seal, solder and 
repall 
Black 


lates and caulks. Hundreds of uses for both 


Can be burnished, drilled or tapped 


rubber waterproofs, rustproofs, insu- 


yourself and your customers 


BxK SERVICE PRODUCTS 
iNDIANAPOLIS, INDIANA 


Soundmaster Mufflers 


With Soundmaster, you give your customers 





up to 300°, longer muffler life. Soundmaster 
advanced engineering resists rust inside and 
out—with complete drainage, special pre- 
mium coated materials, Open Flo Design and 
““asbestosized” shells wherever needed—and 
guarantees full range sound control without 
power loss. 


DE KOVEN MANUFACTURING COMPANY 
RACINE, WISCONSIN 


€CHLIN. (joie 
The business principles that have 1 
VISUMATIC progra 
impossible for others to copy 
ples are dependent upon ECHLIN polic 


N-A-P-A distribution, a combinatior 


cannot be duplicated 


successful are rt 


es and 


the 


I] 


lally 


These princi 


j 


th t 
that 


ECHLIN MANUFACTURING COMPANY 


BRANFORD, CONNECTICUT 


Other N-A-P-A Lines 


BRIDGEPORT 
Tire Valves and Accessories 
t Brass Company ¢ Bridgeport 2, C 


CLEVELAND Universal Joints 
Cleveland Stee! Products C e Cleveland, Ot 


DETROIT Universal Joints and Kits 
Detroit fer ; 


D versal Division e Dea 


HAARTZ-MASON Friction Tape 


Haartz-Mason, In ¢ Watertown, Massa 


MICROTEST Axie Shafts 
MicroTest Gear Company e Pottstown, Pennsy 


MICROTEST Drive and Pinion Gears 


Fiywheel Gears 
Balkamp, In e Indianap s, indiana 
MODAC Auto Mats 
Wooster Rubt 


er Company e Wooste 


MODAC Fan Belts and Radia‘or Hose 


Haywood Industrie Waynesville, N. C 


MODAC Service Hose and 
Splash Guards 
B. F. Goodrich Company © Akron, Ohio 
PROSPECT Contour Floor Mats 
Prospect Rubber Co. e Cleveland, Ohio 
RARITAN Roller Bearings 
Raritan Bearings « West Trent N. J 
ROCKFORD Fasteners, Screws, 
Bolts and Nuts 


Rockford Screw Products Company e Rockford, II! 


SKIL Power Tools 


Skil Corporation e Chicago 30, Illinois 


ZOLLNER Heavy-Duty Pistons 


Zoliner Corporation e Fort Wayne, Indiana 


Your N*A*P*A Jobber is a Good Man to KNOW! 
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AERO-SEAL HOSE CLAMPS take mere sé conds to install. — and 
they’re your safest bet for superior performance. 
AERO-SEALS pioneered the precision worm gear that provides tighter seals... 
they refuse to let go under severest vibration. 
Stainless steel band of 302-18-8 is stronger, more corrosion resistant, 
tightens with uniform pressure that will never pinch or cut hose. 
AERO-SEALS can be used again and again, too! Available in a complete size range. 
Demand the brand that means top quality and 
top profits...demand genuine AERO-SEALS. 


—  herw-Seal 
Cw mane quick -attach ae 
wy IT : 


REGULAR WORM GEAR HOSE CLAMPS 


=] -4 4 —y 4 aero) - ite) 7-wale), t-mal, lommerdele me i i-i-- ae ae A's Le) eee ite). me, i 3" ee) 1 t) 
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High-gloss DULUX colors make cars look new 
... trouble free performance speeds the job 


New-car gloss and beauty are just what you expect of 
Du Pont “Dulux” Enamel because it’s so widely used 
in new-car production. It gives over-all jobs buy 
appeal . . . panel repairs that match the original in 
color and Juster...easy-working qualities that make it 


as economical in your shop as on the production line: 


EASY SPRAYING— ‘Dulux’ quickly flows out to a full 
rich coat. FAST HIDING—the high solids in “Dulux” 
produce higher build; sandpaper scratches don't 
show through. QUICK DRYING— “Dulux” delivers all 
DURABILITY that keeps customers pleased—proved by the speed possible in a finish that is so brilliant and 


the use of “Dulux”’ on leading bus fleets throughout 


i iain so durable. Get it from your Du Pont jobber. 


Du Pont Refinishing Materials 


chemically engineered to do the job better 


BETTER THINGS FOR BETTER LIV OUGH 





ure ee 
DETROIT, MICHIGAN FARGO, NORTH DAKOTA LAS VEGAS, NEVADA 





NEtitelak 
Nowe 


a 


CORROSION 
eee} -) -) aS 


Maremont Alloy-Coated Steel Outlives Uncoated Steel Better Than 2 to 1 


There's a tough alloy coating on most popular This new development makes ordinary mufflers 
Maremont Mufflers that neutralizes the strong as old-fashioned as hand cranks! Ask your 
exhaust acids produced by today’s premium Maremont jobber to demonstrate the Acceler- 
fuels. Road and laboratory tests PROVE that ated Wear Test... right before your eyes— 
this alloy-coated steel muffler assures over twice in a matter of seconds—you'll see proof of 
the life of uncoated steel mufflers. Maremont's ADDED LIFE! 





PNite) so Orer-\ ito 


ARE MUN EMU EE cers 


the ADDED LIFE line 








MarPro, Inc., 168 N. Michigan Ave., Chicago 1, Illinois 
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a ae This will make 


your autobody 


repairs FASTER . . 
EASIER... MORE \ 
@, PROFITABLE! 


TILLERit* 


Powder 


FILLERité 


ew 


ae 


HOURS FASTER .. . than old-fashioned methods. 
CUTS COSTS, INCREASES PROFITS. 


ECONOMICAL . . . a 3-pound can takes the 
place of 18 to 20 pounds of solder. 


NON-TOXIC... 
hazard. 


no Fiberglas dust, no fire 


SIMPLE, EASY TO USE . . . only one powder cata- 
lyst to add. No sloppy liquids. No exact 
measurements . . . and you control con- 
sistency and working time by simply add- 
ing more or less powder. 


DOES A BETTER, STRONGER-THAN-NEW JOB ... 
that pleases customers, insures your 
reputation. 


FILLERite 


SYSTEM 


haturi 
CURE-IT 4-20 


... the exclusive POWDER catalyst 
that lets you control consistency 
of the mix and curing time! 


* PERMANENT .. . bonds positively. Won’t 
shrink, crack or soften. Not affected by 
gas, oil, salt water or most solvents. 


* TAKES A MIRROR-SMOOTH FINISH . . . and can 
be sawed, filed, sanded, drilled or tapped. 


* TAKES ALL PAINTS . . . no special fillers or prim- 
ers needed. 


SEND NOW FOR YOUR oy Boohlet 


... that tells you all about FILLERite and 
proves how this modern system for autobody 
repair will save you time and money. Just fill 
in and mail the coupon below. 


FORMULATED AND MANUFACTURED BY 


BAIRD DYNAMIC CORPORATION 


1700 STRATFORD AVENUE, 
Prohtehle Detribabrchye Gren L 
Profitable business opportunities are available for 
distributors and jobbers stocking fast-selling 
FILLERite. Many choice territories are still open. 


If you are interested in a distributorship, check off 
the box in the coupon below . . . and mail today! 


LI 
LJ 


* ¢ 


I would like complete information on 
FILLERite. Please send me my free copy of 
Circular No. 100. 


I am interested in a FILLERite distributor- 
— Please send me additional information 
without obligation. 
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STRATFORD, CONNECTICUT 


. . . 7 . . . . . . . . . . . . . . . . . . a 


BAIRD DYNAMIC CORPORATION 
1700 Stratford Ave., Stratford, Conn., U.S.A. 





NAME 





COMPANY 





CO. ADDRESS 





city STATE 





MY SUPPLIER IS 








STREET 
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NOW. .YoU can do any 


with Wadmer Lockheed 
POWER BRAKE REPAIR KITS 


the only complete line on the market 


ALL FROM ONE SOURCE—Now you can obtain all GROWING MARKET—This year more than one out 
of your power brake repair kits from one dependable of four passenger cars manufactured is eq lipped with 
source of supply and backed by the Wagner Lock- power brakes and the total is growing. Improve your 


heed reputation for quality and performance. brake service immediately with this complete line of 


repair kits. Only Wagner can supply you with kits for 


all makes and models of passenger cars. 











WAGNER LOCKHEED REPAIR KIT FOR SERVICING 


etal LOOK AT THESE FEATURES! 


THE UNIT (F 


Fer a 

ke ii.> DISMANTLIN 
S45 y 
Uy, e New complete line covers all passenger cars 
_5 


1. Remove dash 


4 
\ 
A carcorat Allen reer, en a Lah oft yous sinp-0ee and is available only from Wagner 


e Selection of kits includes single package unit, 
major kits, minor kits, packing kits, and 
poppet valve kits 

e Complete line backed by famous Wagner 


Lockheed reputation for quality and perform- 





ance. 


EACH KIT CONTAINS A 
DETAILED HOW-TO-D0-/7 
INSTRUCTION SHEET / 


Each power brake repair kit includes an easy- 
to-follow how-to-do-it instruction sheet with all 
parts named and identified. In addition, it 
shows the steps to be taken in disassembly and 
assembly of all sub-units and components. 











Waaner Electric C orp ration 


Caer 1D te egeee Heeew Ca 


COMPLETE COVERAGE FOR ALL MAKES AND MODELS OF PASSENGER CARS 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING ¢ AIR HORNS ¢ AIR BRAKES * TACHOGRAPHS 
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Wagner Electric @rporation 


63467 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A, 


GET THE WVEW POWER BRAKE 


REPAIR KIT CATALOG AU-1300. 


Mail the coupon at right for your copy 
of this catalog. It gives full information. 


(Branches in principal cities in U.S. and in Canada) 


Please send us new Power Brake Repair Kit Catalog 
AU-1300 


NAME 





FIRM NAME 
ADDRESS__ 


known name tn brake servloe 


ELECTRIC MOTORS ¢ TRANSFORMERS ¢ INDUSTRIAL BRAKES 


CITY & STATE 
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his new Boar , 
rags . Band ca 
wy vont throttle Lin 
men a 
systments ° 
DRAMATIC — 
MERCOMATIC aaneeennn 
em STRATOFLITE 
\i 
> F rdomatic and a ae 
pst ‘Adjusting Tools feat 
Ban 














isms. 
set torque mechanism 


el are 2 other new — 
re asmission Tool Boor ' . _ 
e Throttle Linkage Adjus 
Tools only- 
e Band Adjust 


on- 
send the pony facts! 








ment Tools only: 








MAIL THIS COUPON 








Blackhawk Hand Tools 


The New Britain Machine Co., Dept. SAJ-9 
New Britain Conn. 


Please send me FREE illustrated catalogs 
with complete instructions for the adjust- 
ment of all Automatic Transmissions. 


Name 





Address 





City Zone State 





Now! BIG in, 


in Simple, Easy-To-Do 
AUTOMATIC TRANSMISSION 
ADJUSTMENTS 


Over 33 million cars today are equipped with Auto- 
matic Transmissions — don’t miss this great service 
opportunity. You can make external adjustments 
on every Automatic Transmission with the Tools 
you get on this new Tool Board. It starts you off 
right in a profitable business. And, all adjustments 
can be made without disassembling or dropping the 
Transmission. “How-To-Do-It” illustrated instruc- 
tions are included with each Tool. 


Keep this profitable work in your own Shop... 
Automatic Transmission adjustments, plus extra 
sales of Transmission oils, add up to real money for 
YOU! Call your Jobber TODAY — find out how 
inexpensively and quickly you can put these Tools 
to work. The New Britain Machine Co., New Britain, 
Conn. 


NEW BRITAIN » CONNECTICUT HAN D TO ©] LS 
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exclusive, new 


hot-idle compensator improves performance 


of all cars and trucks! 


ACTUAL SIZE 


Corb-AlRator can be easily connected to the vacuum 
take-off in the carburetor flange directly, or with a 
"T" or installed in the intake manifold, The temperature 
and air screws permit quick, accurate adjustment, 


ASK YOUR NEARBY DISTRIBUTOR 


owrrts woters system 


Another first from the makers of Rochester GM 
Carburetors gives you a new profit opportunity with any 
make of car or truck you tune up or service. It’s 
Carb-AlRator ... the exclusive new hot-idle compensator. 


Carb-AlRator fits all cars and trucks, and improves rough 
idle, stalling and hard starting due to high underhood 
temperatures. Carb-Al Rator automatically adds air to the 
engine and leans out over-rich mixtures caused by excessive 
operating temperatures under the hood. 

Carb-AlRator is small, compact, easy to install and easy to 
adjust to exact operating conditions. Order Carb-AlRator 
from your nearby UMS Distributor today. 

Rochester Products Division of General Motors, Rochester, N. Y. 


America’s 

number one 
Original equipment 
carburetors 


CAR 
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You can figure that much closer 


Arvin Save uP f° 
ORTY 


dollars 


y heaters 


SERIES ‘'20” Universal Recirculating 


Hot Water Car Heaters 


-factor 
compared to costly car fa 


Easy to sell on ALL deals 


for their economy, reputation, performance 


With space-saving proportions that fit 
three out of four cars and trucks, new 
and old, Arvin Heaters are priced to 
give you a terrific trading and profit 
edge in these competitive times. No 
other heaters come close to Arvin in 
money-saving value. Installation is fast 
and easy. 


Out-performs heaters costing far more 
The big “heart” of this heater is a 
honeycomb core, with 2800 sq. in. of 
radiating surface. Big 8-blade, 7-inch 
fan circulates all the air in average 
sedan every 2 minutes. 


SEE YOUR ARVIN DISTRIBUTOR 


FITS 1958 Ford, Chevrolet, Plymouth, Dodge, DeSoto cars 
1958 Chevrolet trucks; and most prior model cars and trucks 
6 AND 12-VOLT MODELS 


Arvin—FIRST IN CAR HEATERS SINCE 1921 


oo 
Electronics and Appliances Division AAF'VIM INDUSTRIES, Inc. Columbus, Indiana 


Arvin also manufactures: Portable Electric Heaters, Radios and Phonographs, Fans. 
All-Metal Ironing Tables, Leisure Furniture, and “‘Charky’’ Outdoor Grille. 
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HED LINE 
EAL 


JACK-’N-HORSES combination buy 


Now, for the first time ever, and only from Blackhawk! A terrific 
capacity-rated, matched package of Service Jack and Horses! The 
combination buy of all time! It’s the equipment you need for the 
fall service rush! The basic tools you'll use year after year. So 
choose the Jack-’N-Horses red line special you want. . . from the 
long red line listed below... . 

Here are your red line special Jack-’N-Horses combination buys 
for every lifting job. You just can’t beat the Blackhawk S-4 Service 
Jack for handling all cars and light trucks with amazing ease! 
Loaded with features that speed servicing, car positioning! And for 
one-end lifting, transmission work, choose from the most depend- 
able, most complete long red line on the market—BLACKHAWK! 
Remember, with every jack—a matched pair of rugged horses too! 





SPECIAL S-4 hydraulic serv- SPECIAL SJ-18 hydraulic 


Here's how you save: 


AX-5 horses 
Re : 
Red Line Special $209.65 


ice jack (4-ton capacity) 
PLUS matched set of AX-5 
horses. YOU SAVE $11.40! 


SPECIAL S$J-25 hydraulic one 
end lift (1Y% ton capacity) 
PLUS matched set of AX-2 
horses. YOU SAVE $9.35! 


SPECIAL SJ-23 hydraulic curb 
jack (1¥2-ton capacity) PLUS 
matched set of AX-2 horses. 
YOU SAVE $9.35! 


service jack (2-ton capacity) 
PLUS matched set of AX-2 
horses. YOU SAVE $9.35! 


SPECIAL SJ-51 air-operated 
one-end lift (1%-ton capa- 
city) PLUS matched set of AX-2 
horses. YOU SAVE $9.35! 


SPECIAL T-1 hydraulic trans- 
mission jack (-ton capa- 
city) PLUS matched set of 
AX-2 horses. SAVE $9.35! 


You save ....$11.40 


LIAN 


€=> 
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See your Blackhawk jobber now and save! 
Red Line Special closes November 30, 1958. 


Watch for more long red line news coming from 


BLACKHAWK: . 


BLACKHAWK MFG. CO., Dept. J-498, Milwaukee 46, Wisconsin 





FEL-PRO GASKETS | 


UP-TO-DATE where it counts! 


a 
- ; 


sensible new cartons 
simplified catalogs 
latest, quality materials 


To keep your service up-to-date, you must have replacement parts 
that are up-to-date—and that goes for gaskets. Because gaskets tend 
to be taken for granted with a “‘they’re all alike’’ attitude, we strive 

at your to make the Fel-Pro Gasket line different... better. ..up-to-date where 
emening cee a cece: eee detened on eine 
° ee: j : stack neatly. $ 2d catalogs, -chanic-designe Cc - 
look for this \ ? \oae ,a up time. And, gaskets that fit better, seal better, because they use the 
DIAMOND | a Te latest mechanical and chemical developments. Why not start now to 
of QUALITY ge i meee [ 4 keep your gasketing up-to-date? See your Fel-Pro Jobber. 
‘ a. ‘ FELT PRODUCTS MFG. CO., 7478 N. McCORMICK 
Bivd., P. O. Box 8609, CHICAGO 80, ILLINOIS. 
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Give your customers 


FIND IT! 


The clue is in the way you trouble-shoot. Customers 
want a ring of authority when you diagnose motor 
trouble. Clevite helps you find it . . . and find it fast. 
The answer is on the new Wall Chart. 


FIX IT! 


When it’s bearing wear, the solution is simple— 
Monmouth Engine Bearings. Their superior surface 
behavior, fatigue strength and corrosion resistance 
assure the finished, satisfactory jobs you and your 
customers need. 





PROVE IT! 


You can...and you have this new Monmouth Wall 
Chart to help justify your own good workmanship 
and judgment. It tells you the facts... everything 
you need to know and apply... cause of bearing 
failure, effect and remedy. It’s accurate. ..authentic 
... convincing and conclusive... truly a great sales 
and confidence builder. 

Get in NOW — by getting in touch with your nearest 
N.A.P.A. jobber and asking him about Monmouth 
quality bearings. 


Wlowwmnourth encine scannes 


Cleveland Graphite Bronze 


CLEVITE SERVICE Division of Clevite Corporation 


Cleveland 3, Ohio 
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*The words Monmouth, 
Clevite and Micro are 
registered trade marks of 
Clevite Corporation 
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ANNOUNCING. . 


Nylon arm design... light weight 
and durable ...reduces the rate of 
high speed erosion and low speed 
point transfer. 


Pre-aligned...positive contact 
alignment eliminates need of point 
alignment during installation. 








(© 
Se — 


Nylon arm offers greater resistance 
to wear, especially if cam and mount- 
ing stud are not properly lubricated. 


Pre-assembled...one piece to 
install. ..saves labor time in instal- 
lation. 
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.AUTO-LITE 
POWER POINTS! 


Pre-assembled and pre-aligned for 50% quicker installation! 


@ Eight (8) sets cover the majority of Auto-Lite installations. 


@ A set of contacts designed for top ignition performance in 
modern engines. 


@ Eliminates point misalignment that often occurs after a few 
miles of vehicle operation due to ‘“‘creepy”’ breaker-arm action. 


@ Light weight nylon arm is designed for improved bounce- 
free high-speed performance. 


d Sh 
DISTRIBUTOR 
CAPS CONDENSERS 


AUTO-LITE 


te RE 


CONTACT SETS REGULATORS 


THE ELECTRIC AUTO-LITE COMPANY, TOLEDO 1, OHIO 
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Professional Race Drivers Bet Their Lives 
on Grey-Rock Brake Linings 


Men like Speedy Thompson, Cotton Owens, Marvin Panch— 
who took the first three places in last year’s famous “‘Southern 
500” NASCAR * race—used Grey-Rock. They do not compro- 
mise on quality. On the speedway and on the highway Grey-Rock 
Brake Linings give an extra margin of safety. 

Grey-Rock Balanced Brake Linings, including woven and 
molded, /ook different—are different. And when you P-L-S the 
Grey-Rock way you can see, show and sell the difference to 
car owners. 


“GREY-ROCK’S P-L-S PLAN 
IS A SURE-FIRE WAY 
TO INCREASE BRAKE BUSINESS!” 


— Says a leading Western dealer 


That’s what dealers all across the country are saying about 
Grey-Rock’s P-L-S Plan. Pull a wheel, Look at the brakes, 
Show the customer what’s needed whenever a car comes in. 
Ask your jobber how Grey-Rock linings and the P-L-S Plan 
can greatly increase your brake service business and profits. 

* National Association for Stock Car Auto Racing 


The Gaturday Prening ° 
Ask your jobber about a Grey-Rock Brake 

Advertised regularly in DPQ}QT 
ee ee I OSs! Service Clinic. It's the best way to keep up 


0 /, G R to date on how to handle brake problems, 


BALANCED BRAKSET LININGS 
BALANCED BRAKSETS + TRUCKSETS + BRAKE BLOCKS + VEE-LOK® CLUTCH FACINGS 
GREY-ROCK DIVISION of Raybestos-Manhattan, Inc., Manheim, Pa. 


Asbestos Textiles ¢ Industrial Rubber « Sintered Metal Products « Engineered Plastics e Rubber Covered 
Equipment ¢ Abrasive and Diamond Wheels ¢ Industrial Adhesives ¢ Laundry Pads and Covers © Bowling Balls 


Ry RAYBESTOS-MANHATTAN, INC., Brake Linings * Brake Blocks # Clutch Facings Mechanical Packings 
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SOUTHERN 
AUTOMeTIVE 


How We 


Increased 


Front-End Jobs 500°, 


By HOWARD MICHELSON 


President, Michelson’s Service Center (Sinclair) 
Washington, D. C. 


HEN we took over our present 

location in mid-’57, a mere 
two or three front-end alignment 
and wheel-balancing jobs trickled 
through a month. This service, for 
practical purposes, stood at ap- 
proximately zero. We are now 
running better than 100 front- 
ends a month and topping that 
with about 120 wheel-balancing 
jobs monthly. 

We jumped this volume about 
500% within about a nine-month 
period. 

Our spectacular gains post-date 
the first three months we were in. 
We had tried several approaches to 
raising specific services in auto- 
motive repair as well as upping 
over-all volume of the operation, 
but it was not until we hit on our 
point system that we really started 
going places. The routine 5% or 
10% commission on parts sold—a 
pay plan used by so many stations 
—was tried and did not do the 
job. Results were mediocre. 

The point system accomplished 
just what we were looking for— 
employe alertness to a car’s needs, 
careful checking for worn and de- 
fective parts, noting them on a 
repair sheet and calling the cus- 
tomer about having the work done. 

Monthly awards of cash, savings 
bonds, watches, electric razors go 
to the top, second and third win- 
ning salesmen. The men are com- 
petitive, eager to win prizes and 
put forth maximum effort day in 
and day out for the duration of the 
30-day contest period. 

Our eight full-timers and five 
part-timers watch their scores 
daily in postings on the wall 


record by the bookkeeper. They 
keep records of their own as well. 

We set ourselves a monthly goal 
slightly in excess of the previous 
month’s achievement. Every item 
and service are evaluated. Profit- 
able services score a higher num- 
ber of points varying from month 
to month in accordance with sea- 
sonal car needs. A sampling of 
service and item values in a spring 
month furnishes an idea of how 
the system works: 

Polish—five points. 

Water pump lubricant five 
points. 

Spark plugs—five points each. 

Wheel-balancing—20 points. 

Front-end alignment—35 points. 


September 1958 


A Plan for Profit 


This incentive point plan 
fired up workers so that 
they went all-out to seek 
the rewards it provided. 
Inspections while on the 
lube rack brought orders. 
Service and parts volume 
was doubled and tripled 
as this program wore on. 


Engine tune-up—25 points 

Let’s take April, usually a good 
month, but an exceptionally good 
one for us this season. We set our- 
selves a goal of 3,500 points per 
man. Our top salesman _ scored 
3,700 points, second man, 3,400. 

To be eligible for the first prize 
a man has to attain a minimum of 
3,500 points and a minimum of 
2,500 points to be eligible for sec- 
ond prize. Each month there are 
new and different prizes. Cost of 
prizes, generally amounting to $60 
a month, is one-half of 1% of gross 
sales. 

In May we set ourselves a goal 
of 3,500 points and though effort 
was maximum each day, it was 


“Need alignment job? Just look at this tire wear here, mister.” 





How are they doing under the incentive point plan? Left to right, Paul 
Merzel, Maurice Shockley and Leroy Perry study their scoring on chart. 


evidently a little more difficult to 
reach Nobody hit 3,500 
points, though zeal was not lack- 
ing. While we made awards of a 
$50 savings bond for top places, a 
$25 bond for second place and $10 
cash for third place, the men 
ranged in points from 2,500 to just 
below 3,500. There were four men 
who sold over 2,500 points. 

When I said above that points 
were adjusted seasonally, I meant 
that for the slow months of 
January and February we put 
chains and snow tires on our list 
with high-point scoring. As a mat- 
ter of fact, from October through 


goals. 


February points are set up for 
snow tires, caps, chain links, chain 
repairs, chains, etc. Naturally, dur- 
ing February there are no points 
set up for polish. On the other 
hand, in spring and fall there are 
ten points per sale of radiator 
flushes and five points for wate! 
pump lubricants. 

The points system was the lever 
that doubled, tripled, quadrupled 
service and parts sales volume in 
various departments, and in some 
services accelerated sales a!most a 
thousandfold. Front-end align- 
ment and wheel-balancing rose by 
506%; they are sold off the lube 


Maurice Shockley (left) handles wheel-balancing jobs. Malion Alston 
(right), front-end mechanic, measures the angle of camber and caster. 


rack. A few sales may come from 
the gas island when tire wear is 
noticeable. Often a chain of sales 
leads to the lube rack, or a cus- 
tomer complaint about his car may 
lead to the front-end machine. Our 
lube rack yields over 50% of our 
volume. 

The next logical question is 
how to get traffic that will put 
cars on the lubrication rack. 
Briefly, when we took over a year 
ago we developed in those first 
few weeks a gasoline bonus to at- 
tract community business, and 
slowly built up an 8,000-name list 
of follow-ups on lubrications and 
oil changes where none had existed 
before. 

Once we get a car on the rack, 
our mechanics study closely tire 
wear in spots, the worn bolts and 


This Worked! 


Paying employes a com- 
mission on parts sold 


often wears thin, but 
statistics reveal how 
successful this setup 


bushings and tie rod end the 
front-end parts affected when 
wheels are out of alignment; they 
look for the indications that mean 
wheels are out of balance. As soon 
as a mechanic discovers needs, he 
writes them on the repair order 
and calls the customer. Explaining 
how wheels out of alignment 
quickly wear out tires and affect 
steering, the mechanic recom- 
mends front-end alignment. 

Safety and maintenance econ- 
omy are stressed. If a car needs 
a wheel-balancing job, we explain 
that unbalanced wheels at low or 
high speeds set up vibrations and 
cause tire wear. Balanced wheels 
distribute weight evenly and make 
a car run smoothly. A car with 
balanced wheels is easier to han- 
dle, more enjoyable to drive, our 
mechanic explains. Balanced 
wheels mean greater safety. 

Many customers permit us to go 
ahead with a front-end job, some 
want to be shown when they drop 
by. We show them tire wear, let 
them run their hand over the worn 
places, putting the car on the 
front-end machine and explaining. 
The majority thus shown are glad 
we called this to their attention, 

(Continued on page 93) 
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Shop-Customer Woo Program 


A‘ ANY fisherman will swear, it’s 
the ones on the stringer that 
count—not the ones lost after a 
single nibble! The service depart- 
ment at Houston’s Ivy-Russell 
Motor Co. (Ford) subscribes so 
strongly to this rule that it’s con- 
sidered a small miracle when a 
customer “gets away.” 

From the red-carpet treatment 
given him while his car is re- 
paired to the barrage of advertis- 
ing which follows him, chances 
are that he’s well-hooked—pain- 
lessly and permanently. 

Here's how the firm’s highly- 
personalized service works from 
the customer's viewpoint: 

Want a certain mechanic? Name 
him and he’s your man. 

Looking for a service bargain’ 
The company will send you regu- 
lar announcements of specials 

Need a lift to your office while 
your car is serviced? Just pick 
your time to be chauffeured down- 
town. 

Got a gripe about the work 
which was done? You’ll be sent a 
card asking you to put your com- 
plaints in writing. 

And while the customer basks in 
this luxurious treatment, Ivy- 
Russell is setting up its facilities to 
make certain that he'll return 
again and again. 

Never more than a few minutes 
after a car enters the garage, 
Service Manager Jack Waring or 
his assistant have greeted the 
customer and gotten an idea of the 
service he wishes. If there will be 
a waiting period, the customer is 
honestly told about it. 

If the car has been through the 
department previously, the owner 
is asked if he wants a favorite 
mechanic. 

“If a person has his own barber, 
doctor and minister, why not,” 
asks Waring, “have his own me- 
chanic? It’s so much more personal 

the two get to know each other 
and the car.” 

As soon as a mechanic is free to 
look at the car—one who is best- 
trained in the particular problem 

the service manager introduces 
him to the new customer. The dif- 
ficulty is diagnosed as rapidly as 
possible and the customer is told 
about the necessary repairs and 
the amount it will cost. 

At this point, the _ service 
“writer” steps in and mentions the 


» 


By Margot Mejia 


firm’s budget terms, if the repairs 
are costly, and calls attention to 
the service specials being featured 
or suggests additional work that 
should be done on the car. 

If the customer is a_ business- 
man with a downtown office or a 
woman who'd like to go shopping, 
a ride in the courtesy car is of- 
fered. The air-conditioned car 
makes nine stops at prominent 
downtown corners. If these sched- 
ules do not fit the customer’s 
needs, he is invited to use the local 


shopper’s bus and_ Ivy-Russell 
pays the fares. 

When the customer pays his bill 
and leaves the service department, 
the wheels begin turning that, in 
most cases, insure his continued 
patronage. A day or so later, he 
receives a double-fold card de- 
signed around a baseball theme 
which asks: “Did We Make a Hit 
With You?” 

The return section, addressed to 
the service manager, has two col- 
umns to be checked “yes” or “no.” 
The questions are: “Did we keep 
our ‘time’ promise? Were you 
treated politely? Were you pleased 


This 82 by 11 letter is printed in fire-wagon red with the lettering 
in silver, one of a series of promotions to keep customers returning. 


iVY-RUSSELL MOTOR COMPANY 


Dear Customer: 


Ford Mealer 
Ow 2 TEXAS 


We all xpow that red ink in business indicates a loss instead of 


@ profit. 


Likewisé, thie red letter should be appropriate since it is intended 
to remind you that we have felt the loss of your patronage recently. 
If there is some misunderstanding or error on our part, we shall be 
happy to adjust it to your complete satisfaction. We value your pa- 
tromage highly and can't help feeling "in the red", so to speak, un- 
til we have the chance to welcome you back again. 


Won't you drive in real soon? 


Sincerely yours, 


War 


Service Manager 





most popular, announced to Ccus- 
tomers by mail and in newspapel! 
ads, is the 10,000-mile special fea- 


courtesy CAR ROUTE 


DOWNTOWN 
CUSTOMER 


FANNIN 
* 


mn =?) 


wane 


. a bas 
TRAVIS 


CAR LEAVES EVERY 30 MINUTES 
730 A.M. to930A.M. AND 33° P.M. to 53° P.M. 








Route of air-conditioned courtesy car is prominently displayed. If cus- 
tomer prefers, company reimburses him for riding shopper bus special. 


with our work?” Several lines are 
left blank for additional com- 
ments. 

“About 40% of these cards come 
back,” says Waring. “Human na- 
ture being what it is, naturally a 
good many are gripes. But that’s 
what we need to know—what’s 
gone wrong. The ones I call fan 
mail go up on the bulletin board.” 

The cards which contain “brick- 
bats” do not die in the files but are 
passed on to the man who wrote 
up the job order. He contacts the 
customer and attempts to make an 
adjustment. If he fails, the service 
Manager takes over and works 
with the problem until a mutually 
satisfactory solution is found. 


“This is the man who will make the repairs on your 


“” 


car,” says Manager Waring, introducing the mechanic. 


“If any service department 
doubts the value of such cards,”’ 
explains Waring, “there’s' one 
angle that might convince it. In- 
stead of making further trouble 
for us, I've found that they have a 
psychological value. As one cus- 
tomer put it: ‘I really wasn’t as 
mad as the card sounded. It’s just 
that you so seldom find a firm 
who’s willing to listen to a cus- 
tomer’s service troubles—I sim- 
ply got rid of an accumulation 
that weren’t all concerned with 
your firm. I sure felt better after- 
wards!’ ”’ 

Car owners love a bargain and 
Ivy-Russell makes sure they know 
where to find them. One of the 


turing the most common service 
items necessary to Maintain an 
automobile. Another bargain that 
attracts repeat business is a moto! 
tune-up and fuel system checking 
combination. This special is ad- 
vertised for $7.50 and a treated 
dusting cloth is given as a bonus. 

Filling the customer’s mailbox 
along with announcements of spe- 
cials are a series of “timed” adver- 
tisements. The lubrication series 
announces that it has been 30, 60, 
90 or 120 days since the car wa 
lubricated. The cards are made up 
in batches of 15,000 and one of 
each (four cards) is addressed to 
the customer 
stamping run. 
mailed out at monthly 
Other advertising cards feature 
wheel balancing, front-end align- 
ment, exhaust system inspection 
and vacation series. 

“If these customers 
turned by this time, it would be 
easy to. get 
Waring, “but we still keep after 
them. You should hear some of the 
reactions to our red and blue let- 
ters that come next in the cam- 
paign.” 

Expensive but effective, these 
letters are printed in silver ink on 
slick, bright-colored paper. The 
wording of the letters is personal 
rather than advertising copy 

The Ivy-Russell follow-up cam- 
paign is not planned and executed 
with optimistic carelessness. Every 
card or series has been checked for 


during a= single 
These are then 


intervals 


have not re 


discouraged,” says 


reaction and sent at calculated 
intervals. Weekly 


vertising stresses the same 


newspapel 


or service that is cur: 


(Continued on page 


The mechanic assigned to a customer (according to the 
customer’s wishes) takes time to explain work needed. 
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Costs Were Cut from $627,458 to $498,275 
While Gross Sales Climbed $1,000,000! 


We Chopped 


Overhead 


21% 


By W. HAYNIE GOURLEY 
President, Capitol Chevrolet Co., Inc. 


Nashville, Tenn. 


ern AUTOMOTIVE JOURNAL 
asked me if I would tell what 
I have done toward cutting ex- 
penses in the operation of Capitol 
Chevrolet Co. in the past five 
years. 

To begin with, I have been a 
Chevrolet dealer in downtown 
Nashville for 25 years and in the 
same location. In these 25 years I 
have, of course, had my ups and 
downs, the same as every other 
dealer. Back in 1953 I lost my 
partner. I was faced with the fact 
that I was going to have from 
then on the entire responsibility 
of the business on my shoulders. I 
realized I would have to buckle 
down to the job facing me if I ex- 
pected to continue as a dealer. 


The first thing I did was to 
counsel with my factory and my 
banker. Needless to say, I also con- 
sulted with many of my friends. 
About this time we were feeling 
the dollar shrinkage and I made 
up my mind it would be necessary 
to keep my eye primarily on ex- 
penses It is no easy job to cut ex- 
penses. But when it has to be done 
it can be done. 

3ack in 1953 when I took over 
the full responsibility of Capitol 
Chevrolet our total volume for 
that year was $4,500,000. Our 
overhead expenses for the same 
year were $486,720 and the selling 
expenses $140,738, a total of 
$627,458. By the end of 1957, with 
a volume of $5,500,000, we brought 


$20,000 less advertising after analyzing the various media, channeling 
purchases through one buyer, slashing travel and entertainment by 
two thirds, employing fewer high-paid personnel, re-arranging payment 
of salesmen—these were part of the six-figure savings realized here. 
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the fixed overhead expenses down 
to $371,500 and the selling ex- 
penses down to $126,775. This was 
a total reduction of $129,183, or 
21%. We made this reduction de- 
spite the fact that our gross vol- 
ume for 1957 was $1,000,000 great- 
er than in 1953 when we first de- 
cided on this rigid cost-cutting 
policy. 

The reduction was effected ove! 
the five-year period whenever and 
wherever we saw a dollar that 
could be saved. Here are some of 
the things we did: 

Back in 1953 we spent $35,000 
for advertising. In 1937 we spent 
$15,000—a reduction of $20,000, 
although we obtained a million- 
dollar greater volume with the 
smaller outlay. The increased vol- 
ume included the 1957 sale of 2,900 
new and used vehicles, compared 
with 2,700 in 1953. Also an in- 
crease of $25,000 in parts and 
service, or a 1957 total of $550,000. 

By setting up a separate new- 
car department in a_ separate 
building, we cut the expenses on 
this phase of the business 1,500 a 
month. 

We also set up a new depart- 
ment in another building for re- 
conditioning used cars. In so do- 
ing, we were able to discontinue 
much of the repair work we had 
been subletting to other shops in 
Nashville. This move within itself 
saved us $3,000 a month. 

We reorganized the paint and 
body department and put the man- 
ager on a profit-sharing basis. 
With this incentive he increased 

(Continued on page 93) 
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The follow-up department operated at Behrend’s is handled by these 
two employes, who, as a result of the salesmen’s “bush-beating,”’ spend 
all day checking city car records and maintaining prospect files. 


Systematized 


~ Bush-Beating 


This company salesman picks up his supply of ten leads from the follow- 
up department first thing each morning. From there he heads to the 
daily sales meeting where “lead” information is pooled for discussion. 





By JAMES ROGERS 


Follow-Up and Advertising Manager 
Behrend Bros., Inc, (Ford) 
Baltimore, Md. 


_ used to be a time when 
people came to the automobile 
dealer to buy a car. 

Today, the dealer has to take a 
car to them. 

Every salesman realizes this. No 
one wants floor-time anymore. 
That is no way to sell cars today. 
If you are going to sell a car, 
you've got to get out and find the 
man who will buy it. Beat the 
bushes, in other words. 

We've built a system for beating 
bushes—a card file of 13,000 
names that yields us ten per cent 
of our car sales. Whenever we use 
our card system on service spe- 
cials, we get a four per cent gain 
in service volume. Tested and 
proven over the past three years, 
our systematized follow-up files 
that salesmen have built up add 
no more than $10 to overhead per 
unit sold. 

This is how it works: 

Our 24 salesmen get out to 
shopping centers, factory and de- 
partment store parking lots, 
streets, market places, schools— 
wherever cars are parked. Paper 
and pencil in hand, they jot down 
a car license tag number and in- 
formation about make, model and 
general appearance of the car. 

Upon their return to the office, 
they have the follow-up depart- 
ment identify, through the city 
traffic department, owner, address 
and motor number. On a card, they 
detail all their findings on a car 

The salesman next calls the 
owner. He introduces himself and 
identifies the car he has seen 
standing on a certain street at a 
certain hour. He then offers the 
owner an attractive deal on a new 
car. During this phone contact, he 
asks permission to make a per- 
sonal call. Thus, he learns the cus- 
tomer’s interest in a new or used 
car, what his future interest may 
be and his specific reaction to the 
proposal. This information is re- 
corded in full on the card. 

If the customer shows no in- 
terest, this is noted on the card, 
with date for re-contact scheduled 
within a month. Cards are then 
filed by a date when next contact 
is to be made by the salesman. 

Each new card setup gets one 
personal call, one telephone call 
and a postcard. The initial offer 

(Continued on page 78) 
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— Gomez is selling and in- 
stalling 100 sets of shock ab- 
sorbers every month at Raynolds 
Safety Service in El Paso, Texas. 

Gomez claims it is relatively 
easy to sell a customer shocks be- 
cause they are needed. 

“It’s not uncommon for motor- 
ists to drive in for an alignment 
check and complain that, for some 
reason, their cars just don’t hold 
a front-end alignment,’ said 
Gomez. 

Often it develops that the ag- 
gravated customer has had an 
alignment no more than a week or 
two ago. He can’t understand it. 

When this happens, Gomez, be- 
fore doing anything else, takes a 
look at the shocks. Invariably, 
they are worn out. 

Few customers understand that 
worn-out shocks are the cause of 
their trouble. 

The motorist, after being told 
that his shocks are beyond useful- 
ness, explains to Gomez that the 
car rides good, but that it flutters 
up and down and sways sideways 
at higher speeds. 

The shocks have lost their ten- 


sion so gradually that the riding 
comfort of a new car has long been 
forgotten. To explain the actual 
difference to the customer, Gomez 
has one of his mechanics pull one 
of the old shocks from the motor- 
ist’s car and compare it with a new 
shock. 

Gomez used to demonstrate with 
old shocks that he had removed 
from other customers’ cars. But 
too often this was unconvincing. 
This was no guarantee that the 
customer’s shocks were in the con- 
dition Gomez was using for dem- 
onstration purposes. There is no 
question when the customer’s old 
shock is used for comparison with 
a new one. 

‘“‘We have found,’ Gomez re- 
marked, “that roughly 60°% of the 
motorists driving cars later than 
’56’s are riding on ‘soft’ shocks 
However, we don't sell everyone 
who needs new shocks a set.” 

This shop writes an average of 
600 tickets a month. Out of the 
600, Gomez sells a hundred 
Broken down, this shows he only 
sells a third of the potential. Twice 
as many as he sells gets away for 
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Above: Tires on this truck showed 
excessive wear. A check revealed 
front-end was not out of align- 
ment enough to be the cause. 
Trouble was in the shocks. 


Left: Ernie Gomez (at right) lets 
trucker prove to himself that 
shocks were the trouble by letting 
him compare action of one from 
his truck with a new shock. 


someone else to sell. 

While Gomez recommends re- 
placing with heavy-duty shocks, 
explaining that springs are weak- 
er than when they were new, 80% 
settle for standard ones, the differ- 
ence in price being the reason 

It would seem logical to the 
motorist that when he found his 
shocks soft he would have them 
replaced all around. 

“Only 30 out of a hundred 
will,” said Gomez. “‘Most of ou 
customers don't feel they can 
spend that much money at one 
time.” 

A good many motorists come in 
for a front-end alignment check 
because they have discovered ex- 
cessive or uneven tire wear 

When this happens, Gomez al- 
ways examines the shocks. Nine 
times out of ten, the customer’s 
front end is out of alignment, and, 
also, his shocks are shot. Along 
with this tie rods will show ex- 
cessive wear. 

“We are not afraid to tell the 
customer that correcting all the 
front-end trouble and not replac- 
ing the shocks is for us to waste 
his good money,” said Gomez 
‘We don’t deliberately try to build 
up a customer’s bill by pointing 
out that shocks are needed. By 
the same token, we don't like to 
turn out unsatisfactory work.” 

It's an odd fact, but the ma- 
jority of motorists with an air- 

(Continued on page 74) 





We Must Improve Dealer Profits 


By M. B. CASLER 


President 
Automobile Dealers Association 
of Alabama 


MY mind the most serious 
problem facing the franchised 
automobile dealer today is the 
seeming inability of us dealers, as 
an industry, to make enough profit 
to exist and grow on. 

In 1957 the average operating 
profit before taxes was .7%. And 
1957 was a 6,000,000-car year, I be- 
lieve the third largest year in 
automotive history. In 1956, an- 
other 6,000,000-car year, the deal- 
ers made only .8% before taxes, 
and so far this year (estimated to 
be only a 4,000,000-car year) we 
dealers are experiencing an op- 
erating loss. (See page 15.) 

If we automobile dealers do not 
soon find some way to improve 
this pitiful earnings trend, a big 
majority of us will be either seek- 
ing additional capital with which 
to stay in business, or be out of 
business altogether. And _ with 


Car dealers must figure their costs 
on the realistic basis outlined here, 
says this Dodge-Plymouth dealer 
who entered the automobile field 
as a retail salesman ia 1927. He be- 
came manager of Liberty Motors at 
Birmingham in 1946. He and a 
partner bought Liberty and in 1953 
he became sole owner. He is a na- 
tive of Ohio and a graduate of 
Ohio State. 


such a poor earnings record, who 
is going to invest new capital in 
our industry? 

What is the cause of such a low 
earning record? It is certainly not 
lack of volume. Nor is it lack of 
capital; most dealers are adequate- 
ly capitalized. I do not think it is 
caused by high expense as most 
dealers that I have seen and talked 
to have done an excellent job of 
expense control. 

That leaves only gross profits to 
consider. We dealers are trying to 
operate on a gross margin of 13 to 
14%. I know of no other industry 
that operates on as low a margin, 
and I believe if we expect to sur- 
vive as automobile dealers, in the 
sense we have always known, we 
must find some way of increasing 
our gross margins. 

The solution to this problem is 


46 


. 


The author (left) is shown conferring with Harry Call, secretary-treas- 
urer of Liberty Motors, Inc., Birmingham, of which he is the president. 


up to us dealers ourselves and the 


attitude we take regarding ou! 
businesses. By this I mean there 
are a number of phases of our 
business that we must look at ina 
different light than we have in 
the past if we are to increase our 
gross margin. I would like to list 
some of them here. 

First, I think the attitude we 
take in regard to the value of a 
used car is one of the most serious 
causes of our low profit margin. 
Far too many dealers still consider 
a used car to be worth what it will 
bring at retail, and put it in 
inventory accordingly. They don’t 
stop to consider how much it costs 
them to sell that used car, or the 
fact that they can buy one just 
like it at its wholesale value, 
probably $200 less, than they have 
it in inventory for. 

Many other dealers, who re- 
ligiously value their used cars at 
wholesale, will go overboard on a 
used-car allowance in order to 
make a new -car deal and then say, 
“I’ve gone so high on this that I'll 
just have to retail it,” instead of 
recognizing the fact that they 
made no gross on the new car and 
if there is any gross profit to be 
made, it is made on the used car. 

In other words, they used their 
new car as a means of buying a 
used car. And, brother, that is an 
expensive way to buy a used car! 


Nowadays yeu can use cash to 
buy used cars and if you are only 
going to make the profit you can 
make on the used car, it seems 
rather foolish to have a new-car 
department with sales manager, 
salesmen, showroom, floor-plan in- 
terest, etc. 

So I think it is important for all 
dealers to take the attitude that 
their new-car department should 
show a net profit after valuing the 
used car at its cash wholesale 
value and that their used-car de- 
partment is a_ separate profit- 
making department of the business 
that should also show a net profit 
in the process of buying and sell- 
ing used cars. 

Secondly, I think a change of 
attitude regarding the theory of 
“unabsorbed overhead’ would 
help improve our gross margins. 
This theory has been sold to us 
dealers by our factories and it has 
been sold so strongly and for so 
long that most of us accept it un- 
questioningly. 

Let’s just analyze this theory 
for a minute. The theory of “un- 
absorbed overhead” tells us that if 
we can build up our parts and 
service departments to where their 
profits will carry the major por- 
tion of our overhead, we should 
operate our new- and used-car de- 
partments at a loss in order to ob- 

(Continued on page 88) 
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Goals Get 
Our Job 


By WILLIAM C. SHELTON 


President, L. P. Steuart, Inc. 
(De Soto-Plymouth- Volvo) 
Washington, D. C. 


i ip first half of ’58 closed with 
a 90% achievement of last 
year’s gross-profit picture in sales 
and service. 

An all-out effort to maintain 
last year’s gross profit was a goal 
we set ourselves at the opening of 
the current year, after an analysis 
of problems we were likely to face 
in 58. We had had a good over-all 
year in ’57, but asked ourselves 
how we could keep the company 
profitable during a period when 
volume and sales were decreasing 
and operating costs rising. 

We had already made certain 
changes to reduce overhead, like 
mechanizing bookkeeping records, 
consolidating inventories, elimi- 
nating rented areas and bringing 
the organization under one roof 
and cutting back on advertising, 
but survival in a shrinking econ- 





When the service, car and fleet sales departments come within 
90% of the objectives in a declining market, smiles come easy. 








Aa 


No wonder there’s satisfaction in these faces. in view of the perform- 
ance (l. to r.): Sales Manager William Slattery, Service Manager 
William Moriarty, President Shelton and Fleet Manager Robert Knapp. 


omy might mean not only cutting 
back expense to as low a figure 
as we could get it without crip- 
pling our operation but drawing 
maximum daily effort from every 
employe in order to meet the gross 
profit necessary to carry the or- 
ganization. 

We are, by the way, an opera- 
tion of four dealerships, a whole- 
sale parts distributorship and a 
new-car distributorship with 11 
associate dealers; our report here 
is concerned with one dealership 
in its service, new- and used-ca: 


Mechanic Ryan repairs a sander in the equipment maintenance shop, one 
of many ways in which overhead has been minimized at this dealership. 
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“managers 


and fleet departments 

From a broad analysis involv- 
ing many hours of study by many 
heads, we set ourselves the objec- 
tive of cutting total expense about 
20%. 

In an organization of personnel 
with individual stakes in the busi- 
ness through our profit-sharing 
plan, we knew we could set indi- 
vidual goals of daily accomplish- 
ment, fully assured that whole- 
hearted would be 
forthcoming. Our department 
had been in on the 
diminishing profit picture through 
our daily budget control. They 
would figure importantly in our 
new plan of objectives to keep 
business profitable. 

We set ourselves 
goals per department and per in- 
dividual. We took our total ex- 
pense and departmentalized it. On 
the basis of last year’s perform- 
ance and the expense the depart- 
ment would now have to shoulder, 
each department learned through 
its department manager what it 
would have to do to carry that ex- 
pense. Each department manager 
set up department goals and in- 
dividual goals in order to achieve 
the amount of daily profit needed. 
In the service department the 
amount of customer paid labor 
daily for the entire department 
and the share of each service 
salesman were quota-ed. 


cooperation 


goals—daily 





The shop, as other departments, came close to meeting its goal. 


If a gross profit on customer 
paid labor per working day of 
$1,000 is necessary, five service 
salesmen must provide $200 each 
in customer paid labor gross profit, 
or sell $400 a day. Our service 
salesmen are on salary plus a per- 
centage of labor and a commission 
on accessories. Translated into in- 
dividual effort, this may mean 
alertness to a car’s condition and 
selling a polish job, rear view 
mirror or tune-up along with the 
brake job a customer came in for. 

In the new-car and used-car de- 
partments, gross profit per day 
was translated into the number of 
deals and kind of deals each sales- 
man would have to make. 

We found that one-half again 
as many cars must be sold to 
make the same profit as last year. 
Concentrating on amount of gross 
profit to be produced and not on 
number of units sold, we estab- 
lished an objective of selling 
three new cars (retail) per work- 
ing day. In our fleet department 
we found three cars must be sold 
there too for required amount of 
gross profit. 

Despite a severe winter with 
two heavy snowstorms that lost us 
two weeks of business, and in 
normally low months like January 
and February, we came within a 
tenth of the gross profit we had 
last year. We held these figures 
for the second quarter. 

Thanks to our department man- 
agers who are on a salary and 
percentage of profit, it is they 
who watch the total effectiveness 
of effort for their departments, 


48 


who keep the men in touch with 
what has been done and what 
needs to be done. At their meet- 
ings they review what deals are 
in hand, how a sale can be con- 
summated, how the sales of items 
can be stepped up. 

We on our part carry through 
an advertising program by news- 
paper that helps the men meet 
their goals. We had earlier cut 
back on all promotion except 
newspaper advertising, saving 
about $3,500 a month. We dropped 
radio, television and the institu- 
tional type of newspaper ads. 

We took on a foreign car dealer- 


ship for the Swedish Volvo and 
find we are getting full gross 
profit on it even though we have 
not given it the advertising and 
merchandising we intended. Slow- 
ly the foreign car is becoming an 
important part of our monthly 
gross profit. 

Two years earlier, in an effort 
to reduce our paper work, we put 
our parts and car inventory, pay- 
roll and invoicing on business ma- 
chines. This brought many bene- 
fits as well as savings. Reports on 
parts inventory are more quickly 
and more accurately run off, help- 
ing us take advantage of stock in- 
creases or price rises. 

We can watch stock 
cence better through analyzing our 
stock more quickly. It would take 
a large personnel to handle a big 
card inventory. The changeover 
meant that we could absorb about 
25% more work. While some of 
the 15 employes engaged in man- 
ual bookkeeping and auditing were 
turned over within the organiza- 
tion, most were retained. 

Another step in our retrench- 
ment was consolidating inven- 
tories in our four dealerships. In- 
stead of having 50 automobiles at 
each dealership, with 200 at this 
location, we put all our cars at 
one site. This central inventory is 
smaller by 20%, which, inciden- 
tally, cuts our interest rate but 
gives each a greater assortment of 
cars to draw upon. 

Trying to reduce expenses on 
rented areas, we closed down our 
new-car-preparation center main- 
tained for our 11 associate dealers 

(Continued on page 74) 


obsoles- 


Adding the small-car Swedish Volvo has aided gross profit in car sales. 
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The 1959 Buick 


UICK introduced this month its 
1959 cars, featuring new styl- 
ing described by General Manage 
Edward T. Ragsdale as “a whole 
new concept in automotive design.”’ 
The entire line of 17 models 
shows a lavish use of glass with 
huge compound windshields that 
curve back into the roof, eliminat- 
ing wind noise when the car is in 
motion. Four-door hardtops fea- 
ture a giant curved glass “picture 
window” in the rear. 

All models are lower and wider 
than last year and all series have 
been given new names. 

“We have created a styling that 
is entirely new in its concept,” said 
Ragsdale, who also is a vice-presi- 
dent of General Motors. “We have 
broken completely with the past 
and have created for Buick a light, 
fleet, jaunty look that is rich in 
simplicity and classic in design.” 

The Buicks come in three series: 
LeSabre, the lowest-priced; Invic- 
ta, the top performer, and Electra, 
the luxury series. 

LeSabre and Invicta are mounted 
on a 123” wheelbase and measure 
217.4” in length. Electra models 
are available in two over-all 
lengths. The Electra is mounted on 
a 126.3” wheelbase and has an 
over-all length of 220.6”, Com- 
panion models, Electra 225, also are 
mounted on a 126.3” wheelbase and 
measure 225.4” in length. 

Hardtop models are under 55” in 
height, but headroom remains ap- 
proximately the same as it was last 
year. 

Electra and Invicta models are 
equipped with a new Wildcat V-8 
engine with 401-cubic-inch dis- 
placement and a four-barrel car- 


buretor. The compression ratio is 
10.5 to 1. 

The Wildcat engine in LeSabre 
has a 364-cubic-inch displacement 
and is equipped with a two-barrel 
carburetor. A four-barrel carbu- 
retor is offered as an option. Com- 
pression ratio in LeSabre engines 
also is 10.5 to 1 when equipped 
with Dynaflow transmission. 

The styling is highlighted by 
“delta-wing” rear fenders that 
flare outward. The twin headlights 
are canted at an angle to carry 
out the design in the front end. 

The four-door hardtop design 
features a flat roof line with a 
slender pillar behind each rear 
door. The area behind the rear door 
pillars is encased in a huge curved 
“picture window” enclosing the 
rear passenger compartment 

In two-door hardtops the rear 
window curves up into the roof. 
The roof itself has been shortened 
to give rear-seat passengers the 
illusion of sitting in the open. 

Buick’s redesigned twin-turbine 
Dynaflow transmission is standard 
on all but LeSabre series. Triple- 
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turbine Dynaflow, with its im- 
proved performance, is optional on 
all series. 

A new kind of air ride, a com- 
bination of air springs in the rear 
and coil springs in front, is optional 
on all models. Buick is the first in 
the industry to adopt this type of 
suspension which reportedly pro- 
vides the “softness of air ride 
coupled with the incomparable 
handling and stability character- 
istics of steel springs.” 

Electric windshield wipers, 
which maintain a constant speed, 
are standard on all models. 

Aluminum front wheel brake 
drums, which Buick pioneered last 
year, are standard on all models. 

Air-cooled brakes are offered for 
the first time on the rear. The new 
rear brake drums have 60 fins 
which increase air turbulence for 
smoother stopping and longer lin- 
ing life. 

Power steering, standard on 
Electra models and optional on all 
others, has been improved so that 
less than two and one-half pounds 
of effort is required to turn the 
wheel. However, the driver’s feel 
of the road has been retained. 

An innovation this year is the 
positive traction differential which 
practically eliminates the possibil- 
ity of getting stuck in snow or mud 
The differential, optional on all 
automatically delivers 
power to the rear wheel having the 
greatest traction. 

The new “magic mirror” exterior 
finish, which reportedly maintains 
its original luster for years, is 
standard on all 1959 Buicks and is 
offered in 13 attractive colors. 

(Continued on page 142) 
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Sales Manager Howard Creamer (left) discusses new item with Salesman 
Ken Taylor. who no longer sells himself but his company to push sales. 


Building Sales Route 


on Different Basis 


= from scratch,” said 
sJ Wardell Creamer, who heads 
up El Paso Automotive Supply, 
El Paso, Texas, “we built a new 
route in 11 months that shows us a 
conventional net profit after pay- 
ing the salesman and absorbing 
other gross expenditures.” 

A new approach was used in 
building this route. 

As a rule, a salesman in building 
up a route goes out and sells him- 
self to a list of prospective cus- 
tomers. Three years ago, Ken 
Taylor, then a counterman for El 
Paso Automotive Supply, was sent 


out to build up another outside 
route. Ken went out and he sold 
himself. He built a _ substantial 
route within a year’s time. He was 
“the” busy salesman. His custom- 
ers wanted to do business with 
Ken, just as could be expected. 
Ken’s customers on one side of 
town would phone in to ask for 
him. He might be working the 
other side of town. If Ken couldn’t 
be located immediately, though it 
might have taken some one in the 
office 15 or 20 minutes trying to 
locate him, the order might then 
go to another firm’s favored sales- 


—By- 
C. Thomas 


man. 

When Ken left for the West 
Coast for his health, his route was 
turned over to another outside 
salesman. This salesman retained 
some of Ken’s regular customers 
and lost some. 

Two years later, his health re- 
gained, Ken returned. But he did 
not get his old route back. He was 
employed, at a salary, to go out 
and work up another route 

Before turned out on his own, 
Howard Creamer, son of Wardell, 
drove around town for two weeks 
spotting garages and service sta- 
tions with which the firm would 
like to do business 

In the meantime, Ken was 
schooled on selling his firm—not 
himself—this time around. War- 
dell Creamer has advocated this 
for the past few years. This was 
the time to test it out 

“An outside salesman,” Wardell 
said, ‘“‘is no better than the firm 
he represents. This idea that the 
customer prefers to do business 
with the salesman—and ignore the 
house—is all wrong. It not only 
costs the house money, but the 
salesman, as well.” 

Competition being what it is, a 
salesman may find it tough making 
the kind of money it takes to live 
today just on the orders he per- 
sonally writes. While he is calling 
on his weekly accounts those he 
called on days previously should 
be phoning in their orders, for 
which he receives credit. 

Both Ken and Wardell readily 
admitted selling the firm instead 
of selling a personality is not the 
easiest thing in the world. It’s 
simpler to sell a personality, and 
that is the reason salesmen go out 
to sell themselves. 

First, Taylor sold the prospec- 
tive customers on his _ firm’s 
countermen. It was explained that 
these countermen were not merely 
order fillers, but men who knew 
the parts business and could in- 


SOUTHERN AUTOMOTIVE JOURNAL for SEPTEMBER 1958 





Once the counter trade know the countermen, they mind less having to 
wait at the counter, this company found. Salesmen now “sell” counter 
personnel to their trade to build closer ties with the headquarters. 


telligently discuss any mechanical 
problem the mechanic might have. 
There was no chance of their get- 
ting unwanted parts or part of 
their order mixed up. 

Next, there was no likelihood of 
being out of parts ordered, for a 
card file inventory and ordering 
daily from the Dallas warehouse 
made being “out” impossible. 

In building a new route, it’s 
obvious to those solicited that the 
firm is out for more sales volume, 
and it would be quite easy to pick 
up a lot of risky credit. 

Ken’s trade are, roughly, 40% 
cash customers. Many would be 
anyone’s good credit risk. And it is 
no reflection on the 40%. 

A firm believer in paying cash 
for parts, Ken sold many on the 
idea it was better for them to do 
so. Some worked themselves out of 
debt by going on a C.O.D. basis. 

It is very simple for a garage 
owner to trust out parts he has not 
paid for, but not quite so easy to 
trust them out, once they are his. 

It’s the garageman’s loose credit 
system that puts him in the red. 
Paying cash and demanding cash 
for his parts and labor can keep 
him out of the hands of the re- 
ceivers. 

“But my credit is good with your 
firm,” one account argued. “I’ve 
always paid them.” 

Ken agreed. But he knew this 
customer was in debt deeper than 
was comfortable. 

“Within a short time,” Ken re- 
plied, “your creditors are going to 
begin hounding you around the 


clock. But my firm won’t be one 
of them.” 

Within a month, the customer 
told Ken that creditors were push- 
ing him, phoning him to the point 
he was being taken from his work. 
Ken suggested he have a talk with 
them, go on a cash basis with them 
and pay his back bills as he could. 
This arrangement was satisfactory 
with the creditors, but Ken gets 
the bulk of the parts business. 

“Selling loose’ credit,” said 
Howard Creamer, sales manager, 
“isn’t selling the firm. It’s too easy 
for the garageman to gamble with 
the money he owes. When the 
average garageman buys on credit, 
he is too loose about extending 
credit himself.” 

In the 11 months Ken had 125 
accounts—85 classified as ‘“‘trad- 
ing accounts.” Fifteen per cent of 
these accounts are responsible for 
80% of the total volume. 

According to Howard Creamer, 
this situation is due to going after 
wanted accounts, not just beating 
the bushes for any and all business 
that would fall in Ken’s lap. 

Need we add that much more 
volume from Ken’s customers is 
phoned in and handled by the 
counterman (there are four) than 
what Ken writes personally? 


Dee White’s Automotive Parts 
Warehouse, Henderson, Texas, has 
hired Fred Ridley, who has been 
in the automotive field in Amarillo 
and a resident of that city for the 
past 16 years, to be in charge of 
stock control and shipping. 
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Neumeyer of Houston 
Buys Building Site 
EUMEYER Motor Parts, Inc., of 
Houston, Texas, has purchased 
a 26,000-square-foot tract of land 
on the corner of Clay Ave. and La- 
Branch St. for the erection of a 
20,000-square-foot warehouse and 
office building, according to Presi- 
dent E. J. Neumeyer. 

The transaction was made for a 
total consideration of $65,000. The 
site, facing 125’ on Clay and 125’ 
on LaBranch, runs through to 
Crawford, fronting 85’ on that 
street. 

“IT am leaving this corner,” said 
Neumeyer, “because I have to, not 
because I want to. After 28 years 
in this location, it seems like home. 
But I think it’s all for the best. We 
need more space badly. If every- 
thing jells like it should, we may 
move by the first of the year.” 


Straus-Frank Suffers 
Million-Dollar Loss 


| pase and explosion caused an 
estimated million-dollar loss to 
Straus-Frank Co. of Beaumont, 
Texas. A bolt of lightning triggered 
the fire. 

Stock within the building includ- 
ed automotive parts, household ap- 
pliances, outboard motors, boats, 
air conditioners, refrigerators and 
ammunition. 

Walter Ross of the automotive 
department, situated in the west 
side of the building, said that paint 
and paint thinner were stored in 
the section which exploded. 

No injuries were reported, al- 
though the entire west wall was 
blown onto Trinity Street. 


Piffath Is P & D President 


Officers and directors of P & D 
Mfg. Co., Long Island City, N. Y., 
announced by Peter Piffath, found- 
er and chairman of the board, are 
Ralph Piffath, president; C. S. 
Rogers, executive vice-president; 
Gerald Piffath, vice-president of 
sales and merchandising, and Bert 
Danziger, secretary and treasurer. 


UMS Picks Trask for Atlanta 


Gordon W. Trask of Detroit, 
Mich., has been named Atlanta, 
Ga., zone manager for the United 
Motors Service Division ot Gen- 
eral Motors Corp., according to 
General Sales Manager Thomas F. 
Plant. Trask succeeds Raymond F. 
Ehler, recently appointed zone 
manager at Boston. 





80% Report Sales Higher, But Cost 
Of Getting Business Reduces Profit 


ee volume the first seven 
months of this year was higher 
than the same period of last year 
for 80% of the wholesalers over the 
South and Southwest answering a 
questionnaire mailed to 350. 

Eighteen per cent reported a 
downturn and two per cent listed 
the same volume. 

A noticeable factor was the cost 
of acquiring business, related close- 
ly to the collections picture. 

A Georgian whose sales were up 
“about four per cent’? commented: 

“Credit and collections are our 
biggest problem. Charges could be 
up 20% if we wanted them on the 
books.” 

And a Floridian whose volume 
was up ten per cent pointed out: 

“This took an extra delivery 
truck and a man to get this in- 
crease, so profitwise we’re prob- 
ably worse off than before the in- 
crease.”’ 

A North Carolinian’s sales were 
higher by 542% after expanding 
the sales force. 

Generally, the ups and downs 
were not drastic, although one 
well-known Atlanta, Ga., house 
listed a rise exceeding 20% and a 
New Mexico company registered a 
drop of 30%. 

A metropolitan Tennessean 
chalked up a 12% climb in sales 
while his net profit climbed a third. 

A West Coast Floridian regis- 
tered an increase of 12% “and our 
sales are increasing monthly.” A 


Daniel J. Webster, formerly of 

Raytheon Mfg. Co., has been named 

general sales manager of Tung-Sol 

Electric, Inc., George W. Keown, 

Tung-Sol vice-president in charge 
of sales, announced. 


A Reader Survey 


well-known East Coast firm ex- 
perienced a drop, on the other 
hand, in July, but its tally for the 
seven months exceeded the same 
period of 1957. 

A veteran North Carolinian 
found his main store business down 
by six per cent while his branches 
were up from two to 18%. 

With the report of a decline of 
4.7% from a distributing center in 
western Virginia came the obser- 
vation: 

“Our area has been classified as 
critical in unemployment. Also, 
lawn mower sales were rotten this 
season.” 

A Texan whose sales were off 
approximately ten per cent report- 
ed difficulty with price-cutting 
competitors. 

A well-known Tennessean said 
his sales were up eight per cent 
and attributed this fact to “hard 
work.” 

A South Carolinian with reduced 
business said: 

“The worst seems to be over. We 
charged ’58 off to the Republi- 
cans!” 

A Tennessean registered a rise 
of 15% and business, he said, 
“looks good for the future.” 

A Kentuckian’s climb of seven 
per cent was abetted by increased 
shop business. 


St. Louis Firm Observes 
Tenth Year with Contest 


is CELEBRATION of its tenth year 
in business, Leader Automotive 
Supply of St. Louis, Mo., featured 
a contest around the vital statistics 
of its trademark—-a pretty baton- 
twirling girl in scanty attire. 

Winners qualify for a number of 
prizes by guessing the “Leader 
Girl’s” specifications, according to 
President Milton ‘‘Micky” Kravitz. 
Prizes included the “Leader Girl’s” 
services for a day at the winner’s 
place of business, $100 worth of 
merchandise at dealer’s prices and 
a Florida vacation. 

The firm was opened by Kravitz 
in 1948, with Lewis and Morrie 
Tash, vice-president and treasurer, 


respectively. It has progressed from 
a 1,200-square-foot beginning at 
4727 Easton to its present building 
which provides some 30,000 square 
feet of space on three floors 


Eddie Jenkins Succeeds 
Father at Columbia 


A. “Eppre” Jenkins, Jr., has 
E. become president of Jenkins 
Automotive Parts Service, Colum- 
bia, S. C., suceeding his father, who 
died last April. He had been gen- 
eral manager. 

Mrs. E. A. Jenkins, Sr., 
vice-president and Miss M. M. 
“Dolly” Jenkins continues as sec- 
retary-treasurer, 

Thomas J. “Tommy” Jenkins, 
Sr., eldest son of the well-known 
Southern wholesaler, has joined 
the firm as a counterman. He was 
formerly with Pan American 
World Airways, stationed at Grand 
Bahama Island in the British West 
Indies. He was with Jenkins Auto- 
motive some years ago before re- 
turning to the U. S. Navy 


remains 


Guaranteed Announces 
Personnel Changes 


ERSONNEL changes in the South 
r announced by Guaranteed 
Parts Co. of Seneca Falls, N. Y., 
include: 

Russ Nixon and Associates to 
cover Illinois, Iowa, Missouri, Ne- 
braska and Kansas; John H. Wall, 
Jr., named district manager in 
western Kentucky, western Ten- 
nessee and northern Alabama; 
Bruce W. Glass appointed district 
manager in Virginia and North 
Carolina, and J. E. “Andy” Ander- 
son promoted to district manager 
in West Virginia, southern Ohio, 
eastern Kentucky and_ eastern 
Tennessee. 

New factory warehouses are 
Automotive Warehouse, Inc., Dal- 
las, Texas, and Warehouse Service 
of Florida, Miami, Fla. 


Grice of San Angelo Dies 


Ed Grice, owner of G. & G. Sales 
Co., San Angelo, Texas, suffered a 
fatal heart attack Aug. 1. Grice 
started in business 30 years ago 
with his brother, Myron, who was 
killed in an automobile accident a 
few years after the business was 
opened. 

Elmo Rector, formerly with 
Thermoid Co., has been added to 
the sales staff of Champion Auto 
Supply, Oklahoma City, Okla., ac- 
cording to President Meyer Sobol. 
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A handful of factory men were among these jobbers who created the new association. 


New Kentucky Group Sets Record 


ing Green. J. Paul Saunders, man- 


| Aseria set a record for any 
Southern association Aug. 28 
when 42 firms signed the dotted 
line to create the Kentucky Auto- 
motive Wholesalers Association. 

The group was born from a six- 
hour meeting held at Lexington’s 
Phoenix Hotel. Their action topped 
the 39 who set the Florida associa- 
tion to rolling in an even shorter 
session at Orlando several years 
ago. 

Thorough pre-meeting prepara- 
tions and state-wide tours speeded 
the Kentucky sponsor’s efforts to 
success. Membership was expected 
to hit 75 or more within 30 days. 

Speakers at the meeting includ- 
ed the president and vice-presi- 
dent of the Tennessee whole- 
salers, J. Matthew “Hot Shot” 
Nelson of Kingsport and John W. 
Duke of Nashville, and their ex- 
ecutive secretary, Keith Broyles; 
John W. Shelton of McQuay-Norris 
Mfg. Co., William C. “Bill” Her- 
bert, editor of this publication, and 
a number of wholesalers, includ- 
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J. B. “Joe” Wright of Mayfield, 
B. “Mac” McGee of Louisville 
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, 
T. H. “Tommy” Gill of Bowl- (Continued on page 130) 


Below: Named to lead the association its first year were (1. to r.): seated, 
Joe Wright of Mayfield, president; W. B. McGee of Louisville, and John 
Yellman of Lexington, vice-presidents, and Gaylord Pack of Paintsville, 
treasurer; standing, Don Sensing of Fulton, Tom Gill of Bowling Green, 
Chester Wolfe of Middlesboro, Fred Vescio of Hazard, John Sheehy of 
Lexington, R. E. Potter of Frankfort, Jack Lewis of Louisville, Henry 
Waldman of Radcliff, Ed Gipe of Owensboro and Claude Huntsman of 
Maysville, directors. Directors were to consider hiring an executive 
secretary and other maiters at Lexington Sept. 12. In photo at bottom 
left Ben Schardein of Bowling Green is presiding while other partici- 
pants included (1. to r.) Bill Herbert, editor of this publication; J. Paul 
Saunders of Bowling Green, manufacturers’ representative and a kingpin 
in creating the association, and Keith Broyles, executive secretary of 
the Automotive Wholesalers Association of Tennessee. The latter was 
praised highly for giving invaluable technical assistance in organizational 
steps. Photo at bottom right shows a portion of the audience. 
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SERVICE and MAINTENANCE 














Heating, Cooling Tests 
for Chrysler System 


ips following test procedures 
are an over-all operation and 
performance test of Chrysler 
Corp.’s air-conditioning, heating 
and cooling system. 

The test brings into operation 
all the mechanical, electrical and 
chemical components involved in 
the system and should be per- 
formed in the following sequence: 

Install gauge manifold set (Fig. 
1). When gauge set is installed, 
suction and _ discharge _ service 
valves opened two turns and no 
pressure is indicated on gauges, 
the system is empty and has a leak. 


Fig. 1—Checking with 


Evacuate, charge with sweep test 
charge, locate and correct leak. 
Evacuate and charge with 2%4 
pounds of refrigerant 12. 

Set temperature control lever to 
“Off” position and selector switch 
to “Cooling” position. The tem- 
perature control lever is a multi- 
ple-function lever. Any malfunc- 
tion will be evident in later test. 

Start engine; adjust to 1,200rpm. 
Check clutch (should be _ de- 
energized). If clutch is energized 
and solenoid valve circuit is open 
(Fig. 2), switch No. 2 and white 
wire on switch No. 1 are reverse- 


manifold gauge set. 


By E. M. Lowery 
Technical Editor 


connected at control switch con- 
nections. 

Check fresh air door. It should 
be closed and the recirculation 
door open (see Fig. 3). If clutch is 
energized and solenoid valve cir- 
cuit is open (Fig. 2), black wire on 
switch No. 2 and white wire on 
switch No. 1 are reverse-connected 
at control switch connections. 

Check circuit to solenoid valve 
with test light. Check water valve 
fooler circuit with test light. Cir- 
cuit should be open. Attach test 
light across the “fooler” element 
circuit. Circuit should be open and 
light out. Check fooler element 
ground connection. 

Caution: Do not allow solenoid 
valve hot wire to ground; even 
momentarily will cause a burnout 
of No. 2 micro-switch if circuit is 
energized. Check hydraulic circuit 
for proper connections at solenoid 
valve. Check power piston and 
linkage. 

Caution: Do not allow fooler 
element hot wire to ground; even 
momentarily will cause a burnout 
of No. 1 micro-switch if circuit is 
energized. 

Check water valve lever. It 
should be in the “Closed” position, 
to direct the air up and toward the 
rear of the car. Check boden cable 
clip holding cable housing at 
water valve. Valve lever should be 
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CONTROL ACTIONS 
WITH ENGINE 
OPERATING 


FRESH AIR DOOR CLOSED 
RECIRCULATING DOOR OPEN 
NO. 1 SWITCH OPEN 

NO. 2 SWITCH CLOSED 


| 

FRESH AIR DOOR OPEN— 

NO. 1 SWITCH CLOSED 

RECIRCULATING DOOR CLOSED— 
HEATING | NO. 2 SWITCH CLOSED 
! 
| 
! 
! 


COMPRSSOR a 8 BLUE din 


THERMAL SWITCH 


RHEOSTAT 


(RESISTANCE DECREASES AS 
WATER VALVE IS OPENED) 


FOOLER" ELEMENT 


WATER VALVE 
FRESH AIR DOOR OPEN— 
NO. 1 SWITCH CLOSED 


RECIRCULATING DOOR CLOSED— 


NO. 2 SWITCH OPEN ‘im 18 RED 


|o%0 Q| SWITCH NO. 2 
WARMER== COOL’ HEAT “y 


CLUTCH CIRCUIT CLOSED 
FOOLER CIRCUIT CLOSED 
FRESH AIR DOOR OPEN 
RECIRCULATING DOOR CLOSED 
NO. 1 SWITCH CLOSED 

NO. 2 SWITCH OPEN 


CLUTCH CIRCUIT CLOSED 18 
FOOLER CIRCUIT CLOSED BLACK 
FRESH AIR DOOR CLOSED 
RECIRCULATING DOOR OPEN 
NO. 1 SWITCH CLOSED 
NO. 2 SWITCH CLOSED 
CLUTCH CIRCUIT OPEN 
FOOLER CIRCUIT OPEN 
FRESH AIR DOOR CLOSED 
RECIRCULATING DOOR OPEN 
a ee NO. 1 SWITCH OPEN 
ARM NO. 2 SWITCH CLOSED 


18 WHITE 


r 
1 
! 
' 





SWITCH NO. 1 
































NORMALLY OPEN 








NORMALLY OPEN | NORMALLY CLOSED 
FRESH AIR AND 
RECIRCULATING 
DOOR SOLENOID 
(ENERGIZING OF 
SOLENOID CIRCUIT 
CLOSES FRESH AIR 
AND OPENS 
RECIRCULATING 
DOOR) COOL HEAT 


NORMALLY 


COOLING CLOSED 





8 YELLOW 18 We" 











@—SELECTOR SWITCH 











—] 8 RED 
TEMPERATURE 


IGNITION SWITCH 
CAR COOLING » wane ° 


BLOWER SWITCH 
Gace . BATTERY 
16 DARK GREEN- 
WHITE STRIPE Kt | | | | | 


16 TAN-WHITE STRIPE 
16 BROWN-WHITE STRIPE 


® invicates 











CAR COOLING AND HEATER 
BLOWER MOTOR 





16 BLACK -WHITE STRIPE 
Fig. 2—Heater-air conditioning wiring diagram. 
of No. 2 micro-switch, if circuit is 


against its stop toward the spring, Check clutch circuit at clutch 


spring loose. Valve body should re- 
main cold with no water flowing 
through. Check flow of water 
through water valve by momen- 
tarily disconnecting heater outlet 
hose at upper left side of heater- 
evaporator housing. 

Caution: Remove the radiator 
cap to relieve pressure before re- 
moving heater hose. 

Open instrument panel outlet 
grille doors to full-open position, 
to direct the air up and toward the 
rear of the car. 

Adjust the defroster control to 
direct all of the air up through the 
outlet grilles. Check boden cable 
clips (both ends) holding cable 
housing. 

Operate the blower for the three 
speeds: “High,” “Medium” and 
“Low.” Leave on “High” position. 
Check circuit with test light if 
proper operation is not present 
(Fig. 2). 

Move the temperature control 
lever to the “Cold” position. Check 
clutch. It should be energized. 
Check clutch circuit at clutch with 
the test light. 

Caution: Do not allow clutch hot 
wire to ground; even momentarily 
will cause a burnout of No. 1 
micro-switch if circuit is energized. 


(white wire) connector (Fig. 4). If 
hot, open circuit in thermal switch 
circuit as indicated. If cold, reach 
No. 1 micro-switch by hand (switch 
nearest “Off” position). With the 
control lever in the “Cold” posi- 
tion, move with fingers the micro- 
switch actuating bar toward switch 
and release several times. A click- 
ing sound should be heard as 
switch opens and closes contacts. If 
no clicking should take place, it 
indicates switch is burned out and 
must be replaced. If clicking sound 
takes place, trace circuit through 
selector switch to the opening in 
the wiring circuit. 

Check fresh air door. It should 
be closed and the recirculating 
door open. Check circuit to sole- 
noid valve with test light. 

Caution: Do not allow solenoid 
valve hot wire to ground; even 
momentarily will cause a burnout 


energized. 

Check hydraulic circuit for 
proper connections at solenoid 
valve. Check piston and linkage. 

Check water valve fooler circuit. 
It should be energized but test 
light will be dim. If test light re- 
mains out, trace open circuit back 
to rheostat connections on control. 
Check ground connection (Fig. 2). 

Check water valve lever. It 
should still be in the closed posi- 
tion and no water flowing through 
the valve. Check boden cable clip 
holding cable housing at water 
valve. Valve lever should be 
against its stop toward the spring, 
spring loose. 

Valve body should remain cold 
with no water flowing through. 
Check flow of water through water 
valve by momentarily disconnect- 
ing heater outlet hose at upper left 
side of heater-evaporator housing. 








October: Exhaust Line, Heat Riser Valve 


Best performance and top economy result when you follow the 
suggestions to be outlined here next month by Technical Ed- 
itor Lowery on servicing exhaust line and heat riser valve. 
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SWITCH NO. 1—OPEN SWITCH NO. 2—CLOSED 


| 








TO J RECIRCULATING DOOR OPEN 
SOLENOID / 
VALVE C CLUTCH CIRCUIT OPEN 
“FOOLER” CIRCUIT OPEN 


\ 
FROM \ 
| 7 TEMP. \. SOLENOID VALVE CIRCUIT CLOSED 
BLACK . 


GAUGE 
COOLING - 


RED 
TEMPERATURE CONTROL 


























RED 


RED | — 








WARMER 














Fig. 3—Checking fresh air door circuit. “Hot circuits’—engine running—temperature control “Off.” 


indicates switch is burned out and 
must be replaced. If clicking sound 
takes place, trace circuit through 
selector switch to the opening in 
the wiring circult. 

Check refrigerant sight glass. It 
should be clear, solid and free of 


heater hose. 

Check water valve fooler cir- 
cuit. It should be energized but test 
light will be dim. If light remains 
back to 
control. 


Move the temperature control 
lever about °8” to the right of the 
“Cold” position—just enough to 
actuate the No. 2 micro-switch, but 
not enough to move water valve out, trace open circuit 
lever. rheostat connections on 


Check fresh air door. It should 
be open and recirculation door 
closed. If recirculation door does 
not go completely closed, adjust 
bellcrank to door linkage. 

Check water valve lever. It 
should still be in the closed posi- 
tion, cold and no water flowing 
through the valve. Check boden 
cable clip holding cable housing at 
water valve. Valve lever should be 
against its stop toward the spring, 
spring loose 

Valve body should remain cold 
with no water flowing through. 
Check flow of water through water 
valve by momentarily disconnect- 
ing heater outlet hose at upper left 
side of heater-evaporator housing. 

Caution: Remove radiator cap to 
relieve pressure before removing 


Fig. 4—Checking clutch circuit. “Hot circuits” 


Check ground connection (Fig. 2). 

Check clutch. It should’ be 
energized. Check clutch circuit at 
clutch with test light. 

Caution: Do not allow clutch hot 
wire to ground; even momentarily 
will cause a burnout of No. 1 
micro-switch if circuit is energized. 

Check clutch at clutch (white 
wire) connection, If hot, open cir- 
cuit in thermal switch circuit as 
indicated. If cold, reach No. 1 
micro-switch by hand (switch 
nearest “Off” position). With the 
control lever in the “Cold’’ posi- 
tion, move with fingers the micro- 
switch actuating bar toward 
switch and release several times. A 
clicking sound should be heard as 
switch opens and closes contact. If 
no clicking sound takes place, it 


WHITE TO “FOOLER” ELEMENT 


SWITCH NO. 1—CLOSED 
SWITCH NO. 2—CLOSED 


/ 








SOLENOID 
VALVE 





gas bubbles after the clutch has 
been engaged for about five min- 
utes. Add enough refrigerant 12 to 
completely clear sight glass. Check 
for leaks after this test is com- 
pleted and correct 

Recheck engine rpm and adjust 
to 1,200rpm, if necessary, to assure 
engine is off the fast-idle cam 

Arrange gauge set manifold 
hoses and tachometer wires to the 
front of the grille so that gauge set 
and tachometer may be read with 
the hood closed but not locked 
This will allow the underhood 
temperatures to build up and as- 
ure normal operating conditions 

Close hood to prevent the hot air 
from the engine compartment en- 
tering the cowl vent opening. 


engine running—temperature control ‘’Cold.”’ 


FRESH AIR DOOR CLOSED 
RECIRCULATING DOOR OPEN 

TO CLUTCH CIRCUIT CLOSED 
“FOOLER” CIRCUIT CLOSED 
SOLENOID VALVE CIRCUIT CLOSED 











FROM 
{ TEMP. a 
GAUGE 
BLACK RED 


RED 
OFF 


4— WHITE RED WARMER COOLING HEATIN 
TO THERMAL SWITCH —a— — oe) 


AND CLUTCH 























TEMPERATURE CONTROL 
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These temperatures are far in ex- 
cess (160°-170°) of normal ambient 
temperatures. 

Thermal switch operation test: 

Move temperature control lever 
to “Cold” position. The fresh air 
door should close and recirculation 
door should open. Turn 
switch to “Low” position, car 
windows and doors closed. Recheck 
the outlet air flow to assure blow- 
er is on “Low” position. 

Observe suction gauge pressure 
As evaporator temperature lowers, 
suction pressure will gradually 
lower and fluctuate down to be- 
tween 20 to 10psi. The thermal 
switch contacts should be open and 
de-energize the clutch. When this 
happens, there will be a slight in- 
crease in the engine speed which 
can be noted by the ear or ob- 
served on the tachometer. Also, 
when the clutch de-energizes, there 


blower 


will be a sharp, steady rise in the 


suction pressure. 

Allow the system to continue to 
operate. The evaporator will warm 
up, thereby closing the thermal 
Switch contacts, which, in turn, 
will re-energize the clutch—and 
again, when this happens, there 
will be a slight decrease in engine 
speed which can be noted by the 
ear or observed on the tachometer 
Also the suction pressure will 
again start fluctuating to a lower 


pressure and the cycle will be re- 
peated. 
Should the 
fluctuate below 10psi and then re- 
lease clutch, it is indicated the 


suction pressure 


Fig. 5—Charging the system. 


thermal switch sensing tube is not 
making a good contact with 
evaporator fin and coils. Should 
suction pressure fluctuate down 
and on into a vacuum without re- 
leasing the clutch, it indicates: 

Thermal switch wires are short- 
ed together. 


“If this should help, let me know. I’ve had the same trouble with my 
car for years.” 
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There is moisture in the system. 
The thermal switch is defective. 

Check system for moisture. Per- 
form the over-all performance 
test before making thermal switch 
wiring or switch corrections 

Over-all performance test: 

Move control lever about 38” to 
the right of the “Cold” position 
just enough to close No. 2 micro- 
switch but not enough to move the 
water valve control lever. Turn 
blower switch to “High” position. 

Check water valve control lever 
to be sure it is still in the “Off” 
position and the valve is cold. 
Check boden cable clip holding 
cable housing at water valve. 
Valve lever should still be against 
its stop toward the spring, spring 
loose. 

Valve body should remain cold 
with no water flowing through. 
Check flow of water through the 
water valve by momentarily dis- 
connecting heater outlet hose at 
upper left side of heater-evapo- 
rator housing. 

Caution: Remove the radiator 
cap to relieve pressure before re- 
moving heater hose. 

Check water valve fooler circuit. 
It should be energized but test 
light will still be dim. If light re- 
mains out, trace open circuit back 
to rheostat connections on control. 
Check ground connection (Fig. 2). 

(Continued on page 86) 











BODY SHOP OPERATIONS 

















LOOSEN NUT, SLIDE DOWEL 


c ~ 


EMERGENCY 
PUSH-OUT PLUG 


HOOD LOCK 


HOOD RELEASE CABLE 


RELEASE CABLE 
RETRACT SPRING 


Left: Fig. 1—Ford hood dowel and lock. 


Above: Fig. 2—Ford hood lock. 


HOOD RELEASE CABLE ADJUSTMENT 


Aligning Hood Lock and Hinge 


| Rapa take up the procedure for 
aligning the hood lock and 
hinge on the 1958 Ford, Chevrolet 
and Plymouth. 

58 Ford hood: 

The hood lock is released by a 
wire control actuated from the 
passenger compartment. The hood 
is mounted at the front on spring- 
loaded hinges which make it easy 
to raise after it is released. The 
single hood lock is located in the 
center of the dash panel on the 
engine side. 

If the hood lock wire breaks, or 
some other malfunction causes the 
lock not to release, it is still possi- 
ble to open the hood without using 
force. Remove the left fresh air 
duct, push out the 142” diameter 
rubber plug (Fig. 1) in the center 
of the dash panel and use a screw- 
driver to actuate the hood lock re- 
lease lever toward the left side of 


58 


the car. 

The hood release cable is re- 
tracted by a spring which is se- 
cured to the release cable sleeve 
by a set screw (Fig. 2). 

A safety catch, located at the 
left side of the hood, permits the 
hood to pop open only a few 
inches when the lock is released. 
To release the safety catch, hold 
the hood down slightly and push 
the catch inward. Do not let the 
hood raise by itself. It may lift too 
fast and damage the hinges. 


By E. M. Lowery 


Technical Editor 


Hood removal: 

Remove the hinge-to-hood bolts 
(Fig. 3). Have an assistant support 
the hood while the bolts are being 
removed. Protect the fenders and 
grille upper panel with covers to 
avoid scratches. 

Installation: 

Inspect the hinge-to-hood bolt 
clips. If they are damaged, install 
new ones. With the help of an as- 
sistant, position the hood and in- 
stall the bolts. Check the hood 
alignment and correct as neces- 








October: Weatherstripping Chevy Doors 


Battening down the hatches on the '58 Chevrolet will take 
the ink from Ed Lowery's pen here next month, including a 
few tips which assure the best job done in the minimum time. 
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Fig. 3—Ford hood replacement. 


sary. 

Alignment: 

Hood adjustment points are pro- 
vided at the hinges, the lock, the 
locking dowel and at each rear 
corner, 

Fore-and-aft movement of the 
hood is accomplished at the hinge- 
to-hood bolts (Fig. 3). 

Up-and-down adjustment for 
the front of the hood is provided 
at the hinge-to-hinge support bolts 
(Fig. 4). 

Adjustable rubber bumpers pro- 
vide leveling adjustments at each 
rear corner of the hood. 

The hood lock can be moved up 
and down to provide easy lock 
operation and an even flush line 
at the cowl. The hood locking 
dowel can be moved from side to 
side for easy entry into the lock 
(Fig. 1). If the locking dowel is 
not centered properly, there will 
be uneven gaps at the hood-to- 
fender lines. 

Hood hinge replacement: 

1.—Remove the hood. 

2.—Remove the hinge-to-hinge 
support bolts (Fig. 4). 

3.—Turn the hinge 
90° and lift it out. 

To install the hinge, reverse the 
above procedure, then align the 
hood. 

Hood safety catch: 

If the safety catch lever spring 
is broken, or other damage makes 
replacement necessary, remove the 
two screws retaining the safety 
catch assembly to the hood, and 
remove the assembly. The spring 
is not furnished as a service part. 

When installing a new safety 


assembly 


Fig. 4—Ford 


catch, adjust it in or out so that 
the hook will catch the strike: 
plate at the lowest portion of the 
hood when the hood is released. 
This adjustment should position 
the hook so it will meet the 
striker plate properly as the hood 
is closed. Check the closure opera- 
tion carefully so as to avoid dam- 
age to the fender in case the safe- 
ty catch is installed too far out- 
board. 

58 Chevrolet hood: 

Hood assembly: 

Hood hinge (Fig. ! 

Removal: 


HINGE TO SUPPORT BOLTS 


yy 


hinge installation and adjustment. 


1.—Prop the hood in the ex- 
treme open position and place 
protective covering over cowl 
panel and fenders. 

2.—Scribe position of hood hinge 
on hood rear reinforcement and 
remove the two bolts. 

3.—Scribe position of hinge at- 
tachment on cowl wall. From 
within car, remove two bolts at- 
taching hinge to cowl wall 

4—Remove bolt and retainer 
attaching hinge to fender flange. 

5.—From under hood, remove 
last bolt holding hinge to cowl 
wall and remove hinge. 


“Nicely stacked, eh?” 
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Top: Fig. 5—Chevrolet hood hinge. 
Above: Fig. 6—Chevrolet hood lock. 


Installation: 

1.—Seal hinge attaching holes 
at cowl wall with body caulking 
compound 

2.—First install upper bolt 
(from hood side) loosely. 

3.—Install two bolts attaching 
hinge to hood rear reinforcement, 
first aligning with scribe marks. 

4.—Close hood and align flush 
with cowl and fenders. 

5.—Install remaining two bolts 
from inside and tighten. 

6.—Raise hood and tighten top 
mounting bolt. 

7.—Replace and tighten bolt 
and retainer holding hinge to fend- 
er assembly. 

8.—Remove 
ings. 

Hood lock and locking plate: 

The hood lock (Fig. 6) is at- 
tached to the lock support bracket 
by two bolts and a sheet metal 
screw. The locking plate is at- 
tached to the grille reinforcement 
by two bolts and to the spacer as- 
sembly by one bolt. The locking 
plate bolt holes are slotted to pro- 
vide a lateral adjustment of the 
locking plate. 

Hood emblem: 

The hood emblem and, in V-8 
models, the hood ‘“V” ornament 
are retained to the hood by three 
self-threading nuts each. Remove 
these nuts to disassemble the em- 


protective cover- 


60 


blem and ornament from the hood. 

Hood lacing: 

The hood lacing is retained by 
the forward edge of the cowl vent 
grille. A clip at each end holds the 
lacing in place and the lower edge 
is secured by the forward edge of 
the cowl vent grille. The lacing 
should be inserted under the vent 
grille before the attaching screws 
are tightened down. 

Hood header bar: 

Remove the six nuts and lock 
washers retaining the header bar 
assembly to the front flange of the 
hood. The center two nuts also re- 
tain the bottom of the hood re- 
inforcement. 

Hood assembly: 

Removal: 

1.—Prop the hood in the open 
position and place protective cov- 
ering at top of cowl and on fend- 
ers. 

2.—Scribe position of hinge at- 
tachment on hood rear reinforce- 
ment. 

3.—Carefully remove attaching 
bolts at hinge to hood. Care must 
be used to prevent hood from 
dropping and damaging surround- 
ing parts. 

4.—Remove hood from vehicle. 

Installation: 

1.—Protect top of hood and 
fenders with covering. 

2.—Place hood in position over 
hinges and loosely install bolts. 

3.—Prop hood in open position 
and place hinge-to-hood attaching 
plate within scribe marks and 
tighten bolts. 


4.—Adjust, if necessary. Re- 
move prop and protective cover- 
ing. 

Adjustment: 

Vertical adjustment of the hood 
is provided through slotted holes 
at the cowl attaching point. Longi- 
tudinal adjustments are provided 
through slotted holes at the hinge- 
to-hood attaching point. 

Hood inner panel: 

The hood inner panel is welded 
to the hood front, side and rear 
flanges and is an integral part of 
the hood. 

Hood front reinforcement: 

The hood front reinforcement 
spans the hood from the front hood 
flange to the inner panel. It is 
bolted through a flat washer and 
lock washer at three places to the 
inner panel and is secured to the 
hood flange by two of the nuts 
which retain the hood header bar. 
The front reinforcement also pro- 
vides a place to mount the hood 
lock assembly. 

Hood bumpers: 

A stationary hood 
located on each side of the hood at 
the fender to fender skirt attach- 
ing flange. In addition, an adjust- 
able bumper is provided at each 
end of the fender tie bar und 
each front corner of the hood 

*58 Plymouth: 

Hood alignment: 

To align hood, start with align- 
ment of the rear hood edge at the 
cowl. Spacing should be close and 
uniform all the way across the 
cowl. There should be equal spac- 


bumper! 


“Your work is not entirely without merit. You do wipe the engines well.” 
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Fig. 7—Moving hood forward to 
obtain clearance at hood and 
cowl on the 1958 Plymouth. 


ing between the sides of the hood 
and fenders and the front of the 
hood should be even with the 
front fenders. Before any adjust- 
ment is made, scribe lines around 
the hood hinge so that hinge 
movement can be checked 

Rear corner of hood too high at 
cowl: 

Loosen the two hood hinge-to- 
bracket rear stud nuts. These can 
be reached underneath the instru- 
ment panel. Loosen the hood 
hinge-to-bracket front stud and 
the rear of the hinge drops down. 
Then retighten all the stud nuts. 

Hood high at center of cowl: 

Adjust the hood hinges so that 
the contour of the hood will match 
the contour of the cowl. 

Front of hood too close at fend- 
er, spacing correct at cowl: 

Loosen the upper  fender-to- 
radiator support bolt. With the 
use of a heavy screwdriver, pry 
the fender away from the radiator 
upport. Then insert a metal shim 
between the fender and the sup- 
port to obtain the necessary clear- 
ance between the fender and hood 
Retighten the fender-to-radiato! 
support bolt. 

Rear corner of hood too close to 
cowl: 

Scribe a line on the hood flange 
so that the hood movement can be 
checked. Loosen the hood-to-hinge 
stud nuts and pull the hood for- 
ward until the proper spacing be- 
tween the hood and cowl is ob- 
tained. (See Fig 7.) Then re- 
tighten the hinge-to-hood nuts. 

Rear corner of hood binds on 
fender: 

Loosen the hood flange-to-hinge 
bolts and push the hood inward 
until the desired clearance be- 
tween the hood side and fender is 
obtained. Then retighten the at- 
taching bolts. 

Front of hood too high to line up 


with front fender: 

Shorten the hood striker to draw 
the front of the hood down so that 
it will line up with the fender 
moldings. 

Front of hood binds at fender on 
one side, excessive clearance at 
opposite side: 

Loosen the radiator support-to- 
frame mounting bolt. This can be 
reached underneath the _ car. 
Loosen the fender-to-bumper at- 
taching bolts on both sides. Then, 
using a suitable pry bar, move the 
fenders and grille assembly to one 

ide to equalize the spacing be- 
tween the hood and fenders. Re- 
tighten the mounting bolt. Tighten 
the fender-to-bumper attaching 
bolts. 


Air Cleaner Extension 
Cautioned by Chevy 


| agpesen positioning of the air 
cleaner extension on 1958 


Chevrolet cars and trucks e- 
quipped with the 348-cubic-inch 
’8 engine will eliminate possible 
interference with the upper radi- 
ator hose, according to Chevrolet 
service engineers. 

Correct alignment on passenger 
cars is from five to ten degrees to 
the right from direct forward posi- 
tion. This slight angle provides 
adequate clearance between the 
lip of the extension and the upper 
hose when the engine “rolls” on 
its mountings during power 
surges, the engineers explain. 

In trucks using the 348-cubic- 
inch engine, the extension should 
be rotated 66 degrees to the left. 
The increased angle is necessary 
to clear front mounted power ac- 
cessories., 

Chevrolet service department 
advises checking the alignment of 
the extension each time the air 
cleaner is serviced. 


Dodge Reveals Change 
On Master Cylinder 


_ Division has announced 
this bulletin: 


Dodge cars built since March 9, 
1958, with conventional brakes 
have a change incorporated in the 
brake master cylinder. With this 
change a pedal stop is built into 
the master cylinder. This elimi- 
nates the necessity of a free play 
adjustment on the master cylinder 
push rod. 

The stop on the brake pedal, and 
the brake pedal return spring are 
also eliminated by this change. 
This results in a somewhat slower 
brake pedal return, when the 
brake is released, which is not 
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detrimental. However, if a bind- 
ing action is found at the brake 
pedal, the cause of binding should 
be eliminated. 

Since the master cylinder piston 
determines the position of the 
brake pedal when the brakes are 
released, a free play at the pedal is 
no longer needed. However, if the 
pedal is pulled back by hand, some 
play may be noted, due to clear- 
ance allowed at the push rod eye 
for self alignment of the push rod. 

Caution: Pulling on the brake 
pedal, in a direction away from the 
master cylinder, with a force of 50 
pounds or more, will result in de- 
flection of the piston stop. Since 
this would result in excess pedal 
travel before any braking effort 
would be realized, this action 
should definitely be discouraged. 

During disassembly, the master 
cylinder push rod cannot be re- 
moved from the piston; therefore, 
these parts along with the piston 
stop and boot retainer are removed 
from the cylinder as an assembly 
and are also serviced as an as- 
sembly. 

The new-type master cylinder 
assembly, with push rod and boot, 
is available under P/N 1829400 

The repair packaged for this new 
type master cylinder is available 
under P/N 1881717 

The new- and old-type maste! 
cylinders are not interchangeable, 
as the old type necessitates install- 
ing a pedal stop and a pedal return 
spring, as well as the adjustable 
push rod and nut 


Chevrolet Heater Valve 


This bulletin on heater shut-off 
valve has been issued by Chevro- 
let: 1958 and some past model 
Chevrolet recirculating-type hot 
water heaters do not incorporate 
a water shut-off valve. To elimi- 
nate the slight heat radiation from 
the heater core when the vehicle 
is operated in warm weather, it 
would be necessary to_ install 
water shut-off valve 3741428. In- 
stall the hand shut-off in engine 
end of the heater water inlet hose. 


Chevy 348 Valve Spring 


A recent Chevrolet bulletin on 
348 valve spring height stated: In- 
stalled height of valve spring on 
all 348-cubic-inch V-8 engines has 
been revised. 1 21/32” is now the 
preferred height and 134” is per- 
missible top limit. Use the avail- 
able 1/16” shim, beneath the 
spring, to maintain height of both 
intake and exhaust springs within 
these limits. 











1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 





| TREAD ENGINE | FLUID CAPACITIES | WHEEL ALIGNMENT 





n 


| 


MAKE AND 
MODEL 


Max. 
Rated 


R. PLM. | 


Bore 
and 
Stroke 


Pts.) 
ystem 
eater) 


| Rear Axle 
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155 | 3%4x4% | 23.44 | 90@3800 
a 57.75|58 | 6L |3.125x4.25| 23.44 | 127@4200 
RAMBLER Rebel Vi" = 57.75|5934| V8I | 3.5x3.25 | 39.2 | 215@4900 
RAMBLER Ambassador 57.75|5944) V8I | 4x3.25 | 51.2 | 270@4700 


STUDEBAKER Scotsman 6 '"y1evle7.2 [56.2] @L | aaaae | 21.6 101@4000 
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*,..gives excellent service— 


both local and national’ 


says CHARLES F. TURBIVILLE, Lincoln-Mercury dealer, San Antonio and 
Waco, Texas. At right is general sales manager, BARNEY GARVER. 


“We've found ComMERCIAL CREDIT gives excellent service—both local and 


national. Their local office is familiar with our special problems and can be 
depended on for close attention to details we need in handling two dealerships 
over 100 miles apart. On the other hand, we sell many cars to transient 
armed forces personnel, so we have positive proof of ComMMERCIAL CREDIT’S 
top flight national service. Our salesmen find selling the complete coverage 
of COMMERCIAL CreEpIT PLAN helps close sales. The better rate helps us 
penetrate our market. And the extra repair business we get through it is 
another plus feature.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest CoMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 


Crepit PLan. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . .. offices in principal 


cities of the United States and Canada. 
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1958 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


ELECTRICAL TUNE-UP Bat. FUEL SYSTEM 








BUICK ‘Special Series 40 
BUICK Centur: 
BUICK Super 

and Limited 700 





CADILLAC Sedan 6239, Sedan De Ville 
6239D, Sedan 6239E, Coupe 6237D 
and Conv. 6267 

CADILLAC Conv. Biarritz 6267S 
and Coupe Seville 6237S 

= Sedans 6039, 7533 and 

23 





d Bel Air 
CHEVROLET Delray, Biscayne and 
Bel Air 283 Cu. In 
CHEVROLET paw senna and 
Bel Alr 348 Cu. I 
CHEVROLET Corvette 
CHRYSLER Windsor and Saratoga 
CHRYSLER New Yorker 
CHRYSLER 300D 
CHRYSLER Imperial 





CONTINENTAL. 


ag ha Firesweep, Firedome and 

Irefl 

De SOTO Adventurer_. 

DODGE Coronet Standard 6 

DODGE Coronet Custom Royal 

DODGE D500, 
Custom Sierra__ 


EDSEL Ranger and Pacer 2 
EDSEL Corsair and Citation_. 


FORD 6 Custom 300 Fairlane. 
FORD 6 Fairlane 500... _. 
FORD 8 Custom 300___. 
FORD 8 Fairlane_____. 
FORD 86 Fairlane 500__. 


LINCOLN... 

MERCURY Monterey 
MERCURY Montclair 
MERCURY Park Lane 


OLDSMOBILE Dynamic 88 and 98 fis 
PACKARD Hawk. 


PLYMOUTH Savoy, Plaza and 
ee . 
MOUTH Savoy, Plaza and 
Seivecers ee . 
PLYMOUTH Fury — 
PLYMOUTH Golden Commando 
PONTIAC ( Chieftain and Super Chief 
PONTIAC Star Chief and Bonneville. 
RAMBLER American 
RAMBLER 
RAMBLER ve a 
RAMBLER Ambassador. ._ 


STUDEBAKER Scotsman 6, Cham- 
pion 6 and Silver Hawk 6 

STUDEBAKER Champion 8, Silver 
Hawk 8. and Commander Provincial 

STUDEBAKER President 8 é 

STUDEBAKER Golden Hawk 8 
Supercharged 


*—Mechanieal tappets: Int. 012, 
Exh, .018. 
A—23-25 hot. 
Au—Automatic. 
+>—20°bte special cam. 
*—With dual carbs. 20-24@ 4800 
with one 4bbli. carb. 


ustom Royal and iid 


Spring Tension 


(degrees) 
Contact Arm 


~ 
toto 
wo 


17-20 
7-20 


4—Optional camshaft used with mechanical 


tappets), 35°btc. 
«—4bbl. 
BB—Bal. and Bal. 
tc—Before top center 
C—16 cold. 
Ca—Carter. 
CsP—Crankshaft pulley. 


0) 


Max. Vac. 
Intake (.0 
Exhaust ( 
Opens bh or 


(Ibs. 
Tappet Clearance 


Timing Mark 
Spark Advance 
Max. Centrif. 
Spark Advance 
Cap. & Ter. Grd. 
Fuel Pressure 
Tappet Clearance 


intake Valve 


Sr) 
ae | 
> 
> 


' 
ZZ | 


VD 30-35 


> 


VD ! 22000 14@24” 70N I 5-614 | At u | 39°bte 
39°bte 


15@2000 


39°btec 


26@3500 10'4"bte 


28@3750 14 53N RP 12'4*bte 
24@4600 15@15'4” Ca-RP ! 29°4% 
28@ 3700 15@15'4” 53N Ca , iF; A : 2\4%bte4 


18 22@42 0) 20-24@ 16” 

18-22@4800 20-24@ 16” BB-Ca 
11-15@2100 20-24@ 16” BB-Ca 
18-22@ 4800 20-24@ 16” 60N Ca 


BB-Ca 


5.5@4000 23@17.5” 70N Ho 
23-29@16.5” 
23-29@18 5” 


BB-Ca 
BB-Ca 


1 22@4000 
2@40 00 


5-19@3600 ‘17-21@ 18" 50N St 6-7 ( 12°bte 
7 20@3300 20-24@14” 50N St-Ca 6-7 At \ 10°bte 


18 22@40 w 
4 (@3800 12@1' 
21@4000 rt + 

23@ 4000 
»3(@4000 


20°bte 


23-20@16.5" | S0N ‘s 6-7 At 15°bte 


o| 


28 5@F 
28 5@6” 
20( 34000 23@ 15” 
22@4000 23@15” 
22@4000 23@ 15” 


wVVUO 


26.5@4000 23@17.5” 
21. 5@A000 
21.5@4000 
24@4000 
22-26@4400 18. 5-21.5@16 
; 24@ 2000 : 16@12” 


15-19@3600 17-21@16” 


16-20@ 460% 23 5 -28@16” 
14-18@2000 18-23@18” 
18-22@4000 23-29@16 5” 


30@4600 21 5@!1 


30@4600 21.5@13” 30°bte 


12-16@4000 11” 5N 5! 10°bte 
20-24(@.42 23017" 5 “6 1214°bte 
34-38@.400 5” 5ON 1244°bte 
34-38@380 1214"bte 


14@2800 15°bte 


24@2400 6@12 50N 314-54 | 11°bte 
24@ 2400 6@12” 50N ’ 314-514 ! ! 11°bte 


24@2400 6@12 50N S 6 | 11°bte 


ABBREVIATIONS 


T—4°bte Std. or O. D. Trans. 
6°bte Automatic Trans. 
—Top dead center. 
VD—Vibration damper. 
W—3°btc Std. or O. D. Trans. 
6°btc Automatic Trans. 
X—Windsor 8°btc. 
Saratoga 6°btc. 


O—Ford or Holley 
E—Ford or Carter 
FW—Flywheel. 
Ho—Holley 

N —Negative. 

NA—Not announced. 
RP—Rochester Products. 
St—Stromberg. 
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Model 1250D Jenny 
Other models 

for as little as 
$17.90 a month. 


> 


o 


It’s been proved time and time again 
that Jenolizing pays off... in new 
customers ... in extra car care for reg- 
ular customers. For example, Hollen- 
shade’s Texaco Service Station in Tow- 
son, Maryland has increased its business 
and is making extra profits through 
Jenolizing. 


Jenolizing combines the newest meth- 


Please send me additional information 


Name 


Company 


Address 





Please arrange a demonstration 





od of steam-cleaning with a genuine 
Jenny® and a special rust-preventive 
coating that gives engines that show- 
room sparkle. Profits from the quick, 
2-step process range from $3.50 to $4.50 
per job. Some dealers earn as much as 
$142.50 a week extra! 

Get the facts... 
stration by mailing this coupon today! 


arrange a demon- 


of Jenolizing 


on Jenolizing 


Title 


HOMESTEAD VALVE MANUFACTURING COMPANY 


Hypressure Jenny Division, P.O. Box 99, Coraopolis, Pa. 
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NOTHING BUT YOUR CONSCIENCE 


CAN FORCE YOU TO ORDER QUALITY BRAKE LINING 


Unfortunately, a lot of cheaply manu- 
factured brake lining is flooding to- 
day’s automotive after-market. And. 
what’s worse, this ‘‘junk”’ lining is 
behind 


many of the automobile 


tragedies which take thousands of 


lives annually. The irresponsible back 
alley outfits that make this inferior 
lining are little less than criminally 
liable for much of the slaughter on 
OUI roads! 

Manufacturers of ‘“‘junk” brake 
lining count on the fact that their 


66 Want more facts? Use Reader Service Card Page 109 


product lJooks the same as the good, 
reliable kind. Naturally, they peddle 
this stuff at a low cost; it costs them 
next to nothing to produce it! And 
like many other such enterprises, the 
prac titioners of this deceptive trade 
are in business with the sole purpose 
of making an extra buck from the 
unsuspecting public 

Traveling at seventy miles an hour 
under excellent conditions with two 
miles in which to stop, you might live 
through the experience of driving a 


car equipped with inferior lining. But, 
try just one emergency stop undet 
the same conditions—or five or six 
consecutive stops ata slower speed. 
You’d be betting on a sure loser! 
We hope that jobbers, rebuilders, 
dealers and automobile owners will 
join the manufacturers of quality 
brake lining, such as Bendix and 
others, to drive the back alley outfits 
out of business. You can do your part 
by always ordering quality lining as 
described on the opposite page. 
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IT TAKES MORE THAN A BUCKET 
AND A KITCHEN STOVE 
TO MANUFACTURE QUALITY BRAKE LINING 
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Laboratory control assures that the high quality of Bendix brake blocks and 


linings is uniformly maintained, 


Brake lining is one of the most im- 
portant parts on a Car from a safety 
standpoint. It takes an engine weigh- 
ing hundreds of pounds to propel 
over two tons of steel at speeds in 
excess of a mile a minute. Yet, brake 
lining—a product weighing less than 
two pounds—is called on to reverse 
this process in a matter of seconds. 
It’s obvious, then, that a depend- 
able brake lining manufacturer has 
to know what the score is. Pressed 
cardboard will stop a car traveling 
at slow speeds—if you have unlimited 


blocks and linings. 


space in which to stop, and you only 
have to stop once. 

Producing a product that meets 
today’s tremendous braking require- 
ments calls for years of experience, 
continuous research, big financial in- 
vestments, top engineering talent, 
vast testing facilities, and above all, 
skill. Marshall-Eclipse is strong on 
all counts — especially skill. Practi- 
cally every automotive manufacturer 
in this country recognizes the supe- 
rior quality of Bendix-Eclipse* Brake 
Lining. It has been selected for origi- 


BENDIX-ECLIPSE 


Marshall-Eclipse Division 
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Troy, New York 


Specially designed dynamometer evaluates friction, wear, fade and durability of Bendix brake 


nal equipment on more new vehicles 
than any other make. And the deci- 
sion of these vehicle manufacturers 
to use Bendix-Eclipse results from 
their own exhaustive laboratory and 
proving ground tests. 

Yes, it takes more than a bucket 
and a kitchen stove to manufacture 
quality brake lining. There can be 
no compromise with know-how when 
a life may be at stake. Play it safe. 
Order your stock of Bendix-Eclipse 
brake lining now. Then you can be 
sure, *TRADEMARK 
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Readers are invited to contribute to— SHOP TALK. 


; A column of informal 
This Veteran Mechanic Has Answer wii. dn te 


To "Why" for the Labor Shortage automotive trade and 


Dear Editor: I just wish we could get all the its problems. 

I for one got a charge out of mechanics across the country into 
reading about the 150,000 needed an auto mechanics’ union and hold We are classed so low any more 
mechanics in your July issue. our trade as it is meant to be. as far as wages go, it’s pitiful. My 
Please let me fill you in on a trade 
such as an auto mechanic’s non- 


"<P ge sate anew) von | SOLWE THE NO.1 FRONT-END PROBLEM 


there are six mechanics in the main 
shop and I in the used-car depart- WITH 
ment. We get $1.45 an hour, 44 
work hours a week. 

This dealer handles all Chrysler- 


make cars and trucks, owns three df j 
garages, charges the rate of $4 an 
hour for his mechanics, pays his 
shop foreman $100 a week and he 
sold clothes before he came there 
as a shop foreman. Doesn’t even 


know it’s daylight until someone 
says good morning. My wages for 
a 44-hour week are $63.80, as 


e ® 
everyoneelsemakes. |, | Moog Ball-Bearing Idler Arm Kit 
the auto trade. . , * 
— ee: converts threaded hearing to 

Now yen ask er where are you e e 
A cope Ree ball bearing—lets you adjust 
as I live they will never pick up a ‘a 
"eae ae wo tools, valued out idler orm play 


from $500 up to $2,000, and, as vou 
know, they are high nowadays. 


e s | 
The state road department pays with the twist 0 al nul : 
} 











$1.58 an hour and all they have to 
own are the clothes on their backs, ¢ 
and no one to answer to if you v 
have bad luck on an overhaul job 
or any other of the headaches with THIS SIMPLE PROCEDURE can sell hundreds 
cars. 

We are rated lower than a ditch- for you! Others are doing = why not YOU? 
digger in this trade. The dealers 
are to blame for this. For example, 1. Demonstrate front-end looseness to the car owner with a 
as I have told you, are we to work pry bar. Explain what it means in terms of tire wear, riding 
all our lives with such wages, no y fort and steering safety 
pension or retirement? Are we to COMIOTE GG SUCTING ' 7° = 
help build homes at $80,000 and 2. Have a pre-assembled unit (bracket, arm and Moog Kit 
we live in rented apartments or a to show how slack and bind are eliminated ... and ready 
small home with a 20- to 25-year 
mortgage? 

By the way, we turn out our A real profit-maker for you... almost every car owner is a 
work at flat-rate time for our $1.45 prospect! 
an hour. 


to install while customer waits. 


Address any comments to: South- LOOK FOR THIS DEMONSTRATION-DISPLAY 
ern Automotive Journal, 806 


Peachtree St., N.E., Atlanta 8, Ga. See for yourself. The MOOG BALL « BEARING IDLER ARM KIT is o permanent 
installation...not a gimmick! Accept no substitutes. Insist on MOOG quality. 
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sister-in-law makes more money 
than I do, sewing collars on shirts 
at a shirt factory. And something 
else, she doesn’t have to open up a 
thousand dollars’ worth of tools to 
earn her first nickel. 

Do me a favor and print this, and 
while you're at it ask some more 
auto mechanics’ opinion. See what 
is said. 

Please withhold my name as I 
have a family and they must eat, 
and the dealer where I work just 
might read this. I hope he does, if 
you print it. 


Name and address withheld as 
requested. Any more comment? 


ANGLES ON WHOLESALING 


Enid, Okla. 
Gentlemen: 

I have read the article by Hall 
E. Nall in your issue of July 1958 
(page 39) entitled ‘Wholesale 
Parts Plan Spawns Competition.” 
It is very interesting and I am glad 
to see a dealer kind of wake up, 
but he failed to carry his analysis 
far enough. 


First, car dealers are not whole- 
salers and should recognize the 
fact. They cannot compete with 
parts wholesalers or operate on the 
same margin of profit and make a 
profit, mainly because they have 
only parts for the cars they sell 
and cannot render a_ wholesale 
service on their increased volume. 

Also, the dealer must have a de- 
livery service which would eat up 
his profit. A survey just completed 
by Jobber Topics shows this cost 
to run from 45 cents to 76 cents 
per delivery. So he would have a 


sale of approximately $3 to $5 to 
equal his gross profit of 19%, no 
net. 

He must keep his delivery cost to 
one per cent or less, which I don’t 
believe he can do. He must also 
give two per cent cash discount the 
tenth of the month or its equal. He 

hust give many other services to 
the garagemen and to service sta- 
tions, besides his additional stock 
and inside expenses 

All of these makes it necessary 
to do additional parts business of 
some $40,000 to $50,000 per addi- 
tional employe to break even on 
19% gross profit, and probably not 
even then. 

The national average is $26,000 
sales per employe at 26.6% gross 
profit on which less than two per 
cent net is averaged. So how can 
he expect it to pay? 

But what he loses on parts is 
not his big loss. 

The car registration in Texas for 
1956 was approximately 3,938,472 
cars and trucks. These cars and 
trucks used an average of $60 
worth of parts each at wholesale 
cost. This makes a staggering total 
of about $236 million in parts pur- 
chased in Texas. At the average 
gross profit of 25%, this would 
equal about nine million dollars. 
Now, if all these parts were bought 
from the car dealers and they 
bought from the factories, this nine 
million would leave the state, never 
to return. 

Now, if 25% of these parts were 
purchased from local wholesalers, 
25% of this nine million would 
have stayed in Texas. In other 
words, for every dollar’s worth of 
parts purchased by the car dealer 
from the car factory and sold at 
wholesale, at least 20% leaves 
Texas forever. 

So every dealer who follows the 
factory parts plan cuts his own 
throat. 

Every jobber has employes and 
all drive cars. They vary from two 
or three to 100 or more. Now, can 
the car dealer expect these people 








ER STEERING: 


~\ 
LOOK AT THIS COVERAGE... (a 


AVAILABLE NOW FROM YOUR MOOG JOBBER : 


NEW ! kit x-258 fits 





-_ oe 
, 3 


DeSoto 1957-58 
Imperial 1957-58 


Plymouth 1957-58 © Dodge 1957-58 e 
Chrysler 1957-58 « 


KIT K-251 fits 

“Dodge 1955-568Cyl. Packard 1942-50 
**Mercury 1949-58 * Chrysler 1955-56 Hudson 1955-56 
“Lincoln 1949-55 Pontiac 1939-58 Nash before 1950 
*Plymouth 1955-56 8 Cyl. Oldsmobile 1939-58 Rambler 1950-56 
**Edsel 1958 Buick 1954-56 Statesman 1950-56 

* DeSoto 1955-56 Cadillac 1940-57 Ambassador 1950-56 





**Ford 1949-58 





"Requires two kits per cor * link end only **Requires two kits per car 


without power steering 





KIT K-252 fits Dodge 1953-54 8 Cylinder 





KIT K-254 fits Chevrolet 1955-57 All except Corvette (Double Kits) 





KIT K-256 fits Ford 1954-58 


Mercury 1954-56 


All With Power Steering (Double Kit) 
All With Power Steering (Double Kit) 





FOLLOWING KITS CONTAIN ARM, BEARINGS AND BUSHINGS 





KIT K-247 fits Ford 1952-53 


Mercury 1952-53 


All Without Power Steering 
All Without Power Steering 





MOOG 
MEANS MORE 
UNDER-CAR 
BUSINESS! 


KIT K-255_ fits Dodge 1955- All 8 Cyl. With & Without Power 
Steering 
All 8 Cyl. With & Without Power 


Steering 


Plymouth 1955- 





KIT K-257 fits Ford 1954- All Without Power Steering except 
Thunderbird 


All Without Power Steering 





Mercury 1954- 





KIT K-259 fits Ford 1957- All Without Power Steering except 
Thunderbird 
All Without Power Steering 


All Without Power Steering 


Mercury 1957- 
Edsel 1958 


- 
A GREAT NAME IN 
P\ehi@). @lihy ae bias) Ga 








MOOG INDUSTRIES, INC.+ ST. LOUIS 14, MISSOURI 
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Do your customers know that 
installing a complete factory re- 
built unit costs little if any more 
than repairing a worn part? 


Probably not because most 
people think factory rebuilt gen- 
erators and starters, for example, 
are considerably more expensive 
than repair jobs. Actually, there 
is little or no difference in cost; 
the big difference is in the finished 
job... in the big advantages to 
the repair shop and the car owner. 
For the car owner, a factory re- 
built unit is a completely tested 
“repair-job-in-a-package” ... a 
guarantee that the entire unit is in 
perfect operating condition. 


What does this mean to you? 


It means more sales, more satisfied 
customers -— more profit. Here’s 
why: 

1) Factory rebuilt units are 
easily and quickly installed. 
Your mechanic can handle 
a much bigger workload 
and still be free for the 
larger, more profitable jobs. 


No comebacks. You do each 
job once and your customers 
are satisfied. 

You make money on the 
sale of rebuilt units as well 
as on their installation. 


You get your customers’ cars 
back on the road quickly 

. and shops which give 
this type of service are the 
shops which are making the 
big profits year after year. 


You can make your shop a big 
profit maker just by using good 
judgment as to when it is more 
profitable to repair or to replace 
worn units with good, reliable, 
factory rebuilt units. 


It’s up to you 


As we've said, your customers may 
not know how small the difference 
in cost is between a repair job and 
a factory rebuilt unit. Your job is 
to tell them. When your mechanic 
spots a generator, starter, regulator 
or other unit which is worn or 
about to fail, point out this fact 
to your customer. Show him the 
small difference in cost and explain 
the big difference in reliability and 
the advantage of immediate re- 
placement. He depends upon you 
for this advice’. . . and expects it. 


Detailed test procedure 


Your customer also depends on 
you for a job which satisfies him 
completely. The only way to pro- 
vide this is by proper final testing 
of every installation. “When your 
installation of a generator or start- 
er is tested before it leaves your 


shop, it won’t come back.” 


For complete testing procedures, 
plus a “Quick-Check Index” to 
trouble in the charging circuit, 
send for your FREE copy of 
“Don’t Blame the Generator.” 


This 12-page, fully illustrated 
booklet is available to Service 
Shops and Jobbers east of the 
Mississippi River. 


Request your free copy from Technical Service Dept. 


ARROW ARMATURES COMPANY 


ARROW 


11 FORDHAM ROAD 


UF BOSTON 34, MASSACHUSETTS 
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to buy a car from him when he is 
their biggest competition? I don’t 
think he can. 

So I say if he thinks the factory 
parts program is profitable, let him 
get in there and send the gross 
profit he gets to the car factory, 
lose the wholesalers and people 
in that business as car buyers and 
see what he can lose and stay in 
business because he was sold a 
“bill of goods.”’ 

Whom does he expect to build 
roads—car factories or Texans? 

The dealer, his community and 
state would be better off if he 
could buy all his parts from his 
local jobber. Of course, he can’t 
buy all parts from a jobber, but 
he must buy a lot of parts for oth- 
er makes of cars he gets on trade- 
in from his jobber or another car 
dealer. If all the car dealers in 
Texas could buy all their parts 
from local jobbers, it would put 
some eight or ten million dollars 
in Texas each year. 

Seems like this would be a fair- 
sized business even for Texas. And 
think what it would mean to each 
state nationally. Of course, the 
dealer can’t do this, but he could 
buy 25 to 50% from state firms and 
the gross profit would stay in the 
state. 

C. E, SILVER, 
Silver’s, Inc 
(Parts wholesaler) 


Anyone else want to chip in his 
remarks? Just shoot along what- 


ever you'd care to say 


SHE BEAT THE RUSH! 


To beat the recently increased 
postal rates, Mrs. John D. Horne, 
wife of a Beaufort, S. C., car deal- 
er, mailed an early batch of Christ- 
mas cards to friends just ahead of 
August 1. 

She overlooked one important 
detail, however. She forgot to put 
a “Don’t Open Before Christmas” 
label on them! 

Speaking of the coastal town in 
southeastern South Carolina, a 
couple score of miles north of 
Savannah, Ga., that’s a spot to visit 
if you’re interested in seeing a 
quaint place. The sprawling Parris 
Island Marine Base is nearby to 
offer contrast to great moss-draped 
oaks which have garnished Beau- 
fort’s looks over the many genera- 
tions. 

Many visitors wouldn’t readily 
understand the “‘brogue” of some 
of the natives, but the chances are 
that they would be pleased with 
what they heard. 
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Dear Bill, 

According to the boss, 
little things that count.” 

He favored us with a little stack 
of customer complaints registered 
during the month to illustrate his 
remarks about these tremendous 
trifles. 

“I’ve been in the automobile 
business a good many years,” he 
said. “During that period times 
have changed and cars. have 
changed, but what interests me is 
the nature of our customer com- 
plaints. 

“A few years ago when auto- 
mobiles didn’t have radios, power 
steering, power brakes, automatic 
transmissions and what-have-you, 
the customer complaints were 
mostly regarding dirty upholstery, 
grease on the steering wheel and 
controls with a sprinkling of re- 
marks about our failure to deliver 
the cars when promised. 

“Nowadays when cars have all 
the automatic and complicated 
dingbats and gadgets to get out of 
whack, our complaints run along 
the line of dirty upholstery, grease 
on the steering wheel and con- 
trols, with a few remarks about 
failure to get their cars when 
promised! 

“While this situation might in- 
dicate that human nature doesn’t 
change as much as mechanical de- 
vices, it also indicates that per- 
haps while our service department 
is keeping abreast of the big 
things we are barely holding our 
own on the little ones. Not that 
we consider anything that will 
prompt a customer to register a 
complaint can be considered a 
‘little thing.’ 

“A mechanical job that is sold, 
turned out in good time and is 
then billed and collected for to 
produce a fair profit for the me- 
chanic and shop is considered good 
business. But just let that job 
generate a complaint for any rea- 
son and the profit may well fly out 
the window. 


“It’s the 
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“Once we get a complaint, some- 
one has to spend his time checking 
to see what it will take to rectify 
the mistake and make the custom- 
er happy again, providing we can. 
Then we have to do whatever it 
takes to persuade him to return 
for his future service work. Even 
with this accomplished we don't 
know what he may have cost us in 
the loss of prospective new cus- 
tomers in case he did a little 
broadcasting of his opinions before 
we nailed it down. In any case the 
profit from one or more of his jobs 
is usually lost. 

“So every man in the shop 
should study this list of perennial 
small oversights which aggravate 
the customer and lose us money, 
and then decide to do personally 
what he can to correct these 
things when he finds them. Wip- 
ing a greasy wheel or facilitating 
a delivery or whatever, is the re- 
sponsibility of everyone—not just 
the delivery man or porter or 
whomever you think will correct 
the goof. If there’s a possibility of 
a slip-up, do it yourself—and do 
it now.” 

Yrs, 
Ed. 


Chevy Fuse Accessories 


Chevrolet has issued this bulle- 
tin on fuse electrical accessories: 
The fused junction block in the 
main wiring harness should be 
used as the power tap for all elec- 
trical accessories. Internal circuits 
and power leads of all 1958 Chev- 
rolet electrical accessories (in- 
cluding radios, heaters, air condi- 
tioners, lamps, etc.) incorporate 
neither “built-in” nor “line” fuses. 
Therefore, to insure against possi- 
ble circuit damage and eliminate 
a fire hazard that would exist in a 
non-fused circuit, connect all elec- 
trical leads to designated terminals 
on the accessory junction block 
and fit the block with fuses of 
recommended capacity. 





Se 


PROHT PROBLEMS 


Solved with these 
Original Equipment Units 
Completely rebuilt 
by Arrow 


GENERATORS by Arrow 


Factory rebuilt, then work tested 
to eliminate comebacks . . . once 
correctly installed, trouble-free 
performance guaranteed. 


STARTERS by Arrow 
Rugged and reliable. Factory re- 
built . . . work-tested. Quality and 
performance guaranteed. 


STARTER DRIVES by Arrow 
All types . . , ruggedly rebuilt to 
Overcome the failures common to 
each type of drive. 


SOLENOID SWITCHES by Arrow 


Rebuilt work solenoids for all popu- 
lar make trucks, tractors, cars and 
buses. Torque-tested, performance 
guaranteed. 


Write today for complete catalog 
and descriptive literature. 


ARROW ARMATURES CO. 
11 Fordham Road, Boston 34, Mass. 


SOUTHEASTERN PLANT 
Spartanburg, S. C. 


ARROW 
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PACKARD OFFERS A COMPLETE LINE, 
COMPLETELY PACKAGED, 

WITH IMPORTANT EXCLUSIVE ITEMS, 
TO GIVE YOU MORE PROFIT! 


Whatever you are likely to need to meet any service requirement, you will find available in 
the Packard Cable line. Only Packard offers a complete, packaged line including T.V.R.S. 
cable, both in sets and in bulk; engine compartment cable; high and low tension cable; original 
equipment battery cables and terminals. Because Packard brings you a fully packaged and 
identified line, you get the added advantages of easy ordering, handling, and use. 


What’s more, Packard Cable is original equipment on more cars, trucks and buses than all 
other makes combined. The close cooperation between vehicle manufacturers and Packard 
Electric research and engineering staffs results in product advantages of great value to all 
users and sellers of Packard replacement cable products. 


You'll find these outstanding features make Packard Cable faster and easier to use; bring 
high acceptance, rapid turnover, and attractive profits. Available everywhere through the 


United Motors System. 
Packard Electric 
Warren, Ohio oo“ 


“Live Wire” division of General Motors 
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Goals Get Job Done 


(Continued from page 48) 


and drew all operations under this 
roof. Used-car reconditioning was 
separately located and we brought 
it into the fold of our main build- 
ing. We saved $1,000 in monthly 
rent by shutting down the new-car 
service department, also saving 
the expense of personnel running 
back and forth. 

Minor but unnecessary expenses 
were curtailed, such as travel and 
entertainment. For example, we 


do not fly to Detroit but write let- 
ters when there is a business mat- 
ter to straighten out. 

On innumerable occasions in the 
last year or two when a tighten- 
ing market became apparent, we 
talked to dealers in the same posi- 
tion as ourselves. We came away 
with the feeling that many dealers 
have no idea what their expense 
per department is. If they would 
take the time to break down what 
parts and service can do for them, 
they might find the time well- 
spent. 





BRAKE WORK 
AND WHEEL ALIGNMENT 
GO HAND IN HAND 


WHEEL ALIGNMENT 
SYSTEM 


is the fastest and most accurate 
complete method of alignment! 


Get your share of the big added profits 
in wheel alignment with this WJ-114 
“Twin Post” Alignment Outfit. The sim- 
plicity of operation and unrivaled ac- 
curacy of this equipment assures top 
profit on every job... complete customer 


~ tis 


satisfaction. Fast operating Gauges give 
accurate readings for Camber, King-Pin 
Inclination, Caster and Toe — all meas- 
ured from spindles. Turning radius is 
checked by floor level Gauges. 








WJ-114 “TWIN POST” LIFT ALIGNMENT OUTFIT utilizes 2 Twin 


Post Lift instead of a rack... 


and for brake and mechanical services . . 


life can be used for both wheel alignment service 


. All equipment and gauges shown on 


board (at right) are part of WJ-114 ... but also can be purchased independently 


by owners of Twin Post Lifts. 


For details on this and other Weaver Wheel Alignment Outfits consult 
your Weaver jobber or write us for Bulletin SAJ-754. 


Weaver Manufacturing Co., Springfield, Illinois, U.S.A. 


*AVER SERVICE SHOP EQUIPMENT 


Complete line includes: Twin Post Lifts . 
Type Lifts . . Unit Lifts . . Bumper Lift . 


Testers . . Brake Testers . 
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. Triple Post Lifts . 
. Car Washers . . 
. Wheel Balancing Equipment . . Jacks . 


. Single Post Roll-On, Free-Wheel and Frame 
Wheel Alignment Equipment . . Headlight 
. Wheel Dollies . . Air Compressors. 





For the one-man operation it 
might be difficult to find time to 
analyze, since demands on a deal- 
er’s time are great. As a large op- 
eration, we made time available 
with adequate personnel on hand 

We believe, furthermore, that 
many dealers are afraid of thei 
parts department. They regard 
parts a failing to 
realize parts can contribute very 
gratifyingly to profit. They turn 
the department over to a parts 
manager and pay the matter no 
further attention. If they did 
otherwise, they would have less 
obsolescence, greater turnover and 
a better showing in yearly profit. 

We have every reason to believe 
we shall meet the challenge of the 
current year and approximate last 
year’s figures. 

Analysis and maximum effort to 
meet the challenge daily are the 
basic means to a profitable sur- 
vival. 


100 Shocks Sold Monthly 


(Continued from page 45) 


necessary evil, 


conditioning unit, which has cost 
them $300 and_ up, 
spending the extra amount for 
heavy-duty shocks, though one 
side of their car sags from the ex- 
tra weight of the compressor 

Gomez refuses to install 
thing but heavy-duty on these cai 
to avoid comebacks 

It has reached a point where in 
many families the wife is the 
budgeteer. She is the one who says 
they can, or cannot, afford new 
shocks. 

“When we sell the wife,” said 
this Texan, “we can feel assured 
that we will close the sale, though 
it may be after the next pay day. 
But over half our selling involves 
selling the woman. And our best 
sales pitch is built around safety 
and excessive tire wear in selling 
shocks, which is practically all 
plus business, as no one drives in 
to have shocks checked or to buy 
new ones.”’ 


can’t see 


any- 


Chrysler Appoints Cowhey 


Appointment of J. C. Cowhey as 
director of advertising and sales 
promotion for the Chrysler and Im- 
perial Division of Chrysler Corp. 
has been announced by C. E. 
Briggs, division general manager. 
Cowhey, who succeeds B. R. Dur- 
kee, is a native of St. Louis, Mo., 
and a graduate of St. Louis Uni- 
versity. He was formerly general 
manager of a Chevrolet dealership 
in that city for four years. 
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MARTIN SENOUR 
Famous Quality Automotive Paints ; 
are ready to repair every make , — Za 


in every color ea )  ] 


\ > 


The right color at the 

right time can mean 

the difference between 

an important sale and no-sale. 

New car owners can’t wait to get rolling. 
Touch-ups or color changes must be done right, right now. : 


Whatever the car, whatever the color, whatever the finish... 
Through N.A.P.A.’s nationwide network of warehouses, stocking thousands 


of N.A.P.A. jobbers every order gets immediate attention, swift delivery! 


—=, 
Martin Senour has ready-to-go colors, matched to manufacturers’ , 
specifications, for every 1959 car on the road— domestic and 


foreign . . . for all trucks, national fleet and standard colors. 


fT r = 
| mon 


ee - ; . 
= - 7 





Once the wheels touch the ground... 


theres an automatic shift 


in paint requirements! 











“ORIGINAL” EQUIPMENT PAINT IS NOT REFINISH PAINT! WHEN A CAR LEAVES 
THE PRODUCTION LINE, TOUCH-UPS AND COLOR CHANGES MEAN DIFFERENT 
APPLICATION, DIFFERENT PROCESSING TO MATCH NEW CAR BEAUTY AND 
PAINT DURABILITY. MARTIN SENOUR PAINTS ARE DESIGNED SPECIFICALLY 
FOR REFINISH USE, FOR EASE OF APPLICATION AND PERFECT PERFORMANCE 
WITH YOUR STANDARD EQUIPMENT, IN YOUR SHOP NOT FACTORY 
PRODUCTION LINES. 


Tested and Proved... Superior! ae ees ee 
om 

Millions and millions of units of Martin Senour paints are used every F 

year with perfect results. Top shops everywhere, in all types of climates, 

now specify Martin Senour Automotive Paints for best results 


Be ready for the new car rush of '59! 


Stock the complete color line of your new models in Martin Senour 
Automotive Paints. Factory-packaged or custom-mixed by weight 
Martin Senour always matches! 


A COMPLETE REFINISHING SYSTEM FOR EVERY SHOP NEED 


HI-SOLIDS LACQUER COLORS 
DYTHO-LAC—ACRYLIC LACQUER 
SYNTHOL SPRAYING ENAMEL 


For every car, every color...this year specify 
MARTIN SENOUR AUTOMOTIVE PAINTS 


° 
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YOUR QUALITY GUARANTEE 
Martin Senour assures every color as true and lasting as original 
color. If you are not completely satisfied with the ease of application 
and finish achieved on any make car with any color—contact 
your N.A.P.A. jobber 

pen 
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WPCC ago THE MARTIN-SENOUR COMPANY | ™?* 


2500 S. SENOUR AVENUE 
SENOUR CHICAGO 8, ILLINOIS 








No “Pop-off” 


Toolmakers Epoxy Plastic Now 
Formulated for Auto Body Repair Shops 


REN PLASTIC SOLDERS 


A BETTER ‘“‘BUMP”’ JOB EVERY TIME— §=2£2_™ 

© REPAIRS 
TWO TYPES FOR COMPLETE SERVICE soe a 9 Tia 
gas lines, oil lines, 


radiator water pipes, 


Both Ren Deluxe and Ren Superfast Solders — the epoxy plastics — offer savings in | 
time, material and labor . . . offer you peak performance while working the material ' motor blocks, heads, 


and your customer gets complete satisfaction with the finished job. Just check these gas tanks, vent pipes, 
advantages compared to other filler materials. So Easy to Apply that in three simple transmission housings 


steps you're ready to paint; Safer because it does not contain highly inflammable ma- 
' FILL AND REPAIR 


Rocker Panels 

Doors 

Fenders 

Roofs 

Trunks 

FOR FRENCHING, HOODING, 
DE-CHROMING, CUSTOMIZING 


terials; Dimensionally Stable . . . Ren will not shrink, crack, rust, rot, mildew, dry 
out, “pop-off,” corrode nor check or bleed through paint; the Initial Cost is Lower 
because a 3 Ib. can has the filling capacity of 19 to 20 Ibs. of lead solder; Bonds 
Permanently and the one-to-one resin to hardener mixture Eliminates Waste. Now ask 
yourself if you can afford to be without Ren Plastic Solders another day. Because auto . 
body repair shops have two types of work problems . . . “rush” jobs and “slow” jobs 
Ren developed two epoxy solders to help control work load variation. Ren Superfast is 
the first and only fast epoxy body repair material on the market . . . it sets up in 4 

minutes while the Deluxe sets up in 2 hours. Both work along with you. EE 


PLASTICS, INC. . specialists IN EPOXY COMPOUNDING 


LANSIN 9 MICH 
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Systematized "Beating" 
(Continued from page 44) 


made the prospect by our salesman 
is put into writing on a postcard 
and mailed to the customer. A 
permanent prospect card is then 
set up in the file, with a duplicate 
card, by date, under the salesman’s 
name. Duplicates are pulled daily 
and each salesman receives the 
number of contacts he is to make 
that day. 

The card file system is main- 
tained by two persons who give 


full time to checking city car 
records, maintaining permanent 
and duplicate files and sending out 
direct-mail. As supervisor of the 
follow-up department, I also pre- 
pare advertising copy for our 
service specials and direct-mail 
items to car owners. 

Our 24 salesmen make ten calls 
each a day. On an average work- 
day, we are in touch with 240 peo- 
ple. Every morning we hold a sales 
meeting where contacts are dis- 
cussed for the day. If a salesman 
needs help, he describes what he 





ae get caps 
/ ‘ 
/ and tester now 


/ 


/ Use this Pressure Tester. 


Ce 


Show the customer 


! the leaks in his cooling system and caps. 
Easily sell many times your usual quantities 
of Pressure Caps, Hose, Gaskets, Flush Outs, 
l Sealers and other services. Special 
\ through October on these two Service 
4 Kits! Order now so you can build 
customer good will and profits. 


Write for catalog to 
STANT MANUFACTURING Co.,INC. 4 
Connersville, Indiana, 
. +. maming your jobber. 4 


used on America's Finest Automobiles as o 


~ 


~= 
tic” 
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Standard Equipment for a generation m 


- 





has done to date and calls for sug- 
gestions. Sometimes, another sales- 
man takes over. But when the sale 
is consummated, the original sales- 
man receives his commission. 

This system lets no leads get 
away. It means hard, dogged, day- 
in-and-day-out persistence, but it 
is sure-fire in results. Our sales- 
men are hardworking and put in 
from ten to 12 hours a day, but 
their earnings show it. Ten sales- 
men are $12,000-a-year men, while 
the 14 others make between $8,000 
and $12,000. 

There’s an incentive for the man 
with the highest profit deal every 
month. A big bowl of money, about 
$150 in $1 bills, goes to the win 
ning salesman. At every sale 
meeting we post the name of the 
salesman and the amount of thi 
highest profit deal. Results ar 
keenly watched by all men on the 
sales staff. By the end of the 
month, selection is from 
among 30 or so names 

We use our file when putting or 
a service special in brakes, tune 
ups, transmission, front-end align 
ment. Direct-mail prepared in ow 
office reaches the 13,000 we have 
contacted on previous occasior 
Four per cent or approximately 
500 repair orders are made u} 
from prospects in our card file 

We, like other dealers, us¢ 
newspaper, radio and even tele- 
vision advertising at times to pro- 
mote new- and used-car sales; but 
it is our systematized bush beatin; 
that sells one car in every ten 


made 


Shop Woo Program 


(Continued from page 42) 
pat 


featured in the mailings. When- 
ever the firm comes up with a new 
idea—like having a “personal” 
mechanic or its’ long-standing 
10,000-mile special—it makes sure 
that the news is carried on the 
business page of one of the local 
papers. 

Proof of the 
paign is demonstrated by the 75 t 
80% of car owners who return 
after a first visit, the majority of 
whom become steady, long-time 
customers. No effort is overlooked 
to keep the 25,000-square-foot 
service department full with its 
25-car capacity at all times. 

“With the exception of those 
customers who’ve moved away, 
died, or gotten too old to drive, 
they’re not a closed issue even 
after they’ve ignored all our invi- 
tations,” says Waring. “TI still think 
we can hook ’em and I spend 
many of my spare moments trying 


9999 


to think up a new ‘lure’! 


successful cam- 
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See Your Nearest 
DIXISTEEL 


Building Dealer 


ALABAMA 
Andalusia 
Waller Construction Co. 
Jernigan Street 
PHONE: 892 
Anniston 
The Concrete Prod. Co. 
520 West 2/st Street 
PHONE: ADams 7-209! 
Birmingham 
Atlantic Steet Co. 
Steel Building Division 
4230 |st Avenue, South 
PHONE: WOrth 1-2147 
Dothan 
Hollis & Spann, Contrac- 


tors 
202 South Alice Street 
PHONE: 5-19:0 
Huntsville 
Putnam Construction Co. 
120 Biourt Street 
PHONE: JE. 4-1242 
Montgomery 
American All-Steel 
Buildings Co., Inc. 
Rt. 5, Box 348, Wares 
Ferry Rois 
PHONE: AMherst 4-3207 
James M. Horner 
2179 Rosemont Drive 
PHONE: AMherst 4-2995 
Piedmont 
Ellis-Allen Tractor Co. 
104 North Main Street 
PHONE: Gibson 7-456! 
Tuscaloosa 
Charlies Temerson & Sons 
2104 4th Street 
PHONE: Plaza 2-1506 


FLORIDA 


Gainesville 
H. A. Lee Stee! Co. 
1800 N.E. 23rd Bivd. 
PHONE: FR. 6-774! 
Indian Rocks Beach 

E. Gentle 
20116 Gulf Bivd 
PHONE: 91-3353 
Lakeland 
Mr. George Lees, Builder 
1355'/2 Edgewood Ave. 
Orlando 
Peninsula Steel Bldgs. Co. 
109 East Pine St 
PHONE: GArden 4-409! 
Ormond Beach 
Tom Daugherty Steel 

Buildings 
646 Buena Vista Avenue 
PHONE: ORange 7-1868 
Sorasota 
Sadier Sales Company 
1027 N. Washingten Blvd. 
PHONE: RI. 7-0727 
Stuort 
Sadler Construction Co 
612 South Akron Ave. 
PHONE: 24J 


Tallahassee 

J. H. Dowling & Son 
705 West Madison 
PHONE: 2-2616 


Tompa 

Peninsula Steel Bldgs. Co. 
481! N. Westshore Blvd. 
PHONE: RE. 7-2072 


GEORGIA 


Albany 

W. Hoyt Smithwick 
2017 Palmyra Road 
PHONE: HEmlock 2-1979 


Americus 

Emmett J. Arnold 

P. O. Box 114 
PHONE: 7954 

Atlante 

Atlantic Steel Co. 
Stee! Buliding Division 
575 14th St., N.W. 
PHONE: TRinity 5-344! 


Roget 

Coffey Bldg Prod. Co. 
1463 Broad Street 
PHONE: 2-5478 


Brunswick 

Glynn lron & Steel Co. 
South End Shipyard 
PHONE: 2843 
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GEORGIA (Con't.) 

Columbus 

Steel Builders inc. 

Old Cusseta Road 

PHONE: FA. 4-2452 

Macon 

Dixie Metal Co 

2014 Riverside Drive 

PHONE: 3-7437 

Newnan 

Newnan Steel Bidg. Co. 

11) E. Washington St. 

PHONE: 1308 

Savannah 

Savannah Iron and Fence 
Corporation 

E. President St. Ext 

PHONE: ADams 4-5188 

Valdosta 

Valdosta Steel Bldgs., Inc. 

606 South Patterson St. 

PHONE: 2338 

Vidalia 

Montoya Foundry & 
Engineering Co. 

20! West 3rd St. 

PHONE: 4565 

Woycross 

Business, Inc. 

610 Alice Street 

PHONE: ATias 3-8358 


LOUISIANA 
New Orleans 
Metal Bidg. Prod. Co., Inc. 
1937 Lafayette Street 
PHONE: RAymond 3242 


NORTH CAROLINA 
Cherlotte 
Roebuck Buildings Co. 
2400 Wilkinson Blvd 
PHONE: FR. 5-1294 
Winston-Salem 
True Wall Stee! Co 
738 East 28th Street 
PHONE: PArk 3-2494 


SOUTH CAROLINA 

Columbia 

Roebuck Buildings Co. 

726 Souts Edisto Ave 

PHONE: Alpine 4-2942 

Roebuck 

Roebuck Buildings Co 

Highway 221 

PHONE: SP. 2-3155 

TENNESSEE 

Chattanooga 

Southern Sales & 
Export Co. Inc 

20'0 South Willow S¢# 

PHONE: OXford 8-2315 

Clarksville 

Thomason and Reece 

College at Second $f. 

PHONE: MI. 7-1113 

Columbia 

L. S. White & Co 

1118 South Garden 

PHONE: EVerareen 8-9123 

Cookeville 

Better Homes Con- 
struction Co. 

Cox Building 

PHONE: 693 

Jackson 

Hubert M. Owen 
Construction Co., Inc 

373 N Cumberland St 

PHONE: 2-332! 

Johnson City 

J. E. Green Co 

Division St 

PHONE: 707 

Knoxville 

Building & Utilities 
Specialties Co 

829 North Central Street 

PHONE: 5-5197 

Memphis 

Dixie Stee! Buildings, Inc 

3043 Broad Ave. 

PHONE: FA. 4-4456 


Nashville 

John W. McDougall Co., 
Inc. 

4\ist and Indiana Aves. 

PHONE: BR. 7-1530 

Leon Herlinger 

4629 Corning Drive 

PHONE: VErnon 2-1960 


COST ONLY $3.32 A SQUARE FOOT 


Complete with air conditioning 


$1.46 a sq. ft. for this 25,200 sq. ft. woare- 
house, including all accessories 


$4.00 a sq. ft. for this 6,000 sq. ft. warehouse 
and air-conditioned office 


$2.00 a sq. ft. for this 10,000 sq. ft. hanger, 
including expensive hanger doors at each end 


HOME OF 


PRODUCTS 


FREE ESTIMATES 


This 7,000 sq. ft. warehouse and 450 sq. 
ft. office of the Benton Bros. Drayage & 
Storage Co., Brunswick, Georgia, was 
completed in 40 days at a total cost of 
only $3.32 a square foot. This included 
a reinforced concrete floor 42” above 
ground level; two 10’ x 20’ canopies; 
three overhead doors; all heating, wir- 
ing and plumbing, including three toilets 
and shower; insulated, air-conditioned 
office with brick side-walls; painting. 

The Benton building is typical of the 
hundreds of DixisteeL Buildings erect- 
ed throughout the South—some for as 
little as $1.25 a square foot. 

There is a Drxisteet Building to suit 
your needs—from the smallest, to large, 
clear-span multiple units covering any 
area desired. 

Contact your nearest DixisTEeEL Build- 
ing dealer or write for descriptive lit- 
erature and details. 


Eight standard widths — 
30’ 40’ 50’ 60’ 70’ 80’ 90’ 100’ 
Lengths can be any multiple 
of standard 20’ unit 
@ Sidewall heights 10’ 12’ 14’ 20’ 


@ Multiple units of virtually 
any width, height, length 


@ NO OBLIGATION 


Steel Building Division 


Atlantic Steel Company 


575 14th St. Atlanta, Ga. e TRinity 5-3441 
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Specially designed for the 


Certified 


DRIVES LIKE A CAR! 
Simply shift to “HIGH” for normal lawn 
conditions, to “LOW” for hills and 
heavy duty. Free wheeling in “NEU- 
TRAL”. Entire front wheel drive is fully 
enclosed for dust-free operation. 


MODEL CE-318 
” 
18 TRIMMER-TYPE ROTARY 


Perfect for average needs 
Briggs & Stratton 2 h.p., 4-cycle engine. 


EASY 


FINGERTIP CONTROLS! 


ard 


Just lower hand lever to move forw 


raise lever to stop. Fingertip throttle 


controls engine choke, stop and speed 


n “HIGH” and “LOW” 


MODEL CF-320 
20” 
ALL-PURPOSE ROTARY 


Removable front guard for 
extra heavy duty. Briggs & Stratton 


h.p., 4-cycle engine 


Big capacity ideal for la 
sriges & Stratton 3 h.p., 4-cycle engine 


RUGGED 
ALL STEEL CONSTRUCTION 


NON-WINDROWING 
SIDE DISCHARGE CHUTE 


NON-SCALP WHEEL DESIGN 


DEPENDABLE BRIGGS & STRATTON 
4-CYCLE ENGINE WITH 
RECOIL STARTER 


ADJUSTABLE CUTTING HEIGHTS 
FINGERTIP THROTTLE 
NEW COLOR COORDINATED 
INISH 


22" vit ‘ 
TRIMMER-TYPE ROTARY 


rger lawn 





4 


Automotive Trade-~ 


Sensational 5-Way Multi-Purpose Motor Arm 


Saves major cost of power equipment 


aN ++ Same engine for many jobs ,.. 


| powers all these attachments / 


| 2 ~ / 
, MODEL PA- 258) I | } Ba 


Powered by : f By = 
Briggs & | % PRO 
Stratton 3 h.p., Cas f’ =—- 22” ROTARY TILLER 


\, 4-cycle engine. ! MODEL PA-260 
, 22” ROTARY MOWER 


DEL PA-259 ft » a 


9” EDGER- 
TRIMMER 


DEL PA-261 f/ f a 
ry f< "1 { 
f l i Hj 
Ga Sr Pun 
18” SNOW PLOW 


I, 
- MODEL PA-263 


20” REEL-TYPE /| y 


MOWER 
MODEL PA-262 _. 


Pa scpagey {if 





All units sold ew 


SE ETO a 


Nationally é 
Manufactured by WESTERN 
the wort large 


4 CE 


Another 
CERTIFIED EXTRA! 


FAMOUS SHOCK-ABSORBENT FLEXOR 
BLADE ...PREVENTS COSTLY ROTARY 
MOWER CRANKSHAFT DAMAGE! 
Unlike ordinary one-piece rotary blades, 
the Flexor has movable tips that swing 
back when striking a solid object. As a 
result, the impact is absorbed by the 
blade itself instead of traveling to the en- 
gine crankshaft, and the mower is free to 
continue operating. Tips snap back into 
place instantly through centrifugal force. 
Flexor Blade is shaped to airlift grass 
up for smooth, even mowing 


MODEL CA-118 
PRECISION MADE 


18"" REEL-TYPE MOWER 
Rugged all steel “box-like” construction 
Effortless fingertip operation. Powered by 
Briggs & Stratton 2 h.p., 4-cycle engine 


NEW! ALL-IN-ONE 
\ = SELF-PROPELLED 
_. 22° ROTARY TILLER 
MODEL RT-300 
Powered by Briggs & Stratton 
3 h.p., 4-cycle engine. 


LAWN SCOUT 9" GAS- (| 
POWERED EDGER-TRIMMER \; 


MODEL PE-99 Ake 
Just turn blade to trim or edge é'* 


Powered by Briggs & Stratton 
2 h.p., 4-cycle engine + 


MOST MODERN GAS CAN MADE! 
THE MONCO “FLAT-TOP” 
it stacks! 

MODEL 3246 / 1%gallon 


wOUEL 3247 a 2% gallon 








Long-Backing of Dodges 
May Delay Upshift 


ODGE Division has issued this 
bulletin: 

If a Torque Flite-equipped ve- 
hicle is operated in reverse for 
some distance, such as backing the 
vehicle out of a long driveway, 
there may be a possibility of de- 
layed upshift when the vehicle is 
driven forward. 

This condition results from the 
rear pump, running in a reverse di- 
rection, evacuating fluid from the 


rear pump, and governor circuits 
of the hydraulic control circuit. 
Then, when the vehicle is driven 
forward the rear pump may re- 
quire up to several blocks of driv- 
ing to prime the pump and charge 
the governor circuit before an up- 
shift will take place. 

As indicated in Dodge technical 
service bulletin No. D-2, dated 
Oct. 23, 1957, the front and rear 
pump check valve was reversed 
effective with transmission serial 
No. 547000 and later the bleed ori- 
fice was eliminated from the check 





YOU 


nex» 100% POWER 


to change Todays Tires! 


AIR POWER to break beads and 
ELECTRIC POWER to mount-demount tires 


BISHMAN Model 880-58 


NOW you get BOTH 


WITH A 


100% Power Tire Changer 


ELECTRIC POWER 
MOUNT-DEMOUNT 


NEW BISHMAN 880-58 ye 


100% POWER 
Tire Changer 


You need ELECTRIC POWER to dis- 
mount and mount today’s tight 
fitting tires. Use a powerful electric 
motor for this tough job to save your 
back and speed the job. 

You need an AIR POWERED bead 
breaker that will loosen BOTH top and 
bottom beads in one stroke. One that 
has very wide bead surfaces to roll 
the beads over the humps on safety 
wheels and with plenty of stroke to 
get the bead up into the drop center 
on all wheels 

You need a tire changer with a 
wheel chuck that holds any wheel or 
rim—12-13-14-15-16-17 14 


ee 
CHUCK HOLDS 
12°-172" WHEELS 


@air 
POWER 
DOUBLE 
BEAD 
BREAKER 


le: 


inch, without attachments. One that you can move; 


that needs no bolting down; that needs no extra tool racks or other loose pieces. 
You need FULL 100% POWER, not just an air power bead breaker. Then you 
can do the whole job the easiest, fastest way. You will get years of trouble free 
service, save your energy and build your business. 
You need a BISHMAN #880-58—and you'll be surprised how little extra 100% 
POWER costs. Ask your tire equipment jobber to arrange for a free demonstration. 


Other BISHMAN models from $109.50 up. 


MANUFACTURING COMPANY 


This new air powered bead loosener can be installed 
- 4 on your present Bishman Electric. Ask for /880-58B. 
SS: L441 44 Route 2, OSSEO, MINNESOTA 
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Dean Chaffin of Bozeman, Mont., 
veteran Chevrolet dealer who is 
president of the 23,000-member 
National Automobile Dealers As- 
sociation, will be the principal 
speaker at the annual convention 
of the Arkansas Automobile Deal- 
ers Association at Hot Springs 
Oct, 25-27. Carl F. Welch of Pine 
Bluff is president. 


valve. 

It is suggested that if the above- 
mentioned condition of no upshift 
or delayed upshift is encountered, 
the regulator valve body should be 
removed and the check valve 
should be installed witn the 
bleed orifice toward the rear pump 
port of the regulator valve body 
If the check valve has no bleed 
orifice, drill a 1/16” hole in the 
center of the area of the valve 
which will be placed against the 
rear pump port (away from the 
transmission center). This will per- 
mit the front pump to prime the 
rear pump circuit and provide gov- 
ernor pressure as soon as vehicle 
is driven forward after first back- 
ing up. 

Note: Rear pump clearance must 
be within recommended clearance 
specifications 


First "World Wide’ Show 
Set for Miami Beach 


HE 1959 World Wide Auto 

Show, first comprehensive 
automobile show ever to be held 
in the Miami Beach Exhibition 
Hall, Miami Beach, Fla., will be 
staged by Robert Oppenheim Ex- 
positions Feb. 27-March 8. 

Exhibitors being invited to at- 
tend are manufacturers and dis- 
tributors of foreign and domestic 
cars, sports cars, accessories, equip- 
ment, motor scooters, motorcycles, 
publishers, insurance companies 
and oil refiners. The South’s newest 
exhibition hall has 120,000 square 
feet of space. 
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New Formula “SCOTCH” Brand Masking Tape 
is the surest, fastest way to turn out top-notch two- 
tone and over-all paint jobs! Order a supply of this 


new improved tape from your jobber today! 


3M Automotive Products 


“SCOTCH” Brand 
Masking Tape goes on 
easier, makes quick work of 
tough masking jobs. Instant- 
grab adhesive holds tightly to 
give clean, sharp separation 
without paint “‘bleed”’ or creep- 
under. Strips off clean. Leaves 
no jagged edge...no messy 


adhesive residue. 





Mienesora (finine ano [Yfanuractrurine company 


eos WHERE RESEARCH IS THE KEY TO TOMORROW 
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A Complete line of 
WATER PUNPS 


The finest ever developed for... 
LONG, TROUBLE-FREE SERVICE 





Precision- Engineered — Performance-Tested 


You can install a Permite Water Pump with 
complete assurance of satisfaction—every 
time! Each water pump is specifically 
designed for the particular car, truck, bus 
or tractor application for which it is used. 
Recommend Permite to your customers as 
the quality pumps preferred by service experts 
in the trade. Like all other parts in the com- 
plete line, Permite Water Pumps are built to 
the highest engineering standards, mechan- 
ically tested and 100% vacuum tested to 
assure superior performance throughout a 
long, trouble-free life. 











Permite Water Pumps—A Part of Today’s 
Bigger and Better Line of Permite Preferred 
Parts. For the complete line, call your jobber. 


ALUMINUM INDUSTRIES, INC. - Cincinnati 11, Ohio 


rmite preferred 


by vehicle manufacturers / car and truck dealers / garage and service men / fleet operators 
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Heating, Cooling Tests 


(Continued from page 57) 


Check recirculating door to be 
sure it is closed and fresh air door 
is open. If recirculation door does 
not go completely closed, adjust 
bellcrank to door linkage. 

All doors and windows must be 
closed to simulate the operation of 
the air-conditioning system with 
100% fresh air while being driven 
at 25mph. 

Place one thermometer on the 
cowl vent opening near the center. 
Do not allow the lower end (bulb 
end) of the thermometer to rest on 
the metal grille. Place a small 
piece of wood, such as a pencil, 
under the body of the thermom- 
eter to hold the bulb end sus- 
pended in the air stream into the 
cowl vent. Place a second ther- 
mometer in the right hand dis- 
charge outlet grille in such a posi- 
tion that the thermometer reading 
can be observed from outside the 
car. In order to eliminate fictitious 
reading, make sure the bulb end of 
the thermometer does not touch 
the metal grille of the inlet. 


Establish Equilibrium 


Operate air-conditioning system 
until an equilibrium condition on 
the gauges and thermostats has 
been established. One of the most 
important factors in making the 
over-all performance test is that 
the engine must be operated at 
1,200rpm with hood down for a 
sufficient time to build up to op- 
erating temperatures and allow all 
operating temperatures for a time 
period. 

Read discharge pressure on 
gauge set. This test should be per- 
formed with the discharge pres- 
sure of from 190 to 210psi. Take 
the necessary steps to bring the 
discharge pressure within these 
limits. To increase the pressure, 
restrict the air flow across the con- 
denser by blocking the air flow 
with cardboard, paper, etc. 

A 190 to 210 pressure is for test 
purposes only. Pressure changes 
according to ambient tempera- 


necessary to wet and swing the 
thermometer the second or third 
time to assure its reading reaching 
its lowest point. With the wrap- 
ping still wet, observe and note 
this reading. 

Observe and note the cowl vent 
inlet air temperature. Observe and 
note the instrument panel outlet 
grille discharge air temperature. 

Determine the maximum allow- 
able discharge air temperature for 
the prevailing wet and dry bulb 
temperatures. If the car’s dis- 
charge air temperature is at or 


below the temperature given, the 
cooling system may be deemed to 
be delivering its rated cooling ca- 
pacity. 

If the discharge air temperature 
is above the maximum allowable, 
a heat penetration into the cooling 
system through air leaks and/or 
insulation is indicated. 

Move the control lever to the 
right to about the midway point 
Check the water valve fooler cir- 
cuit. It should be energized and the 
test light will 
Check the water 


become brighter 
valve control 





Make sure YOUR customers have.... 


e@ WORLD BESTOS “PF” (Prescribed Friction) brake lining helps 


build your reputation as a brake specialist . . . 


it’s the safest, most 


dependable lining you can put on any car. 


here’s why... 


WORLD BESTOS “PF” dry-mix brake lining sets are made up from 


7 different friction formulas... to give you exactly the Right Com- 
bination of friction qualities you need for every car that comes into 
your shop. Prescribed Friction sets give your customers longer lining 
life, positive fade control, quick recovery and Safe Stopping Power 
for today’s hazardous driving conditions. 


tures and efficiency of the entire 
system. 

Read the ambient wet bulb tem- 
perature. A wet bulb temperature 
reading can be produced by taking 
a dry bulb thermometer; wrap six 
layers of gauze bandage or clean, 
soft cotton cloth to the thermom- 
eter with a piece of string. Attach 
18” to 24” of twine, swing the 
thermometer in a circle for several 
minutes until the thermometer 
reaches its lowest reading with the 
wrapping still wet. It may be 


Get full details and prices—Call your World Bestos Distributor 


WORLD 
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lever. It should have increased If necessary, seal the evaporato! 
still higher. Move the control lever housing (on the inside of housing) 
to the “Off” position. Check the re- at the point of leakage. After <:eal- 
circulation door. It should be open ing the housing recheck for leaks. 
and fresh air door should be Note: Discharge and_ suction 
closed. If recirculation door re- pressures will vary with the am- 
mains closed, attach the yellow bient temperature and the heat 
wire to the selector switch (Fig. 2). load applied to the evaporator. 
Checking evaporator housing Normal suction pressure will vary 
for air leak: between 25 and 40psi. Normal dis- 
Remove the blower housing and charge pressure at 1,200 engine 
pour approximately one half pint rpm as indicated below: 
of water in the evaporator hous- Ambient 
ing. From inside of car check to Temperature Discharge Pressure 
see if there is any water leakage. 60° F. 100-150 psi 








STOPPING POWER 









Save Shop Time—WORLD 
BESTOS Bonded Brake Shoe 
Sets save installation time—help 
you build service volume. 












“PF'' bonded brake shoes are 
evailable in clearly labeled, 
packaged, 4-piece, single axle 
sets for all passenger cars. 





“PF'’ Segments also are pack- 
aged in 4-piece, single axle 
sets for riveting or bonding. 


or write direct to WORLD BESTOS, NEW CASTLE, INDIANA 


| BeésTos 











80° F 140-190 psi 
100° F., 190-240 psi 
110° F. 230-280 psi 


Pressure diagnosis: 

1.—High-discharge pressure: 

(a) Too much refrigerant. 

(b) Air in system. 

(c) Dirty condenser. 

(d) High ambient temperature 

2.—Low-discharge pressure: 

(a) Not enough refrigerant. 

(b) Moisture in system (expan- 
sion valve stuck closed). 

(c) Bad compressor reed valves 

(d) Expansion valve _ thermal 
bulb lost charge 

(e) Too much oil 

3.—High suction pressure 

(a) Moisture in system (expan- 
sion valve stuck open). 

(b) Bad compressor reed valves. 

(c) Expansion valve equalizer 
tube plugged. 

(d) Expansion valve’ thermal 
bulb loose in coil 

(e) Not enough oil 

4.—Low suction pressure 

(a) Not enough refrigerant 

(b) Moisture in system (expan- 
sion valve stuck closed) 

(c) Expansion valve’ thermal 
bulb lost charge. 

(d) Restriction in liquid line 

(e) Too much oil. 


Adjusting Clutch Spring 
Cited by Plymouth 


LYMOUTH Division has issued 
Pix following bulletin 

Overcenter spring adjustment 
on cars equipped with manual 
transmissions is very important to 
insure correct clutch pedal opera- 
tion. 

When adjusting an overcente! 
spring, disconnect the clutch pedal 
rod at the upper end. This can be 
easily accomplished by removing 
the spring clip from the pedal rod 
stud. Move clutch pedal to the 
floor position, then loosen the 
overcenter spring adjusting nut 
with a wrench until it is free, then 
tighten finger-tight. 

After this is done, tighten the 
adjusting nut (against the spring 
bracket) five complete turns fo! 
6-cylinder cars and seven com- 
plete turns for 8-cylinder cars 
Reinstall clutch pedal rod and clip, 
then check pedal action. 

If heavier pedal action is de- 
sired, loosen the nut one turn; if 
lighter action is desired, tighten 
the nut one turn. 


Sixty per cent of the Louisiana 
state government’s income comes 
from taxes which are paid by the 
petroleum industry. 
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Must Improve Profits 
(Continued from page 46) 


tain a greater volume than our 
competitors do. In many cases our 
factory furnishes us with our “un- 
absorbed overhead per new car 
sold,” indicating that only a small 
gross per new car sold is required 
to break even, but neglecting to 
point out that such a small gross 
profit per car will cause us to show 
a loss in our new-car department. 

So, to help show satisfactory 
earnings we automobile dealers 


should banish from our thinking 
the words “unabsorbed everhead.”’ 
They should not be allowed to be 
spoken in our places of business. 
Instead, we should require every 
department of our business to 
stand on its own feet profitwise. 
Our new-car department should 
show a net profit, our used-car de- 
partment should produce a net 
profit, and our parts and service 
departments should each produce 
a net profit. If they all show a 
profit, we cannot help but have a 
satisfactory profit. 





ad (eo, @h ial-melal- mm Alia 
| fo) -) ae oy.¥ 7-1 od dm At 


More Capacity 

for Performancel 

Every CAPAC Fuel Pump is engineered and built with 
more capacity to handle today’s high-volotile fuels 
with free, unrestricted flow. This greater capacity 
definitely reduces vapor formation . . . minimizes 
vapor lock, missing, bucking, and stalling. Install 
CAPAC — and see the difference! 


x 


A PRODUCT OF 


WELLS 


FOND DU LAC, WISCONSIN 


pump FREE! 
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Manufacturers 
of a 
Complete Line 
of Guaranteed 
Rebuilt 
Fuel Pumps 


More Capacity for Profit! 


You can buy CAPAC’s extra-profit “Baker's Dozen” as- 
sortment of 12 fast-selling Fuel Pumps plus an extra 


ASK YOUR DISTRIBUTOR 
TODAY or WRITE 


DIRECT 


MFG. CORPORATION 


Mfrs. of Automotive & Magneto Ignition Ports — Dependable Quality for ever 50 Years 





Another factor contributing to 
our low gross margins is the fact 
that our accounting systems re- 
quire us to sell our internal labor 
at prime cost rather than true 
costs. This results in our service 
departments taking a loss on in- 
ternal labor and the resulting 
lower charge for used-car recon- 
ditioning encourages our used-car 
manager to pay higher prices for 
the used cars he buys. 

Our factories design our ac- 
counting system and write our ac- 
counting manual so there seems 
to be very little we can do to 
change our accounting system. 
However, we can charge enough 
for internal labor to cover our true 
costs if we are willing to violate 
the standard accounting procedure 
issued by the factory. 

And, finally—and I think most 
important of all—is the general at- 
titude we take toward our busi- 
ness as a whole. Is our main ob- 
jective one of making a satisfac- 
tory profit or is it more important 
to us to be considered the largest 
volume operator in our communi- 
ty? Is a trip to Hawaii offered by 
our factory as a prize for selling 
more cars than other dealers 
worth more than making the 
profits we should? Can our factory 
representative flatter us, feed our 
ego and thus cause us to stock 
more cars than we should? 

Or are we afraid of reprisals by 
our factory people if we don’t buy 
the cars, parts or programs they 
have to sell? There are many, 
many little weaknesses of this sort 
which we as individuals must 
guard against if we are to improve 
our gross profit. 

I believe one of the biggest 
benefits our state and national 
dealers associations could provide 
for us dealers would be to barrage 
us with programs and propaganda 
designed to cause us to take a de- 
termined attitude to do the things 
that will increase the gross mar- 
gins we make on our sales. 

Until we do, our net profits will 
continue to be very sick. 


Ford Names Riddick 


Charles E. Riddick, Memphis, 
Tenn., district assistant sales man- 
ager for the past three years for 
Ford Division, has been appointed 
executive assistant to the South- 
western regional sales manager, 
R. R. Anfin, succeeding Lewis T. 
Warriner, recently named Mem- 
phis district sales manager. A na- 
tive of Monroe, La., Riddick joined 
the division in 1947. 
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Toledo Stee/ hydraulic valve /ifters 


Internally . . . externally . . . new Toledo 
Steel valve lifters are engineered to meet the 
more critical requirements of modern en- 
gines. Internal parts feature simplified design 
for maximum trouble-free operation. External 
parts feature the new materials, finishes and 
coatings required to combat greater valve 
spring loads, higher valve lifts and faster 
operating speeds. Toledo Steel lifters have 
been thoroughly proved in actual service. 
Each and every lifter is ‘‘performance tested”’ 
before it is packaged, 


Toledo Stee/ automatic transmission parts 


Now Toledo Steel offers you a complete line 
of quality automatic transmission parts. You'll 
like these advantages when you stock this 
new line: realistic part number listings that 
assure maximum inventory turnover . . . 
polyethylene packaging of gaskets and seals 
that permits you to see the parts, keeps parts 
factory-sealed against moisture, heat and 
other weather conditions . . . simplified 
ordering, with Toledo’s new easy-to-read 
152-page manual. 


Contact your 
Toledo Steel Distributor 
NOW! 


See your Toledo Steel Distributor for fast, 
complete, one-source service on engine, 


chassis and transmission parts. Quality TOLEDO STEEL PRODUCTS 


Toledo parts assure trouble-free repairs, 


better satisfied customers. Division of Thompson Products, Inc 


6402 CEDAR AVE. + CLEVELAND 3, OHIO 


WORLD’S FINEST AUTONOTIVE 
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POW! 


rd 


PLYMOUTH BELVEDERE, entered by W. R. 
Shadoff, Pomona, Cal., and driven by Pierce 
Venable, led Low Price Class with 48.3264 ton- 
miles per gallon at 20.0088 miles per gallon. Car 
is a V-8 with power steering and power brakes. 


CHRYSLER NEW YORKER, entered by Mel 
Alsbury, Hollywood, Cal., and piloted by George 
Alsbury, brother of the Sweepstakes winner, led 
High-Medium Price Class with 58.4928 ton- 
miles per gallon at 21.0217 miles per gallon. 
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HR OTIP “fires up” 
Straight year 


Imperial, Plymouth, and Chrysler 
victories in famous road test again 


prove Auto-Lite Resistor Spark Plugs 


with POWER TIP give top performance 


and economy at all speeds 





The Mobilgas Economy Run is engineered to test stock 
cars in all kinds of driving—fast, slow, and idling in 
traffic. And it’s no coincidence that Auto-Lite Resistor 
Spark Plugs with Power Tip again were used in 
all winning Chrysler-built cars for the third straight 
year. That’s because Power Tip is the first Spark 
Plug specially ignition-engineered to ‘“‘fire-up’’ today’s 
overhead-valve engines at all speeds. Here’s how 
Power Tip operates to give this superior performance 
in all kinds of driving... 


At low speeds, the projecting Power Tip is in 
the thick of combustion where it gets hot quicker 
and stays hot to burn fouling deposits away clean. 


At higher speeds, the projecting tip is in the path 
of the incoming air-fuel mixture where it stays cooler 
to effectively check power-robbing pre-ignition. 


Only 7 Power Tip numbers cover nearly all overhead- 
valve V-8 engines (and most 6-cylinder overhead-valve 
engines) in all these cars: Buick, Cadillac, Chevrolet, 
Chrysler, DeSoto, Dodge, Edsel, Ford, Hudson, Nash, 
Imperial, Lincoln, Mercury, Oldsmobile, Studebaker, 
Packard, Plymouth, Pontiac, Rambler. 


THE ELECTRIC AUTO-LITE COMPANY + TOLEDO 1, OHIO 








RUGGED TEST SUPERVISED BY IMPARTIAL ORGANIZATION 


The Mobilgas Economy Run, 
sponsored annually by Socony- 
Mobil, is rigidly supervised by 
observers provided by the Sports 
Commission of the United States 
Auto Club. Observers in every car 
make sure that cars operate at 
legal speeds, are never coasted, 
and observe all traffic laws. 
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Sweepstakes winner for 
in Mobilgas Economy Run 


An IMPERIAL CROWN led all other cars to 
win America’s economy championship for the 
third straight year. Driven over the 1883-mile 
course by previous champion, Mel Alsbury, 
Jr., the Imperial scored 62.7188 ton-miles a 
gallon at 20.5821 miles per gallon to win both 
the High Price Class and the Sweepstakes. 








~ AUTO-LITE PoweR TIP 
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SPRINGFIELD, MASSACHUSETTS 
‘ 1 


LAS VEGAS, NEVADA SEATTLE, WASHINGTON 
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STO} : br e Here’s why! 


Compelling message and 4-color de- 
sign convert traffic into customers. 


= 


es 


z 
7 








Proved the industry's most modern, 
Modern air-vented and expanded metal 


most effective curb sign! design bleeds off 75% of wind so sign 
a : is always working for you. 
Thousands of the nation’s busiest Hinged panels “swing & sway” with the 
stations are boosting sales with this — extra attention to your sta- 
s ‘ ion. 
giant metal sign. Car owners SEE ...STOP... Helps you sell your 3 major profit serv- 
al —" ices—MUFFLERS, BRAKES and 
and SPEND where this sign is displayed. TUNE-UPS. 
Identifies you as a Maremont Muffler 
Installer, an indication to all traffic that 
you are headquarters for Alloy-Coated 
Maremont Mufflers—the ADDED-LIFE 
line! 





CONTACT YOUR 
MAREMONT 


T j 
JOBBER TODAY! Alloy-Coated 


AWEWOWY DOUFFLERS 


the ADDED LIFE line 
MarPro, Inc., 168 N. Michigan Ave., Chicago 1, Illinois 
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Increased Front Jobs 500% 


(Continued from page 40) 


many confirming our remarks on 
vibrations they had noticed. To 
them it means we are alert to a 
car’s condition and show concern 
for the driver’s safety and main- 
tenance costs. 

We do not promote front-end 
alignment or wheel-balancing by 
newspaper or radio. No specials 
are ever put on to attract traffic. 
Alertness to what a particular car 
needs at the time it is in our hands 
is the best selling method. Personal 
contact and telephone are our 
means. 

Selling these services. brings 
sizable sales volume in tires, in 
tire rotation, front wheel bearing 
repacks. 

We believe the key to increased 
volume is a mechanic’s alertness 
and eagerness to carry out a job 
for which he will be rewarded. A 
point system provides the incen- 
tive. 


Chopped Overhead 21% 


(Continued from page 43) 


the volume of his shop to where it 
is making twice as much profit as 
before. 

We rearranged the compensation 
of our salesmen. We had always 
paid them on some sort of com- 
mission basis. They are now on a 
profit-sharing basis and get 30% 
of the profit on each new car they 
sell. On this basis they are making 
20% more money for themselves 
and making more money for 
Capitol Chevrolet. 

One of the biggest slashes we 
made was in travel and entertain- 
ment. Of course, a certain amount 
of this is necessary and it is easy 
to be so miserly with it as to lose 
a lot of business. It is also easy to 
lose one’s sense of proportions and 
squander a lot of money on enter- 
tainment and travel that doesn’t 
buy any benefits. We examined 
our practices in this category very 
closely. We decided that many of 
the expenditures in this direction 
could be eliminated. We used a 
meat ax on some of them with the 
result that in 1957 our travel and 
entertainment expense was 66- 
2/3% less than in 1953. 

In our organization we have 105 
employes. But back in 1953 we 
decided we could save on labor 
expense by rearranging our per- 
sonnel on a basis of greater ef- 
ficiency. We dispensed with some 
porters and other non-productive 
help. We also found that we could 
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operate with fewer high-cost men 
by allowing other employes on 
the payroll to take on their re- 
sponsibilities. Our expense 
was thus cut 24%. 
One of the smartest 
made was channeling all of ou 
purchases except parts through 
one person whom we might call a 
purchasing agent. He buys all ou 
supplies, machines, office furni- 
ture, shop equipment, paint, tools 
and everything else it takes to 
make a business like ours tick 
3efore making this change each 


labor 


moves we 


department had ordered its own 
needs, and one can easily under- 
stand how hard it would be to con- 
trol purchases under such a sys- 
tem. Now, everything any depart- 
ment head needs is routed through 
this purchasing agent who has all 
the supply sources at his hand, It 
is his job to scrutinize prices and 
buy at the most reasonable places 
and on the most reasonable prices 
he can obtain. 

Among other things, all the ad- 
vertising is channeled through this 
We have already 


one-man buyer 





reputation is worth much 


They buy bolts, nuts, can screws from 


Men whose time is worth upwards of 
$3.50 an hour won’t stand for inferior 


replacement parts that may save 


fractions of pennies. Their time — and 


more. 





maker of 





automotive 


Lamson & Sessions’ complete line 
of original equipment fasteners... from 
the world’s largest, most dependable 


fasteners. 


The Lamson & Sessions Co. 
5000 TIEDEMAN ROAD, CLEVELAND 9. OHIO e PLANTS AT CLEVELAND & KENT OHIO ¢ CHICAGO « BIRMINGHAM 
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shown how he was able to cut ad- 
vertising costs from $35,000 to 
$15,000 a year. 

We have always used most of 
the promotion facilities available, 
including radio, television, news- 
paper, outdoor billboard and di- 
rect mail. Our purchasing agent 
began checking each medium 
more closely to learn which radio 
program or what newspaper ad- 
vertising, etc., got best returns per 
dollar expended or which media 
didn’t pay out at all. The fact that 
our gross volume continued to in- 


crease under this saving in promo- 
tion cost indicates that he has done 
a good job. 

The savings I have mentioned 
are the most important items of 
the cost reductions that total 21% 
for all our operations. We have 
scrutinized every possible area for 
every dollar that could be elimi- 
nated from our expenditures with- 
out harmful results. I have been 
taught to believe that each dollar 
saved has just as many cents as 
each dollar earned. We are proud 
of the business we have built here 





JOE'S SHOP —_—— by Granam Hunter 











"WHATEVER IT 1S, MISTER, 
TAKE YOUR TIME FIXIN' IT —— 
NOBODY'S IN ANY HURRY!" 


motor jobs turn out sweeter 
when you install. . . 


Nanley 


airchrome valves 
and springs 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Hirsig-Brantley Co., Jacksonville; J. S. Connell 


Co., Dallas. 
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at Capitol Chevrolet. But we don’t 
expect it ever to reach the state of 
perfection where we won't be able 
to find a few dollars that can be 
saved in some phases of our opera- 
tion. 


Ford Shuffles Personnel 
At M-E-L Division 


A MAJOR realignment of the 
general sales office organiza- 
tion of the recently-formed M-E-L 
Division (Mercury, Edsel, Lincoln) 
of Ford Motor Co. has been an- 
nounced by Vice-President James 
J. Nance 

C. E. Bowie, former sales man- 
ager of Lincoln and Mercury, has 
been named to the new position of 
general sales manager of the con- 
solidated sales office, succeeding 
Joseph E. Bayne, who resigned. 
George S. Coats, Bowie’s former 
assistant has been appointed as- 
sistant sales manager. 

Sales managers for each car line 
are R. F. Williams, formerly 
Mercury market representation 
manager; N. K. VanDerzee, who 
formerly supervised Edsel sales, 
and E. F. Coll for Lincoln. H. O. 
Lund continues as manager of im- 
ported car sales, for which the 
M-E-L Division is responsible. 

“This is the final step on a series 
of moves to consolidate division 
activities that have been progress- 
ing in various areas since the di- 
vision was formed last January,” 
Nance said. “We are organized 
now to provide concentrated man- 
agement attention to each of our 
five separate car lines, while re- 
taining the advantages and effi- 
ciencies of a single top-level ad- 
ministration.” 


Commercial Net Income 
Drops Slightly 


agente net income from 
the operations of Commercial 
Credit Co. and its subsidiaries for 
the six months ended June 30 was 
$13,351,009 compared with $13,- 
419,032 for the same period last 
year. 

Consolidated gross income for 
the first six months this year was 
$84,493,763, and for the compar- 
able period last year, $84,340,787. 

Net income of the company’s 
finance subsidiaries for the six 
months ended June 30, 1958, was 
$7,603,384, compared with $8,722,- 
231 for the similar period of 1957. 
This decline was attributed to re- 
duction in sale of cars by auto- 
mobile manufacturers to dealers 
and by dealers to customers. 


SOUTHERN AUTOMOTIVE JOURNAL for September 1958 








f 
Pi 


PESS/MIST. .. 


"These Ignition Contacts 
are half worn out." 


OPTIMIST... 


"Half the life of these 
Ignition Contacts is left." 


REALIST... 
“When contacts show the slightest 
tit, pit ov oxide, | always install 
new ECHLIN Contacts for top 
engine performance." 





MOTORIST... 
“My car performs like new. 
I'm going back to that Shop 
for service next time." 








is 
€CHUN () 5. 
<¥N oo Use If .... 


ECHLIN 
tll Experts Choose It! 


ECHLIN MANUFACTURING COMPANY * BRANFORD, CONN. « U.S.A 
ECHLIN IGNITION OF CANADA LTD. + 56 CONNIE ST. « TORONTO 15, CANADA 


Automotive NEWS BRIEFS 


(Continued from page 15) 





Peter Kyropoulos said, “‘and it will 
only be supplanted by a new en- 
gine if it occupies less space, weighs 
less and is more economical to op- 
erate.” 

In addition, Kyropoulos pointed 
out, any such new engine also 
would have to be cheaper to pro- 
duce and maintain and give better 


performance. 

“To succeed, any new engine 
cannot merely break even but must 
surpass present achievements and 
it must do so in the face of con- 
tiaued improvement of present en- 
gines,’”’ Kyropoulos added. 

Kyropoulos, who is executive in 
charge of technical development 





ls 


MODEL 


COAT 


TIREMAN 


STILL ONLY 


COATS PROVEN BEST. .. COSTS LESS 


GENERAL OFFICE: 12 Depot Square, Engelwood, N. J. 
MIDWEST OFFICE: 56 West Maple Street, Chicago, Ill. 
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TIRE 
CHANGER 


Write for free literature 


ADDRESS 
INQUIRIES 
DEPT. 901 





on GM’s styling staff, was one of 
the speakers at the annual meet- 
ing of the Society of Automotive 
Engineers. 

He said the gas turbine was “here 
in a competitive form and shows 
great promise in the size range be- 
yond the diesel engine. It is coming 
up fast as a second choice with 
particular promise in the larger 
power range.” He added that he 
foresaw no promise for any other 
powerplants in the near future in 
this industry. 


FDR Dealership to Sell 
Abarth Cars and Parts 


OOSEVELT Automobile Co., Inc., 

Washington, D. C., will distri- 
bute Abarth cars and products in 
Alabama, Delaware, Florida, Geor- 
gia, Maryland, North and South 
Carolina, Virginia, West Virginia, 
Kentucky, Tennessee, Mississippi 
and Louisiana, President Franklin 
D. Roosevelt announced 

The cars, manufactured’ by 
Abarth & Co. of Torino, Italy, are 
conversions of the basic Fiat 600 
engine and chassis. Negotiations 
were completed on Roosevelt's re- 
cent trip to Turin, Italy 

The Roosevelt company also dis- 
tributes Fiat automobiles in the 
Southeastern states 

All parts, including Abarth hub 
caps and exhaust systems (with 
special mufflers), will also be dis- 
tributed from the company’s parts 
depots in Washington and Jack- 
sonville, Fla. First shipment of cars 
shown to 
early this 


was scheduled to be 
dealers and the press 
month. 


Seven Southerners Share 
De Soto's "Top Ten" 


EVEN Southern dealers shared 

De Soto’s “top ten” sales honors 
for June, with Highlander Motors, 
Inc., Baltimore, Md., in the No. 1 
spot for retail deliveries. 

Sixth place was shared by Auto- 
mobile Sales Co, Inc., Memphis, 
Tenn., and seventh by F. A. Roe- 
thke, Inc., Norfolk, Va., and Fret- 
well Motor Co., Oklahoma City, 
Okla. Kirksey Motors of Birming- 
ham, Ala., tied with another firm 
for eighth and Hollywood-Perkins, 
Wilmington, Del., placed tenth in 
the standings. 
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4e STUPENDOUS, GARCANTUAN 


1958 ADVERTISING EXTRAVAGANZA 


PRESTONE 


AMTIi-FPREEa ee 


WITH THE GREATEST TV SHOWS ON EARTH 


“wORLD PRAT ROUSE 


SERIES A 
SPECIAL” Shi | 


Gathering together in : 
one mighty TV produc- aa FEF: Exciting TV Extravaganzas of 
tion the best of basebell! Stars Who have played before the 
Crowned Heads of Europe! 


GH ye 


Daring Desperadoes fight the forces of Law and Order in the Wild West! 











Radio Campaign bianketing the nation with 
continuous announcements day after day, 
week after week over 544 stations .. . 369 


“NBC cities! 
NEWS” TL <ABBR em 


A chiller-diller full of Thrills ae oes Bringing to you from MAMMOTEL 


; 6 20 all over the id the . . 
and Chills as the Super A Rootin’, Tootin’ Two- ert sania yee Big-Page Magazine and Newspaper Cam- 


Sleuth Traps the Killer! Gun Shootin’ Saga of The docainilie-cin casiinn paign...a Gigantic Parade of Pulchritude in 
Old West! of our time! a Colossal Kaleidoscope! 


DISPLAY EARLY! SELL EARLY! PROFIT EARLY! CET ON THE BANDWAGON! 


PRESTONE >” ANTI-PREEZE 


with its exclusive MAGNETIC FILM prevents rust as it prevents freeze-ups 


* Prestone”," Eveready” .“Union Carbide” and the “Green Tag” are trade-marks of Union Carbide Corporation 
NATIONAL CARBON COMPANY > Division of Union Carbide Corporation © 30 East 42nd Street, Mew Vork 17, MY. 
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Curtice said that increased auto- 

J id . + GM E ~ e S | mobile production should “set off 

resiaent © xpec s ar ales a chain reaction throughout the 

whole economy” because so many 

To Approach 5,500,000 by Next Year _vther industries are dependent 

upon the industry. “Employment 

Festi surge of American in the level of automobile produc- will increase and unemployment 
prosperity, with domestic new tion with the start of the 1959 will decrease,” he predicted. 

passenger car sales reaching ap- model year,’ Curtice told 2,000 “As a matter of fact, our plans 

proximately 5,500,000 in 1959 and Michigan civic and business leaders in General Motors provide for re- 

8,000,000 annually by 1965, was at a “Salute to GM” luncheon. The calling 100,000 hourly rate em- 

forecast at Flint, Mich., last month luncheon was a feature of a cele- ployes to their jobs by mid-Oc- 

by President Harlow H. Curtice of bration by Flint, where General tober, and by November 1, hourly 

General Motors. Motors was born, of the firm’s 50th rate employment in the United 

“IT anticipate a marked increase anniversary this year States will reach 325.000.” 


Bottom Is Passed 





In his response to a “salute” ad- 
dress by President Harlan H. 
Hatcher of the University of Mich- 


igan, Curtice said there were “in- 
dications that the country had 
passed the bottom of the recession 
and that an upward trend ha 


ready begun in a modest way 


to the big winter tune-up market | “ii ck 


covered from the low reached in 


April,” he said. “Manufacturing 
employment in June and July rosé 
slightly for the fi ime in 18 


months, and the average factory 


TUNE-UP KITSg rat ne els Sa 
, %, increase.” 


Other encouraging ign the 
GM president said, include rising 


They sell fast! , > . ; : housing starts, retail sales, gov- 


ernment expenditures, personal in- 


v , Ps oe ad P 
Theyre installed fast! £6 come and gross national product 
hin 2 SF. . , 
fe i Curtice said he expected a “‘fur- 
(st ; ther increase in the gross national 


Both Of us make ,  “£ Oe product in the fourth quarter and 
& : 


of 2 F that this improvement will gather 
@ fast Protit!/ : 7 momentum throughout 1959.” 

4 a “If this appraisal of the near- 
term picture 1s correct, it 1s not 
unreasonable to expect that the 
automobile industry will produce 
and sell in the area of 5,500,000 
passenger cars in the domestic 
market during 1959,” he said. This 
would compare with an estimated 
4,300,000 for 1958 

The GM president expressed 
“great confidence” in the long- 
term future of the country and the 
automobile industry. He said that 
EACH TUNGSTEN “by 1965 it is reasonable to as- 
HEAVY-DUTY TUNE-UP sume that the demand for new 
KIT contains 


Ventilated. Pre-set Contact -- ; 
Points. Condenser, Rotor of 8,500,000 units annually.” 


and Feeler Gauge. Simple His optimism, he said was based 
pe siete ei menor on these expected gains by 1965 
’ ited: Growth of the nation’s population 

to over 190 million, compared with 


MS-1000-8A 174 million now; 56 million house- 
Merchandised 18 kits to a 


> a FREE metal display rack holds compared with 50 levee 
= now; a total of 73 million gainfully 
Write for Catalog TUNGSTEN CONTACT MFG. CO. + North Bergen, N. J. employed civilians; gross national 
product of 600 billion dollars com- 
pared with 428 billion now. 

(More News Briefs on Page 102) 


passenger cars will be in the area 
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VGA ble Mag “x 3 ‘ 
00 work mtr YOU... 


your customers think you are a wizard. Sluggish, tired engines gain 
new pep, act like new again. Gas and oil consumption are substan- 
tially reduced. It's no trick to get a lot of profitable ring jobs when 
you use Pedrick FORMFLEX Chrome Piston Rings. 


PEDRICK’S EXCLUSIVE "EQUALIZER" 


Today's most imitated (but not duplicated) feature in oil control 
rings. This peripheral abutment type expander exerts a soft, but 
positive and uniform pressure outward all around the cylinder well. 
It m2ans new pep and power... real oil and gasoline savings... 
even in badly worn engines. All at a price car owners will pay. 


PEDRICK’S MORE FLEXIBLE STEEL RAILS 


Because of the "Equalizer,” and its equal pressure, the ring rails can 
be made radially thinner, and therefore more flexible, increasing the 
ability of the oil control ring to conform to the cylinder walls, no 
matter how worn they are. 


PEDRICK FORMFLEX CONSTRUCTION, WITH ITS EQUAL 
PRESSURE EVERYWHERE, MEANS A MORE PERFECT SEAL 


And... compression rings and oil control ring rails are faced with 
SOLID CHROME, can be counted on to last 2 fo 4 times longer!! 


PISTON RINGS 


WILKENING MANUFACTURING COMPANY, Philadelphia 42, Pa, IN CANADA: Wilkening Mfg. Co. (Canada), Lid., Teronte 
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vothit-)a-Jah m-)>4-1-mr-lale types 


ro} M-Jalolial-mcol-t-lalaler-; 


the COMPLETE line...the QUALITY line for every replacement job 


PLUS piston pin bushings, shims, nuts and 
bolts and reconditioned and rebabbitted 
connecting rod service! No matter what type 
of engine you are working on, you know 
you can always get the right size or under- 
size replacement bearings in the black and 


Want more facts? Use Reader Service Card Page 109 


red Federal-Mogul box—and get them fast 
from your Federal-Mogul Jobber. That’s 
why most mechanics prefer Federal-Mogul 
for replacement bearings . . . and they’re as 
close as your phone .. . call your Federal- 


Mogul Jobber! 


<r 
Tf-cag 


a ey 


FEDERAL-mMocuL 


1085 Cp -29 
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Aanouncny’ 


NATIONAL’S all-new, easy-to-use 


OIL SEAL INSTALLATION TOOL 


speeds front-wheel seal installation 
on all popular cars and light trucks 


Look at these exclusive advantages! National Oil Seal Installation Tools 
are included with either of these popular 


Adapters change instantly; just snap into place National Oil Seal Service Stocks 


Tool assembles, ready to use, in 3 seconds! 

10 adapters — fits all popular front wheel seals 
New-design backing plate helps prevent seal damage 
Size range of each adapter instantly visible 

Heavy duty container; attractive grease-proof finish 


Designed and proved by National — America’s leader in 
replacement seals 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 
Detroit 13, Michigan 
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St. Louis Dealers Plan Kribs, Kribs Motors, Inc.: Jack 


November Show Heutel, Sunset Auto Co.: Ben 
Lindenbusch, 3en Lindenbusch 

HE Greater St. Louis (Mo.) Co., and Jim Evens, Evens Olds- 
Automotive Association will mobile, Inc. Association president 

hold its 4lst annual automobile is Lester Francis 

show at the Arena Nov. 21-30, ac- - — 

— to Manager Ed Hayward. NADA Veteran Green 
Chairman of the show executive * * . 

committee is Earl Lindburg of Dies in Washington 

Lindburg Cadillac Co. Other com- AY Green, retired assistant sec- 

mittee members are C. A. Gilbert, | eM rengern tas of the National 

Gilbert Buick, Inc.; M. J. Bilgere, Automobile Dealers Association, 

Bilgere Chevrolet Co.; I. F. Jordan. died recently of a heart attack in 

St. Johns Motor Car Co.; W. R. Washington, Db <. 


James C. Moore, native of York, 
S. C., and a popular speaker on 
many franchised dealer conven- 
tion programs over the South as 
general counse] for the National 
Automobile Dealers Association, 
has been given added responsi- 
bilities as administrative assistant 
to NADA‘s executive vice-presi- 
dent, Frederick J. Bell. He will 
relieve Bell of some correspond- 
ence and other office details and 
will serve as chairman of the 
NADA senior council in Bell's 
absence from Washington. 





Green entered the retail auto- 
mobile field in 1939 as office man- 
ager for Vesper Buick Co. of St 
Louis, Mo. Later he was elected 
secretary-treasurer of the St. Louis 
Buick-Pontiac Co. 

In 1934, he was invited by the 
late Fred Vesper, one of the found- 
ers of NADA, and other NADA 


Ka 


« 


| @ 
2 ; ; directors to join the association 
_ » staff in charge of trade statistics 
A ws data. Elected assistant  secre- 


tary in May 1936, he held that 


Weg a: ome position continuously until his re- 

bi ig % tirement on Dec. 31, 1956. At the 

. time of his retirement, he was the 

oldest staff member in terms of 


can often cure these 4 common troubles service, having been active in 
NADA’s operations for 23 yea 


1. excessive vibration ian 
2. clutch chatter Standard Triumph Adds 


3. hard shifting Six Southern Dealers 


DDITION of these six Southern 
4. sticking accelerator pedal aii, dee se Stand we Tri 
4 « >» ic ns < Udi = i” 


umph Motors Co.’s distribution or- 


Unnecessary work is time-consuming and costly. Yet, a repairman 
: ganization has been announced by 


often does unnecessary work because he fails to check motor 
mounts first. He spends valuable time, and the car is still not ready 
for delivery. Sometimes, there is a costly customer comeback and general sales manager of the 
So, be sure to check motor mounts on every repair job. And, if you company: 
need them, install the best. DOAN MANUFACTURING, Division Henderson Foreign & Sport 
of Anchor Industries, Inc., 1725 London Road, Cleveland 12, Ohio. Cars, Vicksburg, Miss.: Perry 


Smoak Chevrolet, Farmington, 

BsTALl oe N. M.; Foreign Cars, Ltd., Carr- 

boro, N. C.; Bill Ballentine Motors, 

4p FLOOR MATS AND Anderson, S. C.; Simco Motors, 

PEDAL PADS, TOO Greenville, S. C., and Pringle 

Motor Service, Clarksburg, West 
Virginia. 


Guy Fox, executive vice-president 
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LADY LAWYERS 
want Delco DC batteries. That’s why they’re so easy to sell 


Surveys made by three leading national publications prove that Delco is America’s 
No. 1 battery preference. And with good reason: Deleo Dry Charge batteries can’t 
get old before they’re sold, they’re priced right, and backed by General Motors war- 
ranties that are good all over the United States and Canada. And Delco is the most 
widely advertised battery today—on TV—“ High Adventure with Lowell Thomas,” on 
radio— Lowell Thomas Newscast, and full-page ads in Life, Look, Post, and Reader's 
Digest. Whoever your customers are . . . doctors, lawyers, merchants, chiefs . . . the 
verdict’s the same—it’s easier to sell Delco DC because more people know Delco DC. 


Quality built by Deico-Remy 
distributed nationally through 


General Motors leads the way—Starting with Delco Batteries 
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Seven Southerners Join 
De Soto Dealer Ranks 


. Southerners who have 
signed recent dealer agreements 
with De Soto are: 

Scallan Motor Co., Marksville, 
La.; Sadler Motor Co., Clinton, Mo.; 
Kronhart Motors, Boonville, Mo.; 
Hamilton Auto Sales, Inc., Paints- 
ville, Ky.; Milo Gordon Motor Co., 
Lawton, Okla.; Triangle Motor Co., 
Salem, W. Va., and Nuzum-Stew- 
art Motor Co., situated at Shinns- 
ton, W. Va. 


Daytona Speedway 
To Open Feb. 1 


A SPHALT laying on the new two- 
and-one-half-mile Daytona In- 
ternational Speedway at Daytona 
Beach, Fla., was expected to begin 
this month and the facility report- 
edly wil be ready for the first of- 
ficial practice session scheduled 
for Feb. 1-6. 

Inaugural racing dates have been 
set for Feb. 20-22 and the Tenth 
Annual NASCAR International 
Safety and Performance Trials will 














traffic, increase we 


TE) 5 sant 


| “POPULAR-PRICE” ASSORT cet 
ae ster Cylinder Hits ande20" 
jts. A minimum stoc" fo 
in be expande 
and-44 


“pea T 


, colorful selli ne SI gM 


ba npl 





From “popular-price” counter cabinet as- 
sortments to “king-size” flaor models, you'll 


find that EIS Repair Kit and Cylinder Assort- 
ments are just the thing to speed brake 
service. Each assortment cabinet is “tailor- 
made” to fit individual trades — all of them 
have plenty of space for ej 


‘s, ylinde 
ane 30 Switches, 
and cylinder as 
ms’ are pice available. 


pe c pecity. 25 Master 
Cylinders and 80 Wheel Cylinders. 


30 “E” Series CUP ASSORTMENT 
| Gomtains 84 sets of “E” Series Cups, 
landers and Springs - %”- 114”. 
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Gordon E. Areen (top) has been 
elected executive vice-president in 
charge of branch operations of As- 
sociates Investment Co., accord- 
ing to Robert L. Oare, board chair- 
man, who also announced appoint- 
ment of Wayne M. Singer (bottom) 
as vice-president of the company’s 
Central Division, occasioned by the 
retirement at the end of this year 
of Vice-President V. Beryl Hun- 
gate. Areen joined the company in 
1947, while Singer has served in 
various capacities with Associates 
for 28 years. Hungate has been 
with the company 26 years, the last 
11 of which he was vice-president 
in charge of the Central Division. 


be held at Daytona Beach Feb. 15 
through Feb. 19, according to Bill 
France, president of the National 
Association for Stock Car Auto 
Racing, Inc., and the Daytona In- 
ternational Speedway Corp. 

A 500-mile National Sweep- 
stakes, open to late-model Grand 
National and Convertible division 
cars, will climax the eight days of 
racing on Feb. 22. 


GM Elevates Stewart 


Byron L. Stewart, director of 
personnel for General Motors’ Del- 
co-Remy Division since 1952, has 
been appointed general manager 
of the Guide Lamp Division in 
Anderson, Ind., President Harlow 
H. Curtice announced. 
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15% more torque from 
the same air pressure 
while consuming 30% less 


air! ; NeW 
Ses the new 











(wimpact wrench! 


“Free as the air” is an expression which has little application to com- 
pressed air. Learn more about the truly remarkable efficiency of the 
new Sioux Air Impact Wrench. 





Unexcelled Performance and 


Durability.... 
té 
Si 





—— wrench 


When it comes to electric impact wrenches, here is the maximum in 
dependable power per dollar. Available in 4” or 54” drive. 





Spin nuts on or off without touching them... it’s the mew SIOUX 
NUT ACCUMULATOR 


Action of the impact wrench removes nuts and s spins them up into the PELICAN 
Pelican on a center stem. The stem will hold ten oy " or 13/16" hex nuts, pots nna 
either 7/16” or 14” thread. Reverse action spins the nuts back on. Stems AIR LOADED 
can be removed with their load of nuts and empty stems installed in their IMPACT WRENCH CENTER STEM 
place. Or, stems can be pre-loaded and placed in Pelican for assembly 
operations. 
The Pelican may be used with any 44" or 5%” 


square drive, air or electric impact wrench. LOOK UNDER 
“TOOLS— | 


ALBERTSON & CO.,INC. igo— 


SIOUX CITY, IOWA, U.S.A. 


NEW AIR IMPACT WRENCHES © NEW AIR SCREWDRIVERS © NEW “PELICAN” NUT ACCUMULATORS ¢ 
ELECTRIC IMPACT WRENCHES © DRILLS © GRINDERS © SANDERS @ POLISHERS © SCREWDRIVERS 
@ PORTABLE SAWS ® VALVE FACE GRINDING MACHINES © FLEXIBLE SHAFTS @ ABRASIVE DISCS 
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Taxes Paid by Trucking Industry Run 
Four Times Higher Than Before 1946 


Bin U. S. trucking industry is 
now paying four times as much 
in special truck taxes per year 
than in any year prior to 1946, the 
Automobile Manufacturers Asso- 
ciation reported last month. 

A breakdown of all special au- 
tomotive taxes for 1957 showed 
$2.4 billion levied on truck users 


alone, or more than combined car, 
truck and bus taxes in 1945, in- 
cluding federal excise taxes, local 
taxes and tolls, state registration, 
carrier fees and gasoline taxes. 
The tax figures were reported in 
the 1958 edition of the AMA’s an- 
nual statistical handbook, Motor 
Truck Facts, just published. A 





SPEED UP SHOCK ABSORBER REPLACEMENTS 
WITH THE SENSATIONAL 
BRIGGS ‘*NUT-CRACKER”’ 


philoos 


"“NUT- CRACKER” 


PAT. APPL. FOR 


BRIGGS “NUT-CRACKER” REMOVES OLD SHOCKS QUICKLY 


Now you can free nuts on worn stud-end shocks quicker than ever 
before with the Briggs ‘‘Nut-Cracker.’’ Gives more time for more 
installations—and more profits. This new service tool removes in 
minutes the “‘frozenest’’ nut you ever met up with. 

A few turns of the wrench and CRACK! —the nut splits, comes 
off with little effort. Works with a ratchet and socket. 


*Nut-Cracker” speeds job in under- 
hood position. No damage to custom- 
er’s car or your knuckles. 


)MPANY 
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Ample clearance 
for rear shock work too. 





Call your 
N-A-P-A Jobber 
for complete 
details. 


Find out how you 
can get this 
sensational tool 
and cash in on this 
profitable shock 
absorber business. 








Cleveland 15, Ohio 





two-page tabulation listed the 
taxes collected from trucks since 
1934 and a breakdown of truck 
taxes paid to each state. 

During the 23-year period, total 
truck taxes amounted to over $23 
billion. This figure included fed- 
eral excise taxes, local taxes and 
tolls, state registration and carrier 
fees, and state gasoline taxes. 

The new edition, with 56 pages 
of charts and tables, also covered 
such subjects as truck production, 
sales and registrations, truck uses, 
highways and employment. 

Other highlights included: 

The most new trucks, 91,990, 
were registered last year in Cali- 
fornia, with Texas second with 
72,364. California led in total 
truck registrations for the year 
with its 997,000. Texas was second 
with 826,000. They were far ahead 
of any other state. 

Seventy per cent of Florida’s 
vegetables were shipped out-of- 
state by truck and 65% of the 
Florida fruits shipped out-of-state 
were hauled by truck during the 
1956-57 season. 


Roads Hauled the Vehicles 


Eighty-five per cent of motor 
vehicles shipped from the factories 
went by highway. 

In terms of tonnage transported, 
more goods are hauled by motor 
truck than by any other medium 
of transportation. 

One million trucks are 12 or 
more years old. 

A record high of 10.9 million 
motor trucks were registered in 
the United States. 

Trucks traveled 120 
miles during 1957. 

Fuel consumed by trucks and 
motor coaches reached nearly 15 
billion gallons. 

School buses and other vehicles 
transported 10,200,000 children. 

One of every five trucks produc- 
ed in the U. S. in 1957 was export- 
ed to foreign markets. 

Motor trucks comprised 16% of 
vehicles in use and paid 33% of all 
motor vehicle taxes. Truck com- 
binations represented less than 
one per cent of vehicles, but paid 
124% of all motor vehicle taxes. 

Last year 85% of livestock and 
100% of live poultry arrived at 
major markets by truck. 

With 4,260,000 trucks and 4,- 
600,000 tractors on farms, the 
horse and mule population has 
dwindled to only 3,558,000 head. 

Employment in truck manufac- 
turing, distribution, servicing and 
use of motor trucks is 7.2 million, 
one of every ten persons employed. 


billion 
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FREE! 


HELPFUL 
| BOOKLETS 





On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL, 





101 WRITE FOR CURTIS LITERATURE 
ASSEMBLY KIT C-6—Gives full in- 
formation on Curtis Air Compressors, Ourtis 
Car Washers and Curtis Auto Lifts. Curtis 
Pneumatic Machinery Division of Curtis Mfg. 
Oo., 1988 Kienlen Avenue, St. Louis 20, Mo. 


10 MODEL NUMBER INTERCHANGE 
—Handy reference sheet with com- 
plete listing of all passenger cars by model 
number interchangeably with model name. 
Saves look-up time by including car model 
data not found elsewhere. Useful as a sup- 
plement to every automotive parts catalog. 
Kem Mfg. Co., 20-21 Wagaraw, Rd., Fair 
Lawn, N, J. 


] VENTILATED CUSHIONS — Com- 
plete merchandising program on Kool 
Kooshions, including handsome wire display 
rack, full color catalog sheets, other adver- 
tising on complete Kool Kooshion line. Kool 
Kooshion Mfg. Co., Dyersburg, Tenn. 


10 WAGNER AIR BRAKE AND RO- 

TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over-hydraulic air braking systems. Oon- 
tains an explanation of the operation of the 
Wagner Rotary Air Compresser complete 
with diagrams. cross section drawings, and 
photographs. Lists by catalog numbers com- 
ponent parts as well as field installation kits. 
Write for Catalog KU-201, Wagner Electric 
Corporation. 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


] CAP MERCHANDISER—How to in- 

crease profits by use of radiator and 
gasoline cap Merchandiser. The space saving 
Merchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Oo., 1620 
Columbia Ave., Connersville, Ind. 


10 TOOLS—''‘Seven Step’’ booklet aids 

body repair man in modernizing his 
present repair equipment or shows him how 
to purchase equipment in various steps until 
a full set has been purchased. H. K. Porter, 
Inc., 74 Foley St., Somerville, Mass. 


10 1957 EDITION OF 12 VOLT ELEC- 
TRIC EQUIPMENT FOR PASSEN- 
GER CARS—COontains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic serv- 
icing, checking and adjusting of the charg- 
ing, starting and ignition systems are dis- 
cussed. Special section devoted to trouble 
shooting of 12-volt electrical equipment. 
Technical Literature Section, Delco-Remy 
Div., Anderson, Ind. 


1 AMMCO BRAKE SERVICE, ENGINE 

REPAIR, AND HONING TOOLS 
AND EQUIPMENT —- Catalogs. describing 
the Ammeo line of brake drum lathes, brake 
shoe grinders, brake drum _ micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
in fitting honing machines, small bore 
ones, cylinder hones, cylinder surfacing 
hones, ridge reamers and torque wrenches. 
Ammeco Tools, Inc., 2110 Commonwealth 
Ave., North Chicago, Iil. 


1] SELECTION GUIDE OF SPECIAL- 

IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful to 
inexperienced operator, making it practically 


impossible to select the wrong gun or acces- 
sory for any given operation. Also has chas- 
sis drawing pointing out every part named. 
Form No. 38-808, Alemite Div., Stewart 
Warner Corp., 1826 Diversey Parkway, Chi- 
cago 14, Illinois. : 


] 12 SOUND SLIDE FILM—entitled ‘‘Au 
; tomotive Wheel Bearings’’ is the first 
in @ series of audio-visual aids designed to 
provide bearing salesmen, servicemen and 
replacement parts men with practical and 
useful information on various applications 
for ball, roller and engine bearings and on 
oil seals. Federal-Mogul Service, 11031 
Shoemaker Ave., Detroit 18, Mich. 


113 NEW BRAKES & TIPS ON TROU- 
BLE SHOOTING—A 24-page Grey- 
Rock booklet giving service information on 
brakes used on 1958 cars including the self- 
adjusting brake used on Mercury and the 
new Edsel, and the total contact brake used 
on cars in the Chrysler Corporation line. 
Also includes trouble shooting information 
on brakes on all cars, including older models. 
Grey-Reck, Manheim, Pa. 


1] 32 REASONS FOR OIL CONSUMP- 
_" TION—An easy-to-use, indexed cor- 
rective manual listing 32 major oil consump- 
tion problems and remedies. Informative, il- 
lustrated, prepared by one of the top tech- 
nical staffs in this field. Write—Oil Con- 
sumption Booklet, American Hammered, 2001 
Sanford Street, Muskegon, Mich. 


1] TOOLS FOR AUTOMATIC TRANS- 

MISSION SERVICE—Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a 
catalog supplement offered by Blackhawk 
Hand Tools, New Britain, Conn. 


] } 7 sseessve ELECTRICAL EQUIP- 

MENT CATALOG No. D-200—Ap- 
plies to automobiles, trucks, trailers, farm 
and industrial equipment. New 64-page cata- 
log covers entire field of automotive switch- 
es, connectors, wiring accessories, etc. Volt- 
age ratings are clearly specified in large type 
for all switches, and other units. Cole-Her- 
see Co., 20 Old Colony Ave., Boston 27, Mass. 


] ] BRAKE SERVICE GUIDE—Complete 

instructions for inspecting, flushing 
and bleeding the brake system. Handv trou- 
ble check chart. Write for Bulletin HU-411. 
Wagner Electric Corp., 6400 Plymouth Ave., 
St. Louis 14, Mo. 


] ] RAMCO SERVICE MANUAL — 5th 

edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble—causes of oil 
loss—pitfalls of motor-overhauling ang how 
to overcome Ramsey Corp., 3698 orest 
Park Blvd., St. Louis 8, Mo. 


12 SALES AIDS AND MERCHANDISER 

CATALOG, FORM D-227—Features 
a complete line of quality automotive elec- 
trical equipment mounted on effective ‘‘Busi- 
ness Getting’’ displays. This colorful 8-page 
catalog covers the entire field of switches, 
connectors, voltage reducers, etc., for auto- 
motive truck, trailer, bus, marine, farm, 
earth-mover and industrial equipment. Cole- 
Hersee Co., 20 Old Colony Ave., Boston 27, 
Mass. 
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] TIRE RETRUING — An illustrated 

bulletin about this newest extra 
profit service. Describes Bear ‘‘On-A-Car’’ 
Service which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. OCo., 
Dept. SAJ, Rock Island, Ill. 


1 AERO-SEAL HOSE CLAMPS—An il- 

lustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 


12 STANDARD DUTY GENERATOR 

REGULATORS—A 16-page 8% x 11 
inch booklet covering the operation and main- 
tenance of Delco-Remy regulators, (62 pic- 
tures) Contains illustrations showing various 
steps of adjustment. Will help automotive 
electricians understand and service regula- 
tors. Delco-Remy Service Department, An 
derson, Indiana. 


127 HYDRAULIC BRAKE FLUID SERV- 
ICE—HOW TO CHECK, DRAIN, 
FLUSH, REFILL, BLEED—Easy reference 
book that contains helpful service instruc- 
tions as well as detailed descriptions and 
illustrations of the latest methods and pro- 
cedures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 


12 TOOLS FOR FORDOMATIC AND 

MERCOMATIC TRANSMISSIONS — 
New 12-page catalog giving complete in- 
structions with illustrations for all tools 
necessary to adjust and overhaul Fordomatic 
and Mercomatic transmissions. New Britain 
Hand Tools, New Britain Machine Co., New 
Britain, Conn. 


13 CATALOG NO. 56 — Features more 

than 800 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 


13 MOOG RINGLINER—TIilustrated pis 

ton ring catalog carries listings and 
product information on complete line of 
Moog cast iron, partial chrome and Chrome 
Plus lines. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo. 


137 DELCO-REMY ELECTRICAL SERV 
ICE—A 20-page 8%x11-inch booklet 
covering essential steps in servicing the elec 
trical system on an antomobile Profusely 
illustrated (84 pictures). A must for the 
automotive electrician. Deleo-Remy Service 
Department, Anderson, Ind 


13 PLUG CHEK—A colerful wall banner 

showing condition of spark plugs un- 
der various driving conditions. This service 
tool is designed to assist service men in 
diagnosing spark plug heat rance problems 
The Electric Auto-Lite Co., Toledo 1, Ohio. 


] PRESSURIZED COOLING SYSTEM 

Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 


141 MOOG STREAMLINER CATALOG— 
Carries exploded views, detail illns- 
trations and listings of leaf springs, main 
leaves, spring parts, shackles. shock links. 
tie rod ends. drag links, kine bolts, coil 
springs and other coil action parts for cars 
and trucks. Moog Industries, Inc., 6650 Eas- 
ton Ave., St. Louis 14, Mo 


142 1958 MUFFLER CATALOG SUPPLE- 
MENT—Lists hich efficiency mufflers 
and dual exhaust equipment for each model 
of 1958 cars. Grand Automotive Products, 
2055 N. Ruby St., Melrose Park, Il. 


1 RADIATOR SERVICING EQUIP- 

MENT—A new 48-pace book ‘‘RBlue- 
rint For Profits’’ explains big profits serv- 
cing radiators, explains the Inland method, 
illustrates and describes Inland equipment, 
free factory trainine school. payment plan, 
ete. Inland Mfg. Oo., 1108 Jackson S&t., 
Omaha 2, Nebraska. 


14 WHAT'S THE BIG DEAL IN TIRES? 

—Informative color brochure tells tire 
dealers and service station owners how 8000 
tire dealers all over the country are making 
more money on tires than they ever thought 
possible! How? By buying direct-from-factory 
with the strongest backing in the indnetry: 
written unconditional road hazard guarantees 
up to 86 months, plus lifetime warranty. 
Vanderbilt dealers make more friends and 
build solidly for future business with an on- 
the-spot. no-red-tape. honor system adjust- 
ment policy. Vanderbilt Tire & Rubber Corp., 
404 Fifth Ave.. New York 18, N. Y. 
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with NEW 


more resistance 
to overcharge* 


greater resistance 
to undercharge* 


BATTERY 


this means 
MORE battery sales 
MORE battery profits 
with 
| LESS work for you 


j 


= 
ie. ey 


j 


ida daa 


j 
j 


NO trickle charging NO double handling 
NO messing with dangerous acids 


fff] 


fd 


WHY SILVER COBALT? 


Corrosion eats away battery grid material 

New Gould silver cobalt batteries have up to like rust eats bare steel. Coated steel lasts 
. . . . indefinitely because it doesn’t rust. Simi- 

5 times longer shelf life without trickle charg- larly, silver cobalt coats the battery grids, 


ing—they’re ready to go to work after months protecting them from corrosion. The grids 
in storage. last longer—the battery performs better— 


stays stronger longer 
Gould has a complete merchandising program 
—brochures, signs, displays—to help you sell 
more silver cobalt batteries. See your jobber 
or write 


GOULD-NATIONAL | ose | ze 
= steel rusts resists rust 
BATTERIES, INC. 
SAINT PAUL 1, MINNESOTA 
*Together overcharging and undercharging account for 80% 
of all battery failures. New Gould silver cobalt batteries ‘ . 
Unprotected battery Silver cobalt grids 


have triple resistance to overcharge, greater resistance to ‘es oe . 
undercharge, compared to SAE minimums. grids corrode ee eee 
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INFORMATION CENTER 


BOOKLETS © NEW PRODUCTS © ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts mentioned in this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on parts, equipment, accessories 
or services, just insert the appropriate key numbers of the New 
Product or Booklet listings in which you are interested. For more 
information on advertisements, just indicate the page number 


on which it appears. 
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146 — D ae _~~ TOOL—Descrip- 

q ye circular. Strips and also crimps 
Rajah terminals to ignition cable. The Rajah 
Co., 35 Verona Ave., Newark, N. J. 


149 TIRE AND ‘TUBE REPAIR MATE- 

RIALS are listed in this new 12-page 

catalog. Gives the complete line offered and 

= } a pve gee quantity in package 
e shipping weight. A 

P. O. Box 6147, Dallas, Texas. — 


152 MODEL 911 ROCKER ARM REDAC- 
ER—All technical data and operating 
procedures are contained in this bulletin. 
Also, advantage features of the Rocker Arm 
Resurfacer are clearly defined —Storm-Vul- 
can, Inc., 2225 Burbank St., Dallas, Texas. 


154 BLUEPRINT FOR PROFIT—A book- 
let with case histories of dealers and 

shops who have increased profits servicing 

radiators. Information about necessary equip- 

ment, tools and supplies needed to set up.— 

a Mfg. Co., 1108 Jackson St., Omaha 2, 
eb. 


155 MAKE MORE SALES ALL OVER 
THE LOT—Attractive 2-color folder 
shows how to increase gas, oi] and TBA sales 
ad = new ) teenage Fag steadies. Pull- 
I acuum eaner . Dept. a 
Buick St., Boston 15, Mem a tee 


156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 
oy of easy-to-follow, how-to-do a better 
ody repair job with this ‘‘miracle body 
filler that hardens like rock.’’ Easily, quick- 
ly and conveniently applied, Bondo perma- 
nently restores surfaces ‘‘like new’’ for au- 
tomotive, marine and industrial repairs of 
ae wood, Ps y concrete. Bondo 
v., aycee emica lorp., 11 
Road, Northford, Conn. tz At ae: 


CONNECTING ROD RECONDITION- 
159 ING—Bulletin for automotive shops 
describing a new simplified method of grind- 
ing and honing connecting rod caps and 
bearing bores. It gives operation details and 
full information about the new model 125 
Rodmaster connecting rod grinding and hon- 
ing machine. The new machine tool fits in 
small space on a bench and is fast and ac- 
curate. Storm-Vulecan, Inc., 2225 Burbank 
St., Dallas, Texas. 


16] COMPLETE REBUILT LINE—A 122- 
page catalog covering a complete line 
of top quality rebuilt products for automotive 
and tractor units is now available to both 
present and prospective users of the Kimco 
line. For all information write Kimeo Auto 
Products, 1520 Texas St., Memphis, Tenn. 


162 BONDO SERVICE BOOKLET—IL- 
& LUSTRATED—Describes in complete 
detail application and uses of plastic-fibre- 
glass filler for the auto body repair—show- 
ing different types of repair work and ad- 
vauseer4.. -— = to save time on body 
work. ondo v., Jayce i . 
Northford, Conn. iy naremermber re: 


163 TIRE TOOL CATALOG—Sheets show 
’ you the complete Ken Tool line giv- 
ing specifications for each. Includes expla- 
nation of how and where each tool should be 
used to most profitable advantage. Ken Tool 
Mfg. Co., 768 E. North St., Akron, Ohio, 


T AIRTEX FUEL PUMPS— New and 
, rebuilt fuel pumps. Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Til. 


1 65 SPARK PLUG SERVICE & INSTAL- 
LATION MANUAL, FORM 7K—18- 
age booklet gives type, construction, size, 
eat range, and service procedure of spark 
plugs. Also deals with — plug tools and 
special installations, analyzes service condi- 
tions, gives hints for selling spark plugs, etc. 
Champion Spark Plug Co., Toledo, Ohio. 


] CYLINDER HEAD STOCK REMOV- 

4? AL CHART — A handy pocket size 
showing year and model of car, standard 
comgusasion and the amount of cylinder head 
stock removal necessary to attain the in- 
creased ratio. Storm-Vulcan, Inc., 2225 Bur- 
bank St., Dallas, Texas. 


167 1958 HEADLAMP AND SERVICING 
; GUIDE—Includes information on fol- 
lowing: 4 headlamp systems, aiming instruc- 
tions, installation instructions, servicing di- 
rectional signals, lamp specifications on all 
domestic and foreign cars and trucks. Tung- 
Sol Electric, Inc., 95 8th Ave., Newark, N. J. 


16 CRANKSHAFT GRINDER MANUAL 
, —A colorful 8-page manual containing 
engineering, construction and operation de- 
tails of the new Storm-Vulcan model 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
new 15-A Orankshaft Grinder designed for 
fast production and precision. Storm-Vulcan, 
Inc., 2225 Burbank &t., Dallas, Texas. 


16 YOUR ANSWER TO VAPOR LOCK— 

New technical bulletin deals with va- 
por lock and hot-motor re-starts and explains 
how Filt-O-Reg helps prevent these conditions 
and increase engine efficiency. Alondra Sales, 
ie 959 Crenshaw Blvd., Los Angeles 19, 
Jalif. 


17 TO TRUE OR NOT TO TRUE—S8 

page illustrated booklet gives practi- 
cal advantages of tire truing. Shows you how 
tire rounding increases tire mileage and how 
this can be a profitable business for you. 
Bee-Line Co., Davenport, Iowa. 


17 A-1919 FUEL PUMP SHOP MAN- 

UAL—Contains the operation, test- 
ing, repair, installation and removal of fuel 
and vacuum pumps. FE. Jambor, AO Spark 
Plug Div., Flint 2, Mich. 


17 HYDRAULIC PARTS—Complete mas- 

ter catalog of the complete line of Eis 
hydraulic parts. Lists and illustrates the 
complete line of repair kits, hoses, stop-light 
switches, brake-master and wheel assemblies. 
Information complete up to 1957. Eis Auto- 
motive Corp., Middletown, Conn. 


17 OIL SEAL POSTER—Second in a se- 

ries to help yeu better understand the 
value of oil seals and the need for replacing 
with new seals. The coiorful 9” by 25” post- 
ers are done in cartoon strips for easier read- 
ing and have several illustrations showing 
importance of tight seals to good vehicle 
braking. Chicago Rawhide Mfg. Co., Service 
Sales Div., Elgin, Ill. 


17 A-1920 SPARK PLUG SHOP MAN- 

UVAL— Contains inspection, cleaning 
and installation procedures as well as spark 
plug heat range system. E. Jambor, AC Spark 
Plug Division, Flint 2, Mich. 


17 AXLE SHAFT GUIDE—Valuable free 

guide gives causes and preventions of 
axle shaft failures. The U. S. Axle Co., Inc., 
Pottstown, Pa. 


17 A-2356 SERVICE TIPS BOOKLET— 

On spark plug removal and installa- 
tion. E. Jambor, AC Spark Plug Div., Flint 
2, Mich. 


17 A-2416 OIL FILTER INSTALLA- 
- TION AND SERVICE 


MANU. —_ 
}. Jambor, AO Spark Plug Div., Flint 2, 
Mich, 


17 A-2446 CHART— (In full color). Il- 

lustrating ‘‘What Your Spark Plugs 
Can Tell You About Your Engine.’ — E, 
Jambor, AC Spark Plug Div., Flint 2, Mich. 


18 THE LAMSON NO. 56-A AUTOMO- 
TIVE CATALOG — Completely re- 
vised, illustrated reference book oF fasteners 
used daily by automotive maintenance men 
including Plated Cap Screws and Nuts—Brass 
Nuts, Expansion Plugs, Assortments, Brake 
Lining Fasteners, Bumper Bolts, Tapping 
Screws, Flat and Lock Washers. Truck eel 
Studs, Stove Bolts, Cotter Pins and many 
other items. List prices, dimensions and car- 
ton quantities are given. Lamson & Sessions 
Co., 1971 W. 85th St., Cleveland 2, Ohio. 


1 8 WHEEL COVER CATALOG NO. 57— 
Covers complete line of wheel covers 

in sizes to fit 14”, 15” and 16” wheels. 

Namsco, Inc., 833 31st Ave., Bellwood, Il. 


18 SERVICE ENGINEERING BRO- 

CHURE—A new brochure comprised 
of 14 Service Engineering articles coverin 
oil consumption problems, ring problems, o 
control problems peculiar to the modern high 
compression-high vacuum engines, piston and 
piston ring nomenc.ature and several arti- 
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cles on scuffed rings and how to avoid scuf- 
fing and scoring. Perfect Circle Corp., Ha- 
gerstown, Ind. 


] FILTER CATALOG—Offers details on 

complete line of oil, air, fuel and 
cooling system filters. Lee Filter Corp., 43 
River Road, N. Arlington, N. J. 


18 BRAKE PRODUCTS—Booklet gives 

you 20 pages full information on how 
Raybestos products lick heat and wear prob- 
lems. Includes the steps in the Raybestos 
7-point brake check. Raybestos Div., Bridge- 
port 2, Conn. 


188 ELECTRICAL TUNE-UP TESTING 
EQUIPMENT CATALOG NO. 100-DB 
—Gives full information on each testing 
equipment item in the entire Herbrand line. 
Includes details on such items as Power 
Timing Lights, Compression Guages, Neon 
Tube Timing Lights, Tachometers and oth- 
ers. Herbrand Div., Fremont, Ohio. 


] COOLING SYSTEM CLEANING — 

Bulletin titled ‘‘Cooling System 
Maintenance an Open Door to Greater Prof- 
its,’’ describes Jenny Steam Thoro-Purge the 
most modern and thorough method of reverse 
flushing cooling systems; also shows in- 
creased profits possible from its use. Write 
for Bulletin STP-5, Homestead Valve Manu- 
facturing Oo., P. O. Box 99, Coraopolis, Pa. 


191 VMC GENERATOR — New 12-page 
generator, starter, and armature spec- 
ification and application folder for passen- 
er cars and trucks including 1958 models. 
he VMO System, Atlanta 18, Ga. 


19 WIRE AND CABLE CATALOG—A 

condensed catalog of electric wire and 
cable, complete with specifications for all 
assenger cars. The Electric Auto-Lite Oo., 
Moledo 1, Ohio. 


19 1958 SALES ‘*PORTFOLIO’'’—Con- 

tains catalog sheets on YANKEE’S 
new ‘“‘Daet Series’’ Mirrors, Boat Trailer 
Lamps and Water Ski Mirror, All-Chrome 
Truck Mirrors, mirrors for foreign and sports 
cars, and other service items. Kalamazoo 
punched for filing. Yankee Metal Products 
Corp., Norwalk, Conn. 


197 SPARK PLUGS—Condensed four-page 
specification folder for passenger cars, 
including 1956 models. The Electric Auto- 
Lite Co., Toledo 1, Ohio. 


HOW TO INCREASE ENGINE LIFE 
205 90%—lIllustrated booklet tells how 
to reduce wear to moving parts and insure 
better performance from automobiles or 
trucks by explaining the air filter—the vital 
piece of equipment through which an engine 
breathes. Trea Corp., Rumford Post Office, 
Providence 16, R. I. 


THE SERVICE STORY ON SHOCK 
206 ABSORBERS—Handbook points out 
that one of every four cars on the road is 
in need of some kind of shock absorber serv- 
ice. It illustrates proper servicing procedures, 
including importance of periodic inspection 
of shock absorbers on air suspension cars. 
It is designed to simplify shock absorber in- 
stallations. United Motors Service Div., 3044 
W. Grand Bivd., Detroit 2, Mich. 


EXTRA PROFITS WITH STEAM 
209 CLEANERS—20-pace booklet show- 
ing several models of Hypressure Jenny 
steam cleaners, and illustrating many profit- 
able usages of equipment in automotive and 
allied industries. Also folder on Cooling Svs- 
tem Maintenance. Hypressure Jenny Div., 
Homestead Valve Mfg. Co., P. O. Box 348, 
Coraopolis, Penna. 


21 COLUMBUS SHOCK ABSORBERS— 

Complete catalog of Luxury-Ride and 
Velvet-Ride lines, including type needed for 
front and rear of each make, year and mode! 
car — plus numerical parts listing, installa- 
tion, bushings and washer information. Heck- 
ethorn Mfg. & Supply Oo., Dyersburg, Tenn. 


21 SHOCK ABSORBER CATALOG NO. 

$20-T-A—A 16-page listing by num- 
bers or by makes—shock absorbers for every 
automotive need—passenger cars, and some 
trucks. Monroe Auto Equipment Co., Mon- 
roe, Mich. 


21 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS— Explains in 
simple language, every detail ef Voltage Reg- 
ultors—how they work, why they are im- 
portant, how to adjust and service them. In 
16-page handy pocket size edition, with many 
working drawings to clarify and illustrate 
the text. Standard Motor Products. Inc., 
87-18 Northern Blvd., Long Island City 


N. 
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216 ‘‘BEHIND THE SCENES’’ — Facts 
and figures on how heavy duty igni- 
tion parts differ from others and why they 
are needed. ‘‘BEHIND THE SCENES” de- 
scribes how long life, peak performance are 
built into heavy duty ignition parts. Written 
in non-technical language. STANDARD MO- 
TOR PRODUCTS, Inc., 37-18 Northern Blvd. 
Long island City 1, N. Y. 


21 ROUGH IDLING — CAUSE AND 

CORRECTION—4-page bulletin lists 
common causes of rough idling and points 
out corrective measures to be taken. In- 
cludes explanation of how and why gum 
forms in carburetor and what steps are neces- 
sary to remove gum deposits. Gumout Di- 
vision, 2690 Lisbon Rd., Cleveland 4, Ohio. 


21 HOMESTEAD HOISTER—Folder de- 

scribing truck and auto front-end 
lifts, os many applications of combin- 
ing speed and safety. omestead Valve Mfg. 
Co., P. O. Box 848, Coraopolis, Penna. 


22 HYDRAULIC JACK REPAIR KITS 

are explained in detail in a new il- 
lustrated folder on JACK PACK hydraulic 
jack repair kits. For your free copy write 
Jack-Pack Mfg. Co., 2115 N. Marianna Ave., 
Los Angeles 32, Calif. 


‘‘WHAT PRICE QUALITY’’—Read 

how ignition parts should be made 
and why. ‘‘WHAT PRICE QUALITY”’ tells 
the story of the making of quality ignition 
arts. Written in non-technical language. 
tandard Motor Products, Inc., 37-18 North- 
ern Blvd., Long Island City 1, N. Y. 


223 DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS—Full in- 
formation included in our catalog sheets for 
every automotive or industrial usage. Prac- 
nag am Co., 2840 4th Ave. S., Minneapo- 
is, Minn. 


22 THE ‘‘CAMEL COOLIE’’ VENTI- 

LATED SPRING CUSHION four- 
color catalog page is now available. This 
newest product is hailed by the industry as 
a welcome addition to the Camel line. 4 B. 
Egan Mfg. Co., Muskogee, Okla. 


OIL LEAK DETECTOR — Bulletin 

shows how hooking up the bearing oil 
leak detector reveals internal engine condi- 
tions, uncovers main, rod or cam bearing 
wear, plugged oilways, starved bearings, be- 
fore tearing down the engine. Also describes 
how the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
with maintained oil pressure—one for cars, 
one for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, Mich. 


23 SIOUX TOOLS—New Catalog No. 58. 

Sixty pages. New items include Air 
Impact Wrenches, Air Screwdrivers, Valve 
Cleaners, All-Angle Drill Kit, Electric Screw- 
driver sets, and Pelican Nut Accumulators 
for use with impact wrenches. Also complete 
information on Valve Face Grinding Ma- 
chines, Valve Seat Grinders, Electric Drills, 
Hole Saws, Electric Bench and Portable 
Grinders, Wire Wheel Brushes, Flexible Shaft 
Machines, Electric Sanders, Abrasive Discs, 
Electric Polishers, Electric Impact Wrenches, 
Electric Saws and Flat Sanders. Albertson & 
Company, Inc., 3100 Lowell Avenue, Sioux 
City 2, Iowa. 


23 NEW MUFFLER TOOL INFORMA- 

TION—Tool cuts through mufflers 
without use of chisels, saws or torches. Made 
of light weight construction. it fits from 
1%” to 2%” pipe. Muffler Products Oorp., 
2808 Orawford, Houston 4, Texas. 


23 BATTERY REPLACEMENT, BAT- 

TERY BUSINESS, BATTERY MER- 
CHANDISING—For Battery service informa- 
tion, a 27-page Association of American Bat- 
tery Manufacturers Battery Replacement 
Data boook, an A.A.B.M. 1958 edition of Bat- 
tery Service Manual and A.A.B.M. Precau- 
tions Chart, ‘‘Handling of Acid Electrolyte.’' 
Independent Batt. Mfgrs. of Amer. form 
ADV-1 ‘Does Your Battery Bear This 
Signt’’, form ADV-2. ‘‘The 1.B.M.A. Plan 
for Manufactureres, Jobbers and Dealers,'’ 
and form ADV-6, ‘‘Which Battery Shall I 


Buy—Wet or Dry—Both Are Good.’'—Yo- 
= Batteries, Inc., P. O. Box 1124, Tampa, 
a. 


234 PLASTIC REPAIR KIT—6-page 
pamphlet gives details on DC-3 Resin 
and Catalyst. Includes the many uses of the 
product as well as several of the important 
— regarding the appreciation. lastics 

ivision, Dynatron Corp., 587 New Park 
Ave., W. Hartford, Conn. 


23 THE TRUTH ABOUT TUBELESS 

TIRE REPAIR—Booklet based on 
200,000 actual on-the-road test miles. Ex- 
plains in detail the things that happen to a 
tubeless tire when it is punctured and de- 
scribes the only safe, sure method of repair. 
By reading this booklet and making the re- 
pairs as described in it, you can guarantee 
that your patch will last the life of the tire. 
H. B. Egan Mfg. Co., P. O. Box 1406, Mus- 
kegee, Okla. 


23 INSTALLATION OF SHOCK AB- 
SORBERS—Detailed instructions for 

the removal and installation of direct ac- 

tion shock absorbers. Stem and loop end 

types for both leaf and coil spring installa- 

— Monroe Auto Equipment Oo., Monroe, 
ich. 


23 HOW TO OVERLOAD SAFELY— 
‘ Brochure gives tips on safe overload- 
ing. Describes the Air Lift butyl cylinders 
that fit inside the rear coil springs or that 
come equipped with own coils and are in- 
stalled between leaf spring and frame. Air 
Lift Co., 2330 W. Main St., Lansing 2, Mich. 


23 TEST REPORT—'‘‘Speed Age’’ re- 
ports on the Air Lifts which can give 

air ride on any make or model. The product 

test gives complete details on installation and 

a resume of the tests endured by air lifts. 

gaa Co., 2330 W. Main St., Lansing 2, 
ich. 


2 BATTERY SELLING AND SERV- 

ICING EQUIPMENT—Attractive 8- 
page brochure in full color gives the com- 
plete line of chargers, testers and accesso- 
ries. Includes all specifications. Fox Prod- 
gg Co., 4720 N. 18th St., Philadelphia 41, 
a 


24 BRAKE SERVICE MANUAL—A 16- 

page booklet giving complete instruc- 
tions on servicing and installation of brake 
shoe assemblies in domestic and foreign pas- 
senger car and truck brake assemblies. Imco 
Mfg. & Sales Co., 10 E. Lafayette Ave., Bal- 
timore 2, Md. 


24 BRAKE SHOE IDENTIFICATION 

GUIDE—A handy 22-page wall chart 
containing full size outline drawings of brake 
shoes and emergency brake bands with index 
and interchange numbers for domestic and 
foreign passenger cars and trucks. Imco 
Mfg. & Sales Co., 10 E. Lafayette Ave., Bal- 
timore 2, Md. 


25 RUBBER PRODUCTS—A condensed 

catalog designed for parts reference 
work just released. It contains handy sim- 
plified identification and illustrations of floor 
mats, pedal pads. motor mounts, and rubber 
bushings. Doan Mfg. Co., 1725 London Road, 
Cleveland 12, Ohio. 


262 OIL FILTER SELLING AIDS—wWix- 
O-Matic, the guide to extra profits in 
oil filter service sales. A revolutionary mer- 
chandising concept featuring minimum, con- 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selector, 
cartridge installation charge guide, dealer 
franchise, plus choice of two eye-catching, 
money-making merchandisers—floor cabinet 
or wall rack. Ask for brochure giving com- 
plete details. Wix Corp., Gastonia, N. C. 


26 AUTOMOTIVE BEARINGS— Catalog 

50-CB—a 68-page listing of connect- 
ing rods, cam shafts and main bearings for 
cars, trucks and tractor engines. Johnson 
Bronze Co., 540 8. Mills Street, New Oastle, 
Pa. 


304 ILLUSTRATED FOUR-PAGE COLOR 
POLDER—Showing the operation and 
construction features of the new Storm- 
Vulcan Turbo Blast, a parts and motor block 
cleaner, with handy specification table. 
Storm-Vulcan, Inc., 2225 Burbank St., Dal- 
las 9, Texas. 


30 KOTAFIN CRANKSHAFTS IN- 

CREASE BEARING LIFE—A new 
service booklet, ‘‘Stop Bearing Failures,’’ 
for the benefit of users of reconditioned 
crankshafts. Booklet clearly shows the cause 
of most early bearing failures, and how the 
KOTAFIN process prevents them, also 
lengthens bearing life. Storm-Vulcan, Inc., 
2225 Burbank St., Dallas 9, Texas. 


31 WAGNER BRAKE PARTS CATALOG 

—A handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of cars and trucks. Catalog 
also lists complete stock of shoe exchange 
sets, as well as CoMaX bonded lining a 
ments available to those interested in bond- 
ing lining in their own shops. Wagner Elec- 
tric Corporation, 6362 Plymouth Avenue, St. 
Louis 14, Missouri. 


31 BETTER IGNITION by Delco-Remy 

—16-page, 8%xl1l-inch booklet cov- 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will help automotive electri- 
cians understand and service ignition equip- 
ment. Delco-Remy Service Department, An- 
derson, Ind. 


32 NEW DEALER CATALOG OF MO- 

TOR REBUILDING EQUIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman's 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 9, Texas. 


3 BRAKE LINING—A new 18-page 

condensed catalog listing brake lining 
recommendations for all pular passenger 
cars, commercial cars, etc. Vehicles are listed 
by year and model. Recommendations are 
made both for riveted and for bonded lining. 
World Bestos Oorp., P. O. Box 346, New 
Castle, Ind. 


33 POWER AND MANUAL LUBRICA- 

TION IN THE FIELD is fully de- 
seribed in Lincoln Engineering Company's 
new catalog No. 75. Catalog contains all new- 
est types of grease guns, fittings and acces- 
sories for fast, clean, economica] lubrication 
of farm machinery. Lincoln Engineering 
Company, 5708 Natural Bridge Ave., St. 
Louis 30, Mo. 


33 NEW FILKO IGNITION PARTS 

CATALOG — Big 160-page catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for practically every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use. F & 
B Mfg. Co., 4248 W. Chicago Avenue, Chi- 
eago 51, Ill. 


338 AUTO LAMP SERVICING GUIDE— 
Illustrated and handy reference with 
replacement charts and instruction for aim- 
ing, adjusting, focusing, installing and serv- 
icing trucks and auto lamps. Also complete 
information on servicing directional signal 
flashers. Tung-Sol Electric Inc., 95 Eighth 
Ave., Newark 4, New Jersey. 


3 OIL, AIR, FUEL AND WATER 

FPILTERS—vValuable information on 
oil, air, fuel and water filters. Complete se- 
lection of material to help you sell, install 
and service filters. Fram Corporation, Provi- 
dence 16, R. I. 


34 HYDRAULIC BRAKE WALL CHART 

—Spiral bound listing up-to-date 
parts information for passenger cars and 
trucks, including listings for master and 
wheel cylinder repair kits, stop light switch- 
es and brake hoses. Eis Automotive Oorp., 
P. O. Box 701, Middletown, Conn. 


3 4 INTRODUCTION TO POWER STEER- 

ING—Complete explanation of power 
steering principles and advantages. 12-page 
booklet fully illustrated and diagramed. 
Monroe Auto Equipment Co., Monroe, Mich. 


361 NEW ‘‘QUICK REFERENCE’’ GAS- 
KET CATALOG —Complete, easy-to- 
find listings of Fel-Pro Gaskets for practi- 
cally all makes and models of cars, trucks, 
tractors, buses, etc. New cataloging style 
makes gasket selection simple and easy. 
Write for your free copy today. Felt Prod- 
pete Mfg. OCo., 1508 Carroll Ave., Chicago 7, 
Il. 


370 EMEROL MFG. CO.—Complete print- 
ed information on entire line: Marvel 
Mystery Oil, Marvel Inverse Top Oylinder 


Oiler, Hi-Rev Motor Tune-Up Oil. Shows 
uses, prices, description, dealer information. 
sae Mfg. Co., 242 W. 69th St., N. Y. 23, 


4] NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus- 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operaton and maintenance. Wagner 
Electric Corp. 6400 Plymouth Avenue, St. 
Louis 14, Mo. 
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GET THIS GREAT SET OF FAMOUS LIONEL reains 
7] FOR YOUR FAVORITE YOUNGSTER! 


ee WIX passes up the china, glassware and dipped silver premiums 
for the liveliest gift of all—LIONEL Trains. With this LIONEL 
set, your only problem is picking the youngsters you want to see 


overjoyed at Christmas or at birthday time. Of course, there'll be 
grown-ups too, who'll want to lend a hand as engineer! 

Qualifying to get the special LIONEL train set is supremely sim- 
ple. All you do is give your jobber a firm order for 72 WIX Oil 
or Air Filter Cartridges to be delivered as you need them this fall. 
Your jobber will then give you a certificate. You mail the certifi- 
cate to WIX and the complete set will be delivered direct for only 
$12.95 plus postage and C.O.D. charges, an actual saving of $27.65. 
There are no hidden gimmicks in this outstanding offer. You sim- 
ply sell 72 WIX Filter Cartridges this fall and the deal is yours. 
Call your jobber now and get full particulars because this offer 
ends November 10, 1958. 


WIX CORPORATION « GASTONIA, N. C. 


In Canada: Wix Corporation Ltd., Toronto 














HERE’S WHAT YOU GET... 


Lionel’s famous 2-4-2 Steam Locomotive and Tender, 
Box Car, Flat Car with Patrol Truck, Gondola with Can- 
isters, Caboose, Automatic Uncoupling Control, 6 sections 
straight Track, 8 sections curved Track, 45-watt Trans- Ong 


former, Lock-On, Lubricant and Instruction Sheet. Y ote postage and C.O.D. charges 
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A GOLD MINE 
IN A CAN.. 


MICRO-LUBE the amazing oil 
and gas additive contain- 
ing CYCLOHEXANONE, the 
only additive ever used... 
ever trusted by the U.S. Air 
Force in Flight 





NEW CAR DEALERS .. Micro-Lube is un- 


equalled as a break-in oil. It seeks engine's hot spots 
to reduce friction and cool the engine. It pene- 
trates between all friction surfaces. Cyclohexanone, 
the miracle ingredient in Micro-Lube, boils at 
340° F, which gives Micro-Lube /onger lasting 
qualities than any other break-in oil under hot driv- 
ing temperatures. 


USED CAR DEALERS 

and GARAGE OWNERS... Micro-Lube dis- 
solves sticky gums, carbon and sludge from cylinder 
walls, valves, piston rings, spark plugs, oil lines, oil 
screens and oil pumps. Cyclohexanone, the exclusive 
Micro-Lube ingredient, has outperformed all other 
additives tested by the U. S. Air Force in the clean- 
ing of aircraft engines. This makes Micro-Lube the 
ideal additive to "polish-off" a motor tune-up job 
for complete customer satisfaction and is an eco- 
nomical way to get used cars back into top running 
condition. 


MAIL THIS COUPON TODAY 


TO: MICRO-LUBE SALES 
Dept. SAJ-1 
1523 Dragon Street 
P. O. Box 10141 
DALLAS 7, TEXAS 

Gentlemen: 

[) Send us prepaid one case of 24 pint cans of MICRO-LUBE, so 
re can test it ourselves. Enclosed find $18.00 in check or money 
order. 

CJ Send us complete information. 











PLEASE CHECK SQUARES AND PRINT NAME AND ADDRESS 
We are [] New Car Dealer () Used Car Dealer [) Automotive Jobber 


) Fleet Operator () Garage Owner. 


Want more facts? Use Reader Service Card Page 109 


AUTOMOTIVE JOBBERS ... Territories are 
open throughout the U. S. for aggressive, well-fi- 
nanced jobbers to handle Micro-Lube. It is patented 
(Reg. U. S. Patent No. 2389608) . . cannot be dupli- 
cated in performance and is a terrific seller and re- 
peat item. Micro-Lube retails @ $1.25 per pint 
can . . 35¢ per 4 oz. can, and its profit structure, 
based on quantity discount, makes Micro-Lube a 
real money maker. For bulk orders Micro-Lube is 
available in 5, 15, 30 and 55 gallon drums. 


FLEET OWNERS... Write today and get the 
story on how Greyhound, Braniff International Air- 
ways, Neiman-Marcus, Remington Rand, Inc. and 
others have cut their fleet operation with Micro- 


Lube. 


MICRO-LUBE carries a money-back guaran- 
tee to work perfectly in internal combustion 
engines. Micro-Lube contains no animal or 
vegetable oils, no sulphur, solids, kerosene or 
other ingredients harmful to metals and seals 


in gasoline or diesel engines. 


MICRO-LUBE SALES 
DALLAS, TEXAS 
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600—Belt Sander 


A 3” heavy-duty belt sander, said 
to provide dustless sanding for both 
synthetic resin and lead methods of 
body refinishing and repair, has been 
announced by The Black & Decker 
Mfg. Co., E. Pennsylvania Ave., Tow- 
son 4, Md. 

Unit attached to any standard in- 
dustrial or domestic vacuum cleaner 


eliminates over 90% of the paint-dust 
and fine metal powder, it was claimed. 
Belt sander is built for continuous, 
heavy-duty use and is driven by a 
special motor to deliver a sanding 
power of 1,600 surface feet per min- 
ute. A foolproof timing-belt-drive re- 
portedly provides smooth, quieter op- 
eration and requires no lubrication. 
Other features include a flush side 
that permits accurate sanding up to 
any vertical surface, extended front 
pulley for work on contours and 
small radii, tracking knob and large 
front knob for optimum control and 
excellent balance for less operator 
fatigue, the manufacturer said. 

Want more info? Use coupon on 

page 109 and you will get it! 


601—Truck Headlamps 


Truck headlamps, which reported- 
ly will withstand 10 times more shock 
because of a new filament wire de- 
veloped by its engineers, have been 
announced by the Lamp Division, 
Westinghouse Electric Corp., Bloom- 
field, N. J. 

The “M” wire is said to improve 
beam intensity, give longer life, 
greater driving safety and lower 
maintenance costs. 

Want more info? Use coupon on 

page 109 and you will get it! 


602—Body Repair Manual 


“Modern Auto Body Repairing,” a 
22-page booklet describing the latest 
improvements in car body repairing, 
including the more familiar metal 
solder method and the new resin 
method, and announcing a belt sand- 
er for comparatively dust-free sand- 
ing, has been published by The 
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NEW PRODUCTS 


AND CATALOGS 


Black & Decker Mfg. Co., E. Pennsyl- 
vania Ave., Towson 4, Md. 
Want more info? Use coupon on 
page 109 and you will get it! 


603—Tool Catalog 


A 112-page catalog of shop and 
mechanics’ hand tools, illustrated 
and indexed, containing full details 
of its tools, including the “Anal-0- 
Scope” engine analyzer, tune-up 
meters, gauges, testers, automatic 
transmission tools, wheel aligners and 
balancers, hydraulic service and body 
repair jacks, pullers, valve and valve 
seat grinders, tool chests and tool 
cabs, wrenches, sockets, pliers, screw- 
drivers, etc., has been published 
recently by the Snap-on Tools Corp., 
8028 28th Ave., Kenosha, Wis. 

Want more info? Use coupon on 

page 109 and you will get it! 

(More New Products on page 118) 








the GREAT 


CHOICE in 


worm-drive hose clamps 


where quality is crucial! 
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Performance 
guaranteed’ 
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KEIO! 


(extra 10% discount that is) 


during SEPTEMBER 
OCTOBER 
NOVEMBER 











Get ready for anti-freeze season. Before adding 
anti-freeze, all cars should be treated with Mac's 
Cooling System Cleanser and Mac’s Sealer and 


ae 9 Stop Leak to help insure against loss of anti-freeze 

eq MACS from clogged radiators, small leaks or seepage. 

7 » Most cars need this Mac’s treatment to condition 
he the cooling system after heavy summer use. 


ROK 


~~ 


Save time and make money by using Mac's Cooling 


4 
. ty) COO l / NG System Cleanser as a fast flush. 


% SYSTEM 
~ CLEANSER 


10% ADDITIONAL 
PROFIT FOR YOU! 


“ve 


$ eft! 
Rust. Sludge . Scale ...in on oP 


ee 
ee aad 


MAC’S COOLING SYSTEM CLEANSER e) 3 
MAC’S 
SEALER 

AND 
$38 STOP LEAK 

MAC’S SEALER AND STOP LEAK ’ 


$ 552 
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New Products 
(Continued from page 115) 





604—Alignment Rack 


A line of “roller bearing mounted” 
adjustable alignment racks, said to 
be “quick-set’ to take on small 
foreign and sport cars as well as 
large American cars and pickups, has 
been introduced by J. H. Bender 
Equipment Co., 5430 Tweedy Blvd., 
South Gate, Calif., and 2315 No. 26th 
St., Birmingham, Ala. 

_ “Adjust-Easy” racks are available 
in floor models and the illustrated 


pit model. They feature roller bear- 
ings mounted under the movable 
side that rolls back and forth on 
guide rails (circle) to the desired 
width and locks in position. Racks 
accommodate tread widths from 38” 
to 62” and are manufactured to the 
same dimensions as the company’s 
stationary racks, permitting conver- 
sion by exchanging the legs on one 
side. An opening on the movable side 
allows the crossbeam io telescope in 
and out. 

Want more * 

page 1059 


“<? Use coupon on 
id you will get it! 


605—Nut-rreeing Tool 


A tool which reportedly frees fro- 
zen nuts instantly from rusted or 
corroded stud-end shock absorbers 
has been announced by The Gabriel 
seo 1148 Euclid Ave., Cleveland 15, 


Made of alloy steel, tool operates 
with an ordinary socket and ratchet. 
A few turns of the driving head re- 
portedly splits the nut so that it can 
be removed with little effort. With a 
bite on each side, the nut falls off in 
two pieces, according to the company. 

Want more info? Use coupon on 

page 109 and you will get it! 


606—End Lift Jack 


An end lift jack which has a ca- 
pacity of over 3,000 lbs., an adjustable 
spread of up to 52” and which report- 
edly will raise all cars to maximum 
height of 31”, has been announced by 
Watervliet Tool Co., Inc., Albany, 
N. Y 


The “Iron Horse” has a forward 
reach of 15”, allowing jack to lift the 
vehicle directly from brackets to lift 
pads. No part of the jack comes in 
contact with bumper or grille of the 
vehicle, it was claimed. Jack is also 
equipped with 2 positive safety lock 
features and is completely portable. 
Optional attachment permits its use 
for one-man removal and installation 
of springs and shock absorbers, as 
well as other jobs. 

Want more info? Use coupon on 

page 109 and you will get it! 


607—Silicone Neutralizer 


A product said to prevent fisheyes 
due to silicone contamination, when 
added to automotive enamels, lac- 
quers and acrylic finishes, has been 
announced by Ditzler Color Division 
of Pittsburgh Plate Glass Co., 8000 W. 
Chicago Ave., Detroit, Mich. 

“Fisheye Preventer” neutralizes the 
silicone, preventing cratering or fish- 
eyeing of finish, and in addition re- 
portedly improves gloss, flow, mar re- 
sistance and water-spot resistance. 
Product will be available in 2-oz. and 
8-oz. containers with a plastic dis- 
penser that releases the exact amount 
required for one quart of paint, the 
manufacturer said. 

Want more info? Use coupon on 

page 109 and you will get it! 


608—Wheel Dollies 


A complete line of wheel dollies 
for bus and fleet trucks, equipment 
dealers, etc., to remove, replace, lift 
and transport heavy single or dual 
truck and bus wheels, has been an- 
nounced by Blackhawk Mfg. Co., 5325 
W. Rogers St., Milwaukee 46, Wis. 

Besides offering protection of grease 
retainers and bearings, dollies also re- 
portedly save up to 80% in time and 
labor by completely’ eliminating 
greased plate or tin methods. Line in- 





cludes a mechanical unit, “Model 
WD-10,” and 2 hydraulic units, 
“Models WD-20 and WD-30,” all units 
of which have large 4” swivel wheels 
and 3-point suspension for extra ma- 
neuverability on asphalt or uneven, 
rough floors or pavement, A leveling 
adjustment screw on every unit al- 
lows rear whee] to raise or lower 2” 
to align wheels perfectly to axle shaft, 
it was claimed. Constructed of strong 
steel tubing, dollies have roller lift- 
ing arms which allow the wheels to 
rotate for quick positioning of bolt 
holes. ““WD-10” handles 1,500-lb.-ca- 
pacity loads and all diameter wheels, 
while “WD-20” is a 1,500-lb.-capacity 
dolly powered by a 142-ton hydraulic 
unit. “Model WD-30” is equipped with 
a 3-ton hydraulic unit that handles 
all single and duals up to 2,600 
pounds. 
Want more info? Use coupon on 
page 109 and you will get it! 


609—Gasket Catalog 


Its 1958 quick reference gasket cat- 
alog, containing all late-model list- 
ings and including all explanatory in- 
formation with the part number for 
easy usage, has been published by 
Felt Products Mfg. Co., 7450 North 
McCormick Blvd., Chicago 80, Ill. 

Want more info? Use coupon on 

page 109 and you will get it! 


610—Engine Parts Catalog 


A catalog of small-engine ignition 
parts, said to be the first complete 
listing of these parts available to the 
automotive trade at full automotive 
discounts, designed for quick, simpli- 
fied reference, ignition parts listings 
for all popular makes sectionalized in 
a “small engine applications guide” 
according to type of equipment, each 
alphabetized section listing the engine 
manufacturer, his magneto model 
number and “Filco” replacement con- 
tacts, condenser and coil required for 
each specific engine, has been pub- 
lished by F & B Mfg. Co., 4248 W. 
Chicago Ave., Chicago 51, Il. 

Want more info? Use coupon on 

page 109 and you will get it! 


611—Tool Set 


A general-purpose set of 232 tools, 
complete with tool chest, drawer sec- 
tion and roll-cab, each tool designed 
for regular use in day-to-day service 
and repair work, has been announced 
by Snap-on Tools Corp., 8028 28th 
Ave., Kenosha, Wis. 

Set contains socket wrenches, com- 
bination wrenches, half-moon and 
dwarf “boxockets,” combination 
wrenches, ignition wrenches, tappet 
wrenches, hex head wrenches, pliers, 
standard and Phillips tip screwdriv- 
ers, chisels and punches, “Torgo- 
meter,” soldering gun, hacksaws, 
tinner’s snips, vise grip wrench and 
many other tools, including ball peen 
hammers and plastic hammers and 
brake-adjusting tool, electric circuit 
tester, etc. 

Want more info? Use coupon on 

page 109 and you will get it! 


612—Warning System 


A warning system for use with dry- 
type air cleaners, consisting of a sen- 
sitive vacuum switch that actuates a 
dash light when the cleaner becomes 
clogged and excessive vacuum builds 
up in the intake manifold, has been 
announced by McQuay-Norris Mfg. 
Co., 2320 Marconi Ave., St. Louis 10, 
M 


0. 
Switch is housed in a lightweight 
aluminum housing, completely resist- 


| 


ant to corrosion, dirt, water and oil. 
It is guaranteed to function properly 
under severe vibration and can be 
mounted in any position with a “4” 
male threaded pipe boss. It has been 
proved reliable in all temperatures 
up to 250° F., according to the com- 
pany. Adjustment reportedly can be 
made within the vacuum range of 
5 to 30” of water, either at the fac- 
tory or in the field. 

Want more info? Use coupon on 

page 109 and you will get it! 
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613—One-End Lift 


A 1%%-ton, air-operated, one-end 
lift, “No. 95,” said to lift all cars to a 
height of 31” quickly, safely and 
without damage, featuring an extra 
deep 14%” forward reach to clear 
all bumpers and chrome, has been 
announced by Walker Mfg. Co. of 
Wisconsin, 1201 Michigan Blvd., Ra- 
cine, Wis. 

Extra bumper clearance allows the 
saddles to reach under and firmly 


grip the bumper brackets or lifting 
pads on even the longest cars, it was 
claimed. Saddles adjust from 16” to 
57”, while controls are grouped with- 
in fingertip reach. Twin safety locks 
provide protection from accidental 
lowering. Spring-loaded front posi- 
tioning wheel reportedly assures fast 
spotting. Rear wheels are pressure- 
lubricated for smooth rolling and 
longer life. A “Hi-Lift’” adapter, 
available as an accessory, converts 
the “No. 95” into a jack for use un- 
der a lift and provides a lifting range 
from 52” to 75”, according to the 
manufacturer, 

Want more info? Use coupon on 

page 109 and you will get it! 


614—Tailpipe Tool 


The “MT-3” muffler-tailpipe cut- 
off tool, designed to cut through ex- 
haust pipes, tailpipes and muffler 
connections quickly, even in hard-to- 
reach areas, has been introduced by 
Lisle Corp., 807 E. Main St., Clarinda, 
Iowa. 

The device features 4 knife-edged 
cutting wheels which cut the pipe 


when rocked back and forth through 
one-third revolution, it was claimed. 
A threaded handle facilitates fitting 
the tool to the pipe and keeping ten- 
sion on the cutting wheel. 
Want more info? Use coupon on 
page 109 and you will get it! 


615—Pin Inserter 


Pin inserter, “Model B-190,” for 
assembling and disassembling all 
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press-fit-type connecting rods used in 
Chrysler Corp, engines through 1958, 
has been introduced by Sunnen Prod- 
ucts Co., 7910 Manchester r, St. Louis 
17, Mo. 

An adapter set may be used with 
“B-12” model to assemble and ais- 
assemble press-fit rods on all 1958 
General Motors and Ford engines. An 
adapter set is also available for Amer- 
ican Motors engines. Inserters report- 
edly remove the wrist pin in one op- 
eration and reassemble the piston, 
rod and pin in one operation. They 
will not collapse the piston or cock 
the rod during assembly, it was 
claimed. 

Want more info? Use coupon on 

page 109 and you will get it! 


616—Filter Cartridge 


A crankcase vent tube filter cart- 
ridge, a dry-type replacement ele- 
ment expressly made for all 1952-57 
models of Ford, Mercury and Lincoln 
cars, has been announced by Wix 
Corp., P. O. Box 47, Gastonia, N. C. 

Constructed with welded wire 
mesh inner and outer wrapping, cart- 
ridge features the company’s “pre- 
scription filtration” to keep dirt, dust 
and grit from contaminating engine 
lube oil, the manufacturer said. It is 
individually boxed and includes the 
necessary gasket for installation, the 
announcement said. 

Want more info? Use coupon on 

page 109 and you will get it! 





Rust Master’s ‘ 
NEW vouste-sarreten OFFERS 


you’re a WINNER... 


EVERYTIME! | 


$4080 VALUE! 


$950 Value! 
FREE! * This 


Wrist Watch is yours FREE with 
every 6 Cases of Rust Master 
Royal! Lustrous White Gold 
Filled with Sperry Hand-Cut * 
Diamonds . . . 17 Jewel. . 
Matching Expansion Bracelet. 


. former, 
™ mings, 


FREE! FREE GOODS ! 


Genuine LIONEL 4- . 

\ Car Steam Freighter, com- An 11 for 10 Deal! With 

ce plete with 

_and all the trim- 

eS Cones, pg By t ~ Royal. Think of it! 100% 
Royal! Just the thing for 
the kids in your life! 


track. * trans: every 10 Cases of Rust 
H Master Royal, you get 1 
case FREE of Rust Master 


profit on your free case! 
o 


(i SEALITE/ 


+ CE OY tee oe = 


RUST MASTER ROYAL PROTECTS YOUR COOLING SYSTEM FOUR WAYS! 


1, Cleans all rust and scale 
out of the cooling system 
quickly, keeping minute par- 
ticles in suspension where 
they are absolutely harm- 
a, Rust- ‘irae the system 
or 


WHAT RARE BEAUTY! 


2. Stops all radiator leaks, 
sealing tight, in just three 
minutes. 

. Improves water circulation 
by opening up the cooling 
system. 

. Lubricates the water pump, 
insuring noiseless operation. 


One Solid Copper WEST BEND Stein | 
. . Early American style, ideal as a 
planter, decorative piece or for serving | 

cold drinks. 


It’s yours with every case of Rust 
Master, Leak Master or Sludg-Master. 
Build up a strikingly beautiful set for 
all your needs! 


RUST MASTER 





AND THERE ARE MORE!... 


MORE — OFFERS IN RUST MASTER'S 
NEW BONUS PROGRAM 


Rust Master 


Chamizel (nyooriaion 


Manufacturers of Automotive Chemicals 
56 CREIGHTON ST., CAMBRIDGE 40, MASS. 


Improved 3-in-1 solvent for car 
radiators. No draining, no flush- 
ing. R es and pends rust 
and scale in cooling system. 
Rust-proofs for entire year, Ex- 
cellent water pump lubricant. 


LEAK MASTER 
Improved stop leak — works 
in 3 minutes. Stops radiator 
leaks, retards rust, improves 
water circulation. ideal anti- 
freeze sealer. 


SLUDG-MASTER 
6-way motor tune-up. Frees 
valves, lifts, guides, rings; re- 
news flexibility. Restores com- 
pression. Removes carbon, 
sludge, gum. Provides faster 
cold weather starting. 





All premium offers expire Dec. 31, 
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617—Battery Charger 


A battery charger, which, in addi- 
tion to handling 6- and 12-volt car, 
bus and truck batteries, can be used 
for 8-, 16- and 24-volt batteries, has 
been introduced by Fox Products Co., 
4720 N. 18th St., Philadelphia 41, Pa. 

“Supercharger’s” output is 100 amps 
into 6-volt batteries. Super silicon 
rectifier carries a 5-year guarantee, 
while pushbutton and lever switch 
permit 12 different charging rates. 
Control is by a 6-hour electric timer, 
coded for proper charging time. Au- 
tomatic circuit breakers assure full 
protection, it was claimed. Charger is 
cooled by downdraft, sealed-lubricant 
lifetime fan motor. Case size is 151%” 


x 8%” x 9”. 
Want more info? Use coupon on 
page 109 and you will get it! 








THE NEW BEE-LINE 


JIFFY-PULL 


A ONE MAN HEAVY-DUTY 
STRONG-ARM JACK 

















MAIL TODAY FOR LITERATURE 


NAME 


** | JUST THE TOOL 
YOU NEED TO 





ADDRESS 


PULL DAMAGED 





CITY STATE 





BODIES AND LIGHT 











BEE LINE COMPANY DAVENPORT, 1owa| FRAME JOBS .. . 
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618—Tool Boards 


Tool boards for Blackhawk band 
and throttle linkage adjustment tools 
for automatic transmissions have been 
announced by The New Britain Ma- 
chine Co., New Britain, Conn. 

Complete, illustrated “how-to-do- 
it” service instructions come with 


every tool, eliminating necessity of 
dropping or disassembling of trans- 
mission. Other boards featuring only 
band adjustment tools or only throt- 
tle linkage adjustment tools are also 
available. 

Want more info? Use coupon on 

page 109 and you will get it! 


619—Vulcanizing Clamp 


A vulcanizing clamp for tubeless 
tires of sufficient size to handle re- 
pairs for all passenger and small 
truck tires has been announced by 
Monkey Grip Sales Co., P. O. Box 
6170, Dallas, Texas. 

Special features of the clamp are 
extra-wide throat for easy position- 


ing in tire; inside and outside pres- 
sure feet with full ball joint swivels; 
serrated surface of inside pressure 
foot for holding metal pan firmly 
while pressure is applied from out- 
side; convex shape of outside foot for 
applying uniform pressure at any 
angle; fast running screw threads, 
and easy grip screw knob, according 
to the company. Clamp reportedly 
will fit any position in a tire. 

Want more info? Use coupon on 

page 109 and you will get it! 
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FOR SAFETY'S SAKE! 


sell MONRO-MATIC SHOCK ABSORBERS 


Check the shocks on every car that goes up on your lift. Efficient 
shock absorbers are as important to safe driving as good brakes and 
steering. Monro-Matics, the only shocks with automatic adjustment 
for all roads, all loads, provide a smooth, cushioned ride, and stabilize 
the car, keep wheels from bouncing out of control, prevent accidents. 





60-DAY FREE RIDE PLAN 


If your customer is not fully satisfied 
with Monro-Matics after 60 days’ use, 
just re-install his worn shocks. Through 
your jobber, you receive—free—a new 
set of Monro-Matics to replace the 
ones returned by the customers. 











SHOCK ABSORBERS ARE A REALLY HOT ITEM! 


Motorists are more safety conscious than ever. They welcome the suggestion to 
install new Monro-Matics when you show them the danger of riding on old worn 
shocks. Wide-awake dealers the country over are ringing up many thousands of 
dollars in Monro-Matic sales. The shock absorber business is big business. 


GUARANTEED LABOR REFUND 


If you ever need to re-install a cus- 
tomer’s old shocks, after he’s had the 
60-Day Free Ride, we'll send you a 
$4.00 labor adjustment. This Monroe 
policy protects your profits. 





a 





MONROE AUTO EQUIPMENT COMPANY 
MONROE, MICHIGAN 
World’s Largest Maker of Ride Control Products 


SOUTHERN AUTOMOTIVE JOURNAL for September 1958 Want more facts? Use Reader Service Card Page 109 





620—Battery Chargers 


“Tru-Charge” line of 6- and 12- 
volt fast battery chargers, offering a 
wide selection of models, including 
3-wheeled and 2 portable models, 
with pushbutton controls on 3 models 
and 2 100/50-amp models with silicon 
rectifiers, has been introduced by Al- 
len Electric and Equipment Co., 2101 
North Pitcher St., Kalamazoo, Mich. 

All models combine fast and slow 
charging and can be used as boosters 


to start stalled vehicles, according to 
the company. The “Super 100” has 3 
test circuits, including “Rate Finder,” 
a test circuit which shows the highest 
safe charging rate for each individual 
battery. All models have down-draft 
forced air ventilation, heavy-duty 
transformers and automatic circuit 
breaker overload protection. Also in- 
cluded in the line is a 6- and 12-volt 
portable tester which applies a load 
across the battery and accurately de- 
termines the condition of the battery 
in 5 seconds, it was claimed. 

Want more info? Use coupon on 

page 109 and ‘you will get it! 


621—Trailer Hitch 


A universal trailer hitch that re- 
portedly fits all makes and models of 
American cars from 1948 through 
58 has been announced by Independ- 
ent Iron Works, 8th and Pine Sts., 
Oakland, Calif. 


atl 


“Baker Tow-King” reportedly 
eliminates stocking of 50 or 60 
models, reducing investment and in- 
ventory. They have been extensively 
tested and found capable of handling 
trailers up to 5 tons. 

Want more info? Use coupon on 

page 109 and you will get it! 


122 


622—Automatic Antenna 


An automatic antenna which rises 
as the car radio is turned on, re- 
tracting as it is turned off, has been 
introduced by Autenna, Inc., Divi- 
sion of British Industries Corp., 80 
Shore Road, Port Washington, N. Y. 

Because of its electric control sys- 
tem, the remote-control aerial may 
be located at either the front or rear 
of the car. It reportedly can be 
mounted by any electrician, repair 
shop or car mechanic, without tam- 
pering with the radio installation. 

Want more info? Use coupon on 

page 109 and you will get it! 


623—Headliamp 


An improved automotive head- 
lamp, featuring a “built-in spotlight” 
in the lower beam and designed spe- 
cifically for cars which do not have 
the four-headlamp system, has been 
announced by General Electric Co., 
Nela Park, Cleveland 12, O. 

The “Suburban” reportedly helps 
overcome common night-driving irri- 
tations which occur when the driver 
first sees the lights of an oncoming 
car, approaching headlamps aimed 
too high or when oncoming car fails 
to “dim.” The “built-in spotlight” 
gives driver much more light farther 
down the right shoulder of the road 
and enables his eyes to readjust more 
quickly to the lower brightness after 
oncoming car has passed, it was 
claimed, 

Want more info? Use coupon on 

page 109 and you will get it! 


624—Lead-Spraying Gun 


A lead-spraying gun, said to lead 
car bodies faster, more smoothly and 
easier than torch-leading techniques, 
has been announced by Leadit Mfg. 
Co., 22841 Dequindre, Hazel Park, 
Mich. 

“Leadit” gun reportedly saves prep- 
aration time and material and, in ad- 
dition, because it uses no flame, will 
not distort or buckle the metal. It 
also produces a better job since it 
prevents rust, corrosion and peeling 
of lead and paint, it was claimed. 

Other advantages are that it works 
close to glass without heat damage, 
does not disturb undercoating or 
sound-deadening materials and uses 
electricity. Two models are available, 
one using %4” lead bars and one 
using 3%” lead bars. 

Want more info? Use coupon on 

page 109 and you will get it! 


625—Driveshaft Balancer 


A driveshaft balancer engineered 
to accommodate a length of 90” be- 
tween work supports, primarily de- 
signed for passenger cars, truck and 
buses, has been introduced by Bear 
Mfg. Co., Rock Island, Ill. 

The “354” B & RV balancer report- 
edly will handle other types that can 
be adapted to the master accessories 
and weight capacity of the machine. 
Accessories include master plates for 
flange end yokes and spline arbors 
for spline end yokes. The machine 
can also be used for the single plane 
balancing of individual companion 
flanges, flanged yokes and end yokes, 
if desired. 

Want more info? Use coupon on 

page 109 and you will get it! 


626—Oil Seal Tool 


A tool for installing oil seal, made 
to fit front wheel seals in all popular 
model cars and light trucks, assuring 
accurate installation alignment with- 
out seal damage while installing, has 
been announced by Federal-Mogul 
Service, Division of Federal-Mogul- 
Bower Bearings, Inc., 11031 Shoe- 
maker Ave., Detroit 13, Mich. 

Complete unit includes the basic 
tool, 10 plastic adapters and a grease- 


proof case with built-in application 
selection chart. Tool consists of a 
knurled no-slip handle which screws 
into a backing plate. Both are made 
from tough, high carbon steel which 
will withstand sustained heavy 
pounding indefinitely, it was claimed. 
The adapters are said to slip in- 
stantly on the backing plate and en- 
tire unit can be assembled in less 
than 5 seconds, according to the com- 
pany. 

Want more info? Use coupon on 

page 109 and you will get it! 


627—Choke Repair Kits 


Two low-cost, easy-to-install choke 
tube repair kits for all 1956-58 Ford, 
Chrysler and GM cars, which report- 
edly take the place of up to the 8 kits 
usually required, have been an- 
nounced by Houser Engineering & 
Mfg., Inc., Bluffton, Ind. 

Since there is no need to remove 
the manifold, and only a single hole 
is drilled and tapped, installation is 

















easily completed in 15 to 20 minutes, 
it was claimed. The heat element is 
screwed into manifold, copper line 
seated in it, top of line then inserted 
into the automatic choke inlet and 
secured with a rut. The burned-out 
choke heater tube is plugged and 
pinched and left in place. Both kits 
closely duplicate the action of origi- 
nal equipment and each includes all 
fittings. 

Want more info? Use coupon on 

page 109 and you will get it! 
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628—Valve Lifters 


A line of hydraulic valve lifters 
featuring simplified design of in- 
ternal parts, materials, finishes and 
coatings and engineered to meet re- 
quirements of modern engines, is be- 
ing marketed by Toledo Steel Prod- 
ucts and the Replacement Divisions 
of Thompson Products, Inc., 6402 
Cedar Ave., Cleveland 3, O. 

Lifter materials are matched to 
those of the camshaft for com- 


patibility and long life, according to 
the company. The face reportedly is 
specially coated for anti-scuffing pro- 
tection and a check valve prevents 
loss of lift and assures precise tim- 
ing. Each lifter is furnished pre- 
filled with rust inhibitive fluid and 
each is performance tested before 
packaging, the manufacturer said. 
Want more info? Use coupon on 
page 109 and you will get it! 


629—Refrigerant Recharger 


“Air-Con” portable refrigerant 
charging dolly which visibly meas- 
ures any desired precision charge in 
a rapid operation, handling freon 
cylinders up to 145 lbs., has been an- 
nounced by Allistadt Mfg. Co., 1922 
S. Akard St., Dallas 15, Texas. 

When combined with the company’s 
leak detector (illustrated), dolly re- 
portedly offers automotive air-condi- 
tioning servicemen a faster, positive, 
scientific method of servicing both 
in the shop and in the field. Dolly is 
equipped with accurate tested pres- 
sure gauges and a freon measuring 
tube with a capacity of 40 liquid 
ounces. Calibration is 1l-oz. gradua- 
tions and facilitates exact recharging 
according to manufacturer’s specifi- 
cations. Being completely mobile, 
equipment requires no installation. 

Want more info? Use coupon on 

page 109 and you will get it! 


630—Air Service Package 


An air service package which re- 
portedly includes everything needed 
to put together dependable, efficient 
air service assemblies for any airline 
need in factory, shop, garage, service 
station, etc., has been announced by 
the Weatherhead Co. Fort Wayne Di- 
vision, 128 West Washington Blvd., 
Fort Wayne, Ind. 

The blow gun, said to be a high- 
quality, well-balanced tool of durable 
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zine alloy, has pushbutton control 
which actuates a tip valve by which 
air can be metered from maximum to 
minimum flow. Nozzle attachments to 
meet every air service requirement 
include standard tip, angle tip, all- 
purpose long bendable nozzle, duck- 
bill type for wide areas and check- 
valve equipped spraying nozzle for 
cleaning fluids. Quick disconnect ends 
include check units and adapters with 
nipple attachments for any size and 
type, easy to use by sliding back the 
knurled sleeve to insert or remove 
adapter, the manufacturer said. The 
line pressure reportedly seals check 
unit against loss of air. 

Want more info? Use coupon on 

page 109 and you will get it! 


631—Wheel-Cover Tool 


A tool designed specifically for re- 
moving and replacing all makes of 
automotive wheel covers has been 
introduced by Vulcan Mfg. Co., Inc., 
Winona, Minn. 

“Jiffy” wheel cover tool has a 
curved single claw extracter which 
reportedly removes even the tightest 
covers. A flexible rubber head helps 
prevent marring and denting, yet 
drives the cover securely in place, it 
was claimed. The head is replaceable 
and fits over the tempered alloy 
steel head which is secured to a 12” 
hardwood handle. Weight is 1 Ib. 

Want more info? Use coupon on 

page 109 and you will get it! 
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grime, paint, ink, asphalt, mastic — all 
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cleaning dirty hands. Uses 
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632—Fuel Mixture Device 


“Carb-Airator,” said to overcome 
rough engine idling and _ stalling 
caused by high under-hood tempera- 
tures, has beem announced by 
Rochester Products Division, General 
Motors Corp., Rochester 3, N. Y. 

Designed to be used on any car or 
truck, regardless of make or age, 
product should be installed by a me- 
chanic at the base of the carburetor 
on the intake manifold and can be 
mounted vertically or horizontally, 
in many cases without extra fittings, 
it was claimed. It allows extra air to 
pass through the engine to compen- 
sate for the extra richness caused by 
vaporization by means of a thermo- 


"i CARB-AIRATOR | 


statically controlled valve which 
opens an air bleed to the manifold. 
The timing of the valve opening can 
be set by a screw adjustment to suit 
different under-hood conditions. A 





Shurhit 


Worlds 


Sinest 
Synition 


erurhit 


Toa 
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Shurhit PRODUCTS, 


INC. 





similar screw adjustment controls the 
amount of air allowed to enter the 
engine for different engine displace- 
ments. The resultant fuel-air ratio 
then can be adjusted for normal op- 
eration. At lower air temperatures 
the valve closes and “Carb-Airator” 
is inoperative, according to the 
company. 

Want more info? Use coupon on 

page 109 and you will get it! 


633—Lock Nut Wrenches 


A set of truck rear axle bearing 
lock nut wrenches, especially de- 
signed for servicing all Ford trucks, 
has been announced by Owatonna 
Tool Co., 306 Cedar St., Owatonna, 
Minn. 

Six sizes on 4 wrenches make up 
the complete set, which reportedly 
will remove and replace the octagon 
or hexagon rear axle bearing lock nut 
on any Ford truck rear axle. Forged 
of high-grade steel, the 81%”-long 
wrenches are designed for quick, easy 
usage, according to the company’s an- 
nouncement. 

Want more info? Use coupon on 

page 109 and you will get it! 


634—Spray Spot Remover 


A fast-acting, all-purpose cleaner 
in a pressurized container for quickly 
removing spots and stains of cil, tar, 
gum, grease, fresh paint, etc., from 
all types of fabrics, including car and 
home upholstery, has been announced 
by Spray Products Corp., P. O. Box 
584, Camden 1, N. J. 

Product contains chlorothene, has 
no flash or fire point and is safe to 
use when directions are followed, the 
manufacturer said. 

Want more info? Use coupon on 

page 109 and you will get it! 


635—Anti-Skid Device 


An anti-skid device, which report- 
edly permits maximum braking effort 
and at the same time prevents wheel 
lock and resultant skidding, has been 
introduced by Dunlop Rubber Co., 
Ltd., 10-12 King St., London S. W. 1. 

The unit is interposed between the 
driver’s control valve and the brake 
in such a way that it relays the effort 
applied by the driver and immediate- 
ly relieves the pressure in the brakes 
when an increase in wheel decelera- 
tion gives warning of impending 
wheel skid. The sensitivity is so great 
that the anti-skid units will hold a 
delicate pressure balance at the 
brakes at near-optimum braking ef- 
fort, according to the company. 

In operation, a small flywheel, 
driven from each braked wheel, is 
decelerated by a spring during brak- 
ing. If deceleration of the wheel is 
normal, and there is no tendency to 
skid, the energy given up by the 
flywheel is not sufficient to collapse 
the spring and the unit remains inac- 
tive. 

Ultra-rapid wheel deceleration, 
such as happens when a skid is de- 
veloping, causes the flywheel to col- 
lapse the spring. A small hydraulic 
valve mechanism is then operated to 
relieve the brake pressure until the 
flywheel returns to its normal posi- 
tion as the wheel regains non-slip 
speed. 

Want more info? Use coupon on 

page 109 and you will get it! 
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“400 Oil” Ring 
is in every set... 
will outperform any other 
oil ring made today 
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McQUAY-NORRIS MFG. CO., ST. LOUIS +» TORONTO 
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)| TIME SAVERS 





Using Laundry Clips ‘ 
To Identify Wires 


F A number of wires are to be 

disconnected and the color code 
has faded, clip an identification 
card to the wires with a laundry 
clip. 

The clips have a tag attached on 
which wires can be identified by 
numbers or letters according to lo- 
cation, or a small tag can be made 


LAUNDRY CLIP 


to fasten to clip. —Arthur Kay, c/o 
Sitton Buick Company, 38 West- 
field, P. O. Box 1228, Greenville, 
South Carolina 


To Protect the Lights 
When Setting Timing 


bia setting ignition timing, 
we use this method to protect 
timing lights against hitting fans: 

We slip a 3”-long piece of water 
hose over the end of light so that 
when operator gets too close to the 
fan, it will hit the rubber, giving a 
warning to move light back. This 
Time Saver also helps the timing 
light to focus on timing marks on 
the engine—James D. Martin, 
Service Manager, c/o Jack Hughes 
Motors (Ford), 100 E. San Antonio, 
San Marcos, Texas. 


ie Oil Seal 
In Main Bearing 


_— the upper main bear- 
ing oil seal is often impossible 
without dismantling the engine. 
However, a discarded radio anten- 
na shield can prove to be a worth- 
while aid in getting the trouble- 
some seal in place. 

Since the shield is constructed 
in such a way that pushing the ma- 
terial together expands it and pull- 
ing contracts it, one end can be 
enlarged to slip over the seal and 
then pulled, causing it to grip seal 
tightly. Pulling the remainder of 
shield tightly reduces the diameter 
sufficiently to allow it to be 
threaded through the groove de- 
signed for seal. Once the small end 
of the antenna is through, the seal 
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GOT A GOOD 
$ IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A mene or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











can be pulled and pushed until it 
is in its proper place, — Jack 
Roberson, Wray Lincoln-Mercury, 
717 Crockett Street, Shreveport, 
Louisiana. 


Fabricating a Tester 
For 12-Volt System 


INCE grounding the hot wire on 
12-volt systems is a fire hazard, 
this method is no longer used. We 
have devised a tester for 12-volt 
systems which is a real time saver. 
We ground one end of wire 20” 
to 24” long and let phonograph 


SOLDER TO CLIP 
WIRE LEADS |2” LONG 


needle pierce wire. If current 
exists in the wire, the bulb will 
light, causing no fuse to burn and 
overloading no circuits!—James D., 
Martin, Service Manager, c/o Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 


Stopping Engine Noise 
In "57 Ford Radios 


HE engine noise which is very 
prevalent in 1957 Ford radios 
—even after all suppressor equip- 
ment has been properly installed 
—can be eliminated by screwing 
the antenna trimmer all the way 
counter-clockwise. 
This stops the noise interference 
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without cutting down enough on 
reception to be noticed.—James D. 
Martin, Service Manager, c/o Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 


Providing Proper Ground 
For Window Lifts 


«* CARS equipped with electric 
yindow lifts, where there is 
erratic operation of one door the 
trouble can often be traced to a 
poor ground from door to body. 
An easy check may be made by 


connecting a jumper wire to a 
good ground on the body and 
touching it to a bright place on the 
door. If the window operation im- 
proves, a permanent ground must 
be provided. 

Such a ground can be furnished 
in a neat and unseen manner by 
connecting a wire to one of the 
screws that attach the wire guard 
near the bottom of the door, 
threading it through the guard 
and fastening it to the metal of 
the body at an unseen point. (On 
front doors, in most cases, it will] 
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From 


ACME 


@ To be used on any applications 
requiring extremely low pressure. 


®@ Four-sided white nylon bar with 
black numerals. 


®@ Beautifully chrome plated. 








SINCE 1915 


Write today for our complete new catalog 


205 NEWMAN STREET © HACKENSACK, N. J. 


No. 505 - Calibrated from 5 to 50 lbs 
Particularly designed for tractor use. 
No. 509 - Calibrated from 5 to 50 Ibs. 
For passenger cars and general use. 


No. 520 - Calibrated from 20 to 120 lbs. 
Particularly designed for high pressure use. 
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be necessary to remove the kick 
pad and ground the wire at a point 
behind it.)—Lynn F. Snoddy, 1622 
Vivian Street, Shreveport, Louisi- 
ana. 


a 


To Balance Flywheels 
On Torque Converters 


HEN a flywheel or torque con- 
verter is out of balance, it is 
sometimes difficult to find the 
heavy spot in order to balance it. 
However, the following procedure 
works satisfactorily: 
Place the car on lift or stands 


and number flywheel bolts with 
chalk, Connect tachometer to the 
engine and observe at what rpm 
vibration is worst; then with an 
electronic wheel balancer fasten 
pick-up under center of bell hous- 
ing. Operate engine at critical 
speed and shine light on bottom of 
flywheel, noticing which number 
is at bottom when light flashes. 
That is the heavy spot. Either add 
weight opposite this number or 
drill a series of shallow holes at 
location until flywheel or convert- 
er is balanced.—Arthur Kay, c/o 
Sitton Buick Company, 38 West- 
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GENERATORS 


Satisfied customers mean repeat 
business . . . more sales . . . more 
profits for you. That’s the big 
reason for using precision-rebuilt 
&meéeo Generators, Starters and 
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them for top quality, top 
performance—every time! 

Go &7mé@' Write today for cata- 
log and price list on Qemeéo 
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tures... and the complete Qsméo 
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field, P. O. Box 1228, Greenville, 
South Carolina. 


Replacing Valve Lifters 
On Lincoln, Mercury 


I HAVE found a way to replace one 
or two valve lifters in a 1958 
Lincoln or Mercury without re- 
moving the intake manifold by us- 
ing large push rod holes to work 
through and lifting valve lifter out 
with a magnet stick and a small 
welding rod with a hook on the 
end for guiding and lifting as you 
do this job. 

To install new lifters, reverse the 
procedure. However, a good light 
is needed inside the motor. For 
this, I used a light bulb and socket 
from the emergency brake of a 
1958 Mercury, dropping light down 
a push rod hole. It will greund it- 
self to the motor and hook the wire 
to the battery, providing light for 
working new lifter in place.—B. C. 
Wilson, c/o Wallace Motor Com- 
pany (Lincoln-Mercury), 801 W. 
Innes Street, Salisbury, North 
Carolina. 


Eliminating Vibrations 
In Air Conditioners 


N ISOLATED cases where air con- 

ditioner compressor vibrations 
are excessive, we have found a 
method of eliminating the trouble 
by using 14” thick gin belt materi- 
al which can be obtained from al- 
most any gin or oil mill in your 
community. 

Cut the material to the dimen- 
sions of the compressor base and 
install insulation between com- 
pressor base and mounting brack- 
et. We find this to be very effec- 
tive and easy to install—James D. 
Martin, Service Manager, c/o Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 


Eliminating Squeaks 
In Buick Shocks 


Ox 1958 Buicks the shock ab- 
sorber mounting stud some- 
times rubs against the side of the 
upper mounting bracket, causing 
an annoying squeak. 

This can be eliminated by loos- 
ening the shock absorber at the 
upper end and installing a shift 
lever insulator part No. 1319010 in 
the hole in upper mounting brack- 
et. This prevents mounting stud 
from contacting the side ef the up- 
per bracket.—Arthur Kay, c/o Sit- 
ton Buick Company, 38 Westfield, 
P. O. Box 1228, Greenville, South 
Carolina. 
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GET NEW 


COMBINATION WRENCHES NOW 


One pair to a customer — you can’t trade those hands 
in on new ones. Give ’em a break. Start fresh with 
the tools you use most — like a new set of Snap-on 
Combination wrenches. Many top-notchers rate them 
the handiest tools they own. 


Smooth, rounded handle lets you apply real pres- 
sure—no sharp edges to bite in. Accurately ma- 
chined openings fit nuts securely — help prevent slip- 
ping — protect knuckles from cuts, burns and bruises. 


Good tools in good hands save time, boost income. 
Get a new set of combination wrenches the next time 
your Snap-on man calls. 





To Mechanics Who Service Foreign Cars 


Ask about Snap-on wrenches in Metric or Whit- 
worth standard sizes. Available in most popular types 
and sizes. 











Look at all these advantages 


1. 


Long handles for extra leverage, short 
handles for tight quarters, midget series 
for tiny jobs —in a wide range of sizes 
and sets. 


. Boxocket® head is hot-broached to give 


clean, strong wrench walls. 


. Chamfered edge slips onto nut quickly. 
. Accurately centered box opening gives 


walls of equal strength and thickness. 


. Open end is set at 15-degree angle — 


turns nut with 30-degree handle move- 
ment. 


. Boxocket is offset 15 degrees to allow 


knuckle clearance over obstructions. 


. Slim heads and pear-shaped jaws slip 


into tight spots. 


. Rounded, open-end bottom helps prevent 


breakage. 


. Beautiful chrome finish protects wrench 


against rust. 


SNAP-ON TOOLS 


Cc Oo FR rP © R i 
8052-1 28th Avenue ° Kenosha, Wisconsin 
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Jobber News 


(Continued from page 53) 
ing Green, leader in the 
activities. 

Founding association members 
are Toncray Auto Parts, Maysville; 
Greensburg Auto Parts, Greens- 
burg; Cox Auto Parts, Pikeville: 
Owens Muffler Service, Corbin; 
Ferguson Co., Paducah; Payne 
Supply, Bardwell; Jones Auto 
Parts, Fulton; East Kentucky Auto 
Parts, Prestonsburg; Automobile 
Supply Co., Paintsville; Huntsman 
Auto Parts, Maysville; Fraley Auto 
Parts Co., Winchester; Lexington 
Automotive Supply Corp., Lexing- 
ton; Kentucky Ignition Co.. Lex- 
ington; Automotive Parts Co., 
Bowling Green; Cox Auto Parts. 
Paintsville; Automotive Parts & 
Machine Co., Franklin; E’town Dis- 
tributing Co., Elizabethtown: New 
Dixie Auto Parts, Radcliff; Motor 
Parts, Inc., Bowling Green. 

Also, Motor & Electric Supply 
Co., Bowling Green; E. M. Hoehler 
Co., Louisville; Jordan Auto Parts, 
Lexington; Womwell Automotive 
Parts Co., Lexington; Hazard Auto 
Supply Co., Hazard; The Buchanan 
Lyon Co., Campbellsville; United 
Service Co., Lexington; Tri-State 
Motor Supply Co., Middlesboro. 


was a 


Well-known Southern aftermarket figures were among these guests 
August 18 of L. J. “Lew” Messer, president of L. J. Messer Co., Lincoln, 
Neb., at his mountain home. He was host to members of the Automotive 
Warehouse Distributors Association board of governors and their wives 
while the board convened at Estes Park, Colo. Third man from the left 
is Thomas S. Perry of Atlanta, Ga., who is in line for elevation from vice- 
president to president of AWDA in November, and at extreme right is 
J. S. Connell of Dallas, Texas. The host, a past president of AERA, is 
seated and Martin Fromm, executive secretary of AWDA, is shown 
standing at the far left. 


Also, Automotive Service Co., 
Louisville; The Wright Machine 
Co., Owensboro; D. & W. Auto 
Parts, Mayfield; Ignition Service 
& Supply, Louisville; Schaaf Auto 
Electric Co., Louisville; Davis Auto 
Parts, Frankfort; Interstate Auto 
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No. 111 Molded Tire 
REPAIR PATCH 


PRESTO PATCHES and PRESTO 
FLUID VULCANIZER 


No. 428 
POWERMAT BUFFER 


CUSHION-AIRS 
3 Sizes—4 Colors 


2 Plastic Coated Fabrics 


No. 540 car/pets in 6 colors—front and rear. 


For Complete Information—Write 


ACE RUBBER COMPANY 


Vv DALLAS 22, TEXAS 


® 
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Elizabethtown; Auto 
Parts Co., Bowling 


Supply Co., 
Searing & 
Green. 

Also, Kentucky Automotive Sup- 
ply Co., Frankfort; Southeastern 
Sales Co., Harlan; Atlas Auto Part 
& Grinding Co., Louisville; Gipe 
Motor Supply Co., Owensboro; 
Burton Auto Parts, Columbia; Hop- 
per-Graybeal Auto Parts, Corbin 
and Corbin Automotive Supply Co., 
Corbin. 

Deliberations interrupted 
by a Dutch luncheon and the after- 
resumed with 
Tentative 


were 


noon session Was 
questions and answers 
bylaws and a dues schedule based 
on sales volume were agreed upon 

The meeting was devoid of ans 
disagreements, probably due to the 
which 


prospectiv: 


months-long preparation 
included advising 
members of the plan 


the association. 


for creating 


Jobbers and Garagemen 
Plan Panel Sept. 26 
PANEL 


A problems will be held at 7:30 


p.m. Friday, Sept. 26, by membe! 
of the Georgia Automotive Whole- 
salers Association and Independent 
Garage Owners of Georgia at The 
Pickrick Restaurant, 891 Hemphill 
Avenue, N.W., Atlant 

GAWA Executive Secretary 
Henry S. Clark announced that 
panel members represent 
wide areas of the state. Topics were 
being determined at press-time 
Jack Verner of Decatur, GAWA 
president, will preside 


discussion of mutual 


would 
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In commemorating its 50th anni- 
versary as a basic ignition parts 
manufacturer in the replacement 
industry, Guaranteed Parts Co., 
Inc., Seneca Falls, N. Y., recently 
took over the 125-year-old Aurora 
Inn at Lake Cayuga in the upstate 
New York Finger Lakes region 
for a combination sales meeting 
and celebration. Salesmen and 
their wives came from all over the 
United States. 


Merit Advances Cambridge 


Larry Cambridge has been ap- 
pointed sales manager of Merit 
Mufflers, according to “By” Har- 
ris, vice-president of sales. Cam- 
bridge first entered the automo- 
tive field 17 years ago with 
Hastings Mfg. Co., where he was 
district manager for seven years. 
He later moved to Standard Motor 
Products and in 1952 he joined 
Merit as a territory manager in the 
Indiana area. He will headquarter 
at the home office in Toledo. 


Tramco Is Sold to Nemours 


Controlling interest in Tramco 
Industries, Inc., New York City, 
manufacturer of automatic trans- 
mission parts, has been sold to 
Nemours Corp., Wilmington, Del., 
Tramco President Seymour Shakin 
announced. E. Haring Chandor has 
become a vice-president, treasurer 
and director of the company and 
J. Simpson Dean, president of 
Nemours, is a director. The staff 
and sales policies remain the same, 
Shakin said. 


Additive's Sales Run High 


Sales of Micro-Lube, the addi- 
tive used in the gas tank and 
crankcase, have increased 700% 
the first six months of this year 
over the same period of last year, 
according to General Sales Man- 
ager Jim Moriarty of the Dallas, 
Texas, manufacturer. A new home 
office and manufacturing facility 
will be erected on a recently pur- 
chased lot in Dallas. 


“R. E. ‘Bob’ Horne, Sr., formerly 
with The Black Co., Knoxville, 
Tenn., joined us in May as a city 
salesman,” announced R. J. Alex- 
ander, vice-president of Alexan- 
der-Seewald Co., Atlanta, Ga. “‘His 
son is Charlie Horne, star halfback 
for Clemson College.” 
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NEW “GUARANTEED” 
Suld-a- Stock 
MERCHANDISER 

Cabinet 


Sales-Making Display! 
Convenient Storage! 
Quick Inventory Check! 


With ALL Guaranteed 

Parts Merchandisers the 
Cabinets are always FREE to the 
Dealer. Your entire investment is 
in “Popular Profit Making" parts 
covering all 3 systems. 








See your 


GUARANTEED PARTS 
JOBBER for full details 


or write now to 
=" 


GUARANTEED 


PARTS CO. INC., Seneca Falls, N. Y. 


Ignition Service Parts 
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Get this profit making MONKEY GRIP 
TUBELESS TIRE REPAIR KIT 


and receive this M&W VuLCANIZING CLAMP 





OFFER GOOD 
UNTIL 
OCTOBER 15, 1958 


PATCHES PATCHES 


gy ak 
Kit contains materials 
for over $400 of tire 
repair service for only 


$ 18°99 iy he 
this MEW VULCANIZING CLAMP 


Jobbers, Dealers, Service Estab- 
lishments...Act today and 
make more money on Monkey 
Grip's special Tire Repair Kit! 


Here’s What You Get 


STOCK NO. ITEM QUANTITY 


R-50 “Sizzle"’ Patches 4 cans of 200 
Sizzle Patches 
VA-15 Vulca-Matic Tire 15 Assorted 
Patches 
DA-15 Rayon Cord Tire 15 Assorted 
Patches 
#29 Patch Cement 1-quart can 
with brush top 


— All this PLUS the new C-26 Monkey Grip Vulcanizing 
Clamp FREE at no extra cost. Dealer price of clamp alone 
is $6.75. Take advantage of this deal. 


ORDER YOURS NOW 


MONKEY GRIP SALES CO. 


P. O. BOX 6170 ° DALLAS. TEXAS 
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lan 


Clamp for 
fast, easy 
use 


and small 








- 
Fits all 


truck tires 








passenger | 





) 


Takes all shapos 
of regular size 
patches 


SAVE! Regular 
dealer price of mate- 
rials in kit plus 
clamp, $25.74—you 
get complete outfit 
for only $18.99. 





SPECIAL 
PACKING 
Tire repair materials and 
clamp packed in special 
box for easy handling. 





At a recent national sales meeting 
and banquet, Eis Automotive 
Corp., Middletown, Conn., was host 
to its representatives and ecxecu- 
tives. The event celebrated the or- 
ganization’s 25 years in the brake 
parts manufacturing business. 
Highlight of the evening was the 
presentation of a portable bar to 
the founders, Ernest I. Schwarz 
and Joseph W. Gilfix. The pres- 
entation was made by Ross L. 
Chastain, sales manager. 


Louisiana Group Plans 
Sales Institute 


germans John M. Walton has 
announced preliminary plans by 
the Automotive Wholesalers Asso- 
ciation of Louisiana to conduct a 
management and sales institute at 
Louisiana State University at Ba- 
ton Rouge. 

Walton said the association’s 
committee, composed of H. L 
Hutchison, Dimmick Supply Co., 
Lake Charles, chairman; Harold 
Delhommer, Jr., of Harold’s Inc., 
Lafayette; J. Harvey Stringer of 
Barnes Motor Supply, 3aton 
Rouge, and Dave Wilson of Stand- 
ard Auto Parts & Machine Co., Al- 
exandria, together with Jules L. 
Lamothe, association executive 
secretary, and members of the un- 
iversity staff had met to outline the 
agenda for the course. Subjects of 
prime interest to the group were 
organization, employe supervision 
and training, inventory control, 
credit and collections, sales, and 
merchandising and advertising 

The university will cooperate in 
furnishing many of the speakers 
and discussion leader 

Final plans and full announce- 
ment of the institute will be made 
at the association’s fifth annual 
convention and booth conference, 
to be held in New Orleans Sept 
20-22. Present plants provide for 
a two-day session, to be held the 
latter part of Octobe! 


Firm Opens at Dallas 


James E. Clark has opened 
Southwest Parts, Inc., 2100 Green- 
ville Ave., Dallas, Texas. Clark was 
formerly with Friendly Chevrolet 
Co. of Dallas. 


Abe Lincoln Dies 


Abe Lincoln, 53, manufacturer’s 
agent, died July 22 in Wichita 
Falls, Texas. He was a native of 
Detroit, but had resided in Hous- 
ton for the past 13 years. 
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, Charley sure : 
, for his customers! + 1 for him! Charley : 
replaces with Timken® *. 


\ bearings 


You'll dance a jig or two yourself as you see your 
satisfied customers leaving happy and coming back 
for more. Timken* bearings for replacement jobs will 
help you get repeat business built on quality. Tell 
customers they're getting “Timken”. It’s a name 
they know as the best, and the best-known name in 
bearings. The Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. Thomas, Ont. 


Cable address: ““Trwrosco”. 
CUSTOMERS LOVE YOU WHEN YOU REPLACE WITH AMERICA’S BEST-KNOWN BEARING...JUST TELL "EM IT’S... TI M KE N 
TAPERED ROLLER BEARINGS 
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25 Years Old, Texas Association 
To Honor Founders at Convention 


a headquarters of the Au- 
tomotive Wholesalers of Texas 
has completed arrangements for 
the association’s Silver Anniver- 
sary convention and booth confer- 
ence in Galveston, according to an 
announcement Grover C. Mor- 
ris, executive vice-president. 

The convention and booth con- 
ference will be held in the Moody 
Civic Center in Galveston Oct. 15 
to 17 and by the end of July, 59 
manufacturers had reserved booth 
space, compared with 47 a year 
ago at that time, according to 
Morris. 

T. C. Watkins of Midland, owner 
of the Watkins Supply Co., is pres- 
ident of the association. During his 
term of office he has become 
tionally recognized for his crusade 
against the distribution of pre- 
miums by manufacturers selling to 


by 


na- 


be advanced to president in the an- 
nual election, thus giving the as- 
sociation two West 
Texas presidents in two years. 
Second vice-president is W. E. 
“Bill” Woods, Standard Parts Co., 
Houston. Mrs. H. G. Baker, Bake! 
Auto Supply, Hillsboro, is secre- 
tary and Poncho Oatman, The Wal- 
ter Tips Co., Austin, is treasure! 
Advance publicity indicates that 
effort has been expanded to 
this the outstanding conven- 
tion in the 25 years of the associa- 
tion. A bulletin to members an- 
nounced that the 25th birthday 
celebration will be “replete with 
honors and accolades to those who 
planted the AWOT, nur- 
tured it, and helped it grow.’ 
For the sessions, seven 
speakers have been obtained. They 


successlve 


every 
make 


seed of 


business 


are: 


mechanic shortage throughout the 
nation. 

Harold T. Halfpenny, general 
counsel for NSPA, whose subject 
will be, ‘The FTC and Automotive 
Redistribution.” 

H. C. “Skip” Stivers, 
ager, The AP Part 
support the as ion president 
with an address pointing out 
premium 


sales mMan- 
s Corp., who will 
ociat 
dis- 
advantages in merchan- 
dising. 

James W. Cassedy, 
sel MEWA, who 
governmental activities in 
ington affecting w 

Al Robertson, owner 
an 
homa City, Okl!: 
known as 

Max K 
manager ol 
Kansas City, 
“Your Insuran 


G. Kenneth 


general coun- 
will disc 
Wa 


‘USS 


h- 


for 


holesale1 
and oO} 
in Okla- 
onally 
a sal ubject speaker 
Doehler, Jr., a tant 
tne ruce Dodscn Co., 
the ibject, 


eCTa- 


tor of appliance tore 


vice-president 
ern Lumbe: 
Kansas City, who 1 


selling In lé 


men’ 


ative 


wholesale 


Konecny, executive t- motive 
sineering and Exten- A 
Texas A. & M. Col- 
discuss what the 
do about the 


the aftermarket. E. J assis 

If the Texas wholesalers adhere ant, Texas Eng 
to custom, the current vice-presi- sion Service of 
dent, Fred D. Pinkston of Fergu- lege, who will 
son Auto Supply of Lubbock, will wholesalers must 


special feat 
for ladie sa 
The a 

hospitali 


15-mile Gulf 
will main- 


room for ladi« 


ment 
cruise. ation 


tain a 





; 


ark 
: 
at 


DOMESTIC 


discs 
BONNETS 
wea 


ially 


MAGNA-KLOTH DUST CLOTHS 
AND 


A 


MANUFACTURED WOOL DISCS 
MIRASYN MITTS AND PADS 


LAMBSWOOL 
Long 
DYNEL WASH MITTS 


AND 
IMPORTED 
CHAMOIS 


California 


58 
3-1624 


tree oe 





Angeles 
LUdiow 


TERENCH a 


Phone 


BEAR "WHEEL BALANCING 


WEIGHTS 


carry , _— WEIGHT with your customers! 


East Forty-fifth Street 


PIT-BAR MANUFACTURING CO. 
Los 


3311 


} 


PROM ** because extensive national advertising 
j “has made “‘Bear’’ the trademark motorists 
Prcigh see most, want most in wheel balancing and 
alinement service. It’s sound business to display 

Bear Weights. And, you'll have the exact type weight 

to snugly fit every vehicle. Call your Bear Jobber or write: 


Dept. S-1, ROCK ISLAND, ILLINOIS. 


309 


Thor 
ee 


BEAR MFG. CO., 


BEAR Sins 


134 


5 
NK 


PAST MONTHS ARE GONE FOREVER! 
~ 
3 


But, cheer up... 


aur 





FINISHING LINE over THE 


THE PROFITS YOU'VE MISSED AT THE 


DEALERS & DISTRIBUTORS . . . 
| 
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Attendees of the mid-year region- 
al managers’ meeting of Ammco 
Tools, Inc., North Chicago, IIL. 
held at the factory, were shown 
new products which will be intro- 
duced early next year. A special 
feature of the meeting was a joint 
session, including Fred G. Wacker, 
Jr., president; Marty Bazner, Sr., 
vice-president-sales; Dick Steven- 
son, advertising and service di- 
rector; all six regional managers 
and the entire staff of engineering 
and research. 


Mass entertainment will include 
a beach party dinner, a fellowship 
hour and the anniversary banquet 
and floor show. 

Tentative plans had been made 
by AWOT to put the 1959 conven- 
tion and booth conference aboard 
ship for a protracted cruise, but 
adequate facilities were not avail- 
able from shipping companies. 
Therefore, the 1959 convention and 
booth conference is scheduled for 
Dallas, according to Morris. 


Arkansas Firm Changes Men 


Several territorial changes have 
been made in the Voss-Hutton- 
Barbee Co., Little Rock, Ark. 
George Wiggins has been replaced 
by George Faulkner at Magnolia. 
Don Stevens has assumed duties of 
James Davis at Newport. At Pine 
Bluff Rudy Slater has replaced 
Bill Sutton, who is now city sales- 
man in the Little Rock branch. 


Jack R. Phillips, shown here, be- 
came sales manager and em- 
ployment supervisor Sept. 1 at 
Waynesboro (Va.) Auto Parts, Inc., 
President C. M. Phillips an- 
nounced. Taylor H. Almarode, 
store manager since Jan, 1, has 
been named sales representative 
covering the Shenandoah Valley 
and adjacent areas of Virginia. 








new fdaad “nex-rity @y 


fits the hex as an end wrench should! 


i. lt. 
@) not this! @) but this! 
_ & ed 


Contour-shaped open end fits the hex nut or 


bolt with absolute accuracy for perfect J COMBINATION 
performance. WRENCH 

j hand polished 

not this! As f to a jewel-rich 

} , 2 4// finish. 


but this! 


+ 


Box end is forged on a 15% 
angle from the center line 
for maximum clearance 


not bent after forging ' 6 AND 12 
like ordinary POINT 
wrenches. OPENINGS 


Each set includes 
7 sizes 3/8 
7/16’’, 1/2 
9/16’’, 5/8 
11/16”, 3/4 


“HEX-FIT” series combination wrenches 


with hex style open ends and 6 or 12 point box ends are adaptable to 
all repair and maintenance jobs. Long and rapier-thin, they permit extra 
speed in handling—give better leverage and balance. Narrow, compact 
heads provide easy access to hard-to-reach areas. ‘‘Hex-Fit’’ wrenches 
will offer long, profitable service to the mechanic who demands the 
finest in tools. Sets are in vinyl rolls or fibre boxes. Ask your jobber 


Toda In HERBRAND DIVISION 


THE BINGHAM-HERBRAND CORPORATION « FREMONT, OHIO 
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A SINGLE SOURCE OF 
COMPLETE INFORMATION 


The South-Southwest is a unique region with SOUTHERN AUTOMOTIVE JOURNAL’s 
its own peculiar characteristics and buying Directory of Automotive Manufacturers and 
habits. Unlike the heavily populated areas their Southern and Southwestern Representa- 
in other regions of the country with large tives was received with enthusiasm by the 
metropolitan buying centers, this area is made jobbers throughout the territory. Published 
up chiefly of widely scattered small towns, annually, the coming Directory will be the 
served from many distributing centers in the third edition. 

South-Southwest. Listing approximately thirteen hundred 


manufacturers ot automotive replacement 

In past years hardly a day went by that 
the offices of SOUTHERN AUTOMOTIVI 
JOURNAL — Atlanta and Dallas — were shows complete factory address, plus the 
name, address and telephone number of each 


parts, equipment and supplies, the Directory 


not called by some au- 


' »f the Southern and Southwestern offices or 
tomotive wholesaler or . . ¢ c este re 


Here is the Key. “ye distributor desiring to 


get in touch with the In the Buyers’ Guide Section are shown 


representatives of the manufacturer. 


nearest representative of the products of manufacturers advertising in 


a certain parts or the Directory, with cross-reference to the page 
equipment manufactur number of their advertisement. 

er. Frequently these long The Directory hangs on the desks of most 
distance calls - some of the buyers of the automotive wholesalers 
from as much as 500 throughout the South and Southwest and is 


miles away. used continuously throughout the year 


your products 


BEFORE JOBBERS AND BUYERS CONSTANTLY... 
FOR A WHOLE YEAR!!! 


AUTOM OTIVE Your advertising in the S. A. J. Annual Directory keeps your story in buying hands 


s and at the right times. When your customers and prospects are looking for sources of 
Ss A L Ee supply — are contacting Southern or Southwestern representatives for information — be 


sure your products and services are prominently before them 


FULL COVERAGE EFFFECTIVE ADVERTISING TIE-IN 


The S. A. J. Directory gives full and complete coverage Each advertisement is positioned as close as possible to 
of the Southern automotive buyers. A copy of the S. A. J the complimentary listing of the manufacturer and 
Directory is sent to the buyer of every automotive job- his Southern and Southwestern representatives. 
, 

bing house on record in the nineteen Southern and Sa hc died Bee of ln, te 
Southwestern states — branch stores and main offices. 

In addition, copies are sent to the oil equipment jobbers, 
specialty jobbers, and to the district offices of the major 
oil companies. With over 6,000 Directories, every job- 
ber buyer of automotive parts, equipment or supplies The products of each advertiser are listed in the 


company name and address of each advertiser is shown 
in bold faee type, with reference to the page number 


of the advertisement. 


in the South and Southwest receives a copy buyers’ guide. 


CLOSES SEPTEMBER 15th—RATES ON REQUEST 


SOUTHERN AUTOMOTIVE JOURNAL DIRECTORY 


of AUTOMOTIVE MANUFACTURERS AND THEIR SOUTHERN AND SOUTHWESTERN REPRESENTATIVES 
806 Peachtree Street, N.E. a W. R. C. Smith Publication Atlanta 8, Georgia 
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_ . AXLE SHAFTS 


© SHOT PEENED Every U.S. AXLE SHAFT takes more punish- 
. i ment, gives more service because modern, proved 
a to make them Ye : nay 
up to i hardening processes in its makeup produce up to 
. . five times greater resistance to road shock, stress 
~ Sees} ; . 
» TIMES SSRN and strain. Only heat-treated fine alloy steels are 


eligible for this extra toughening and U.S. preci- 
sion engineering. They fill the nation’s No. 1 
demand for replacement axles for every passenger, 
commercial and heavy-duty vehicle. 


Contact your U.S. AXLE JOBBER. He has the exact 
shaft to fit your needs. 


e TOUGHER 
e 


WRITE FOR 
FREE 
VALUABLE GUIDE 
“Causes and Prevention of 


Axle Shaft Failures” 
Mie tHe US ax e company, INC. 


Since 1920 ¢ Pottstown, Pennsylvania 
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Mississippian Cites Road to Ruin 
For Price Cutters in Market Now 


A WELL-KNOWN Mississippi 
wholesaler “let go” with his 
feelings last month in this fashion 
in a letter to the editors: 

“Our largest item of interest to- 
day is why travel a salesman when 
every small town has from one to 
14 jobbers. 

“We alse find that many jobbers 
in these small towns are selling 
anyone that comes in to make a 
purchase. They sell them at the 
same discounts as they sell the 
larger car dealers. We feel that the 
car dealer should not have his 
throat cut by this type of compe- 
tition. 

“We also feel that many jobbers 
will wake up to the fact that their 
profit at the end of the year will 
be so low that it won’t be funny. 

“We find many jobbers shipping 
into towns that have a jobber such 
items as mufflers and extending 
the car dealer net prices and pre- 
paying the transportation costs, or 
making delivery with their own 
equipment. We find some jobbers 
making delivery as far off as 11 
miles out of the city in order to get 
business on phone-order pickups. 

“In closing, we being in the job- 
bing business for the past 40 years 
can see that some of the jobbers 
must go out of business with costs 
as high as they are and the mar- 
gins being cut. The selling margins 
being cut won’t add up to permit 
many of us to stay long. If many 
of the manufacturers won’t start 
to limit distribution of their lines 
in smaller towns, the lines will end 
up with no value to the jobbers or 
distributors. Some manufacturers 
have as many as six jobber stocks 


through distributors in towns not 
over 10,000 population. 

With jobbers located in the 
smaller towns in every direction, 
we have kept our skirts clean, but 
it looks like many drastic changes 
are in the making if we are to meet 
the competition as it stands today. 

“As for hot-shot delivery, if you 
get there first the sales stick; if 
your competitor gets there first, 
you lose a sale. Motorcycles are 
too slow. We are thinking now of 
buying jet-type delivery equip- 
ment. 

“Many manufacturers today look 
only for orders and many today do 
not care what actions have been 
taken on the materials after they 
are sold to the jobbers. Many 
manufacturers have large fleets 
that are now purchasing at job- 
bers’ cost or jobbers’ cost plus a 
small percentage in override for 
the jobber or distributor. Many 
larger car dealers have many lines 
on a direct jobber basis through 
some distributor many miles away 
from the dealer’s location.”’ 

The wholesaler asked that his 
identity be withheld because “the 
amount of mail I would get in 
answer to this would take five 
stenos to handle.” 


Everett Is Nominated 
For Booster Office 


H. “Tommy” Everett, presi- 

e dent of the Monkey Grip Sales 

Co., Dallas, Texas, has been nomi- 

nated as a candidate for secretary 

of Automotive Booster Clubs In- 
ternational. 

He was nominated by Automo- 


tive Booster Club Southwest No. 4 
of Dallas, of which he is a past 
president, having held every B-4 
office. His qualifications are being 
called to the attention of other 
Booster clubs by letter signed by 
a committee of nationally-known 
members of B-4. 

Two members of the committee 
—A. A. Ways and H. M. Cree, Sr. 


—are past international Booster 


presidents. Another member, W 
Frank Russell, is a past president 
of AAR. The fourth committeeman 
is John D. Harvey, nationally ac- 
tive in Booster affairs. All four are 
past presidents of B-4. The com- 
mittee points out that Everett “‘is in 
a position both financially and 
from the standpoint of traveling 
widely in his company’s interest 
to further the cause of Booster- 
ism.” 

Everett is a native of Georgia, 
but the family moved to the South- 
west when he was of grade-school 
age. He attended high schoo] in 
Dallas, then Arlington State Col- 
lege nearby, before completing his 
education at the University of Ok- 
lahoma. 

He has served as officer and di- 
rector of the Southwest Automo- 
tive Show. He is a member of the 








DEPENDABLE BATTERIES 
for more than 30 years the 


InMA APPROVED 


WE 


Makes . 


Tampa, Fla. 


Service Branches in Tampa, Miami, Jacksonville and 
Pensacola, Fla., Macon, Ga., and Prattville, Ala. 


Automotive, Marine, Motorcycle, 
Aircraft. 
We OuTSsELL... BECAUSE 
Out SERVE 
We also Repair and Rebuild ALI 
Automotive, Industrial 
and Railroad 


YOCAM BATTERIES, Inc. 
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ORDER FROM YOUR JOBBER 


....- ADJUSTABLE 


LAST WORD 
Ball Cap Replacements 


Adjustable Heavy Duty l 


im LOWER BALL JOINT 
SOCKET for 1957-58 FORD 
MERCURY and 1958 EDSEL 


Re g. f 


tire wear is minimiz 
eliminating ball socket 


List $3.75 each 


CHAMP-ITEMS, JEN 
INC. CHAMP-ITEMS 


6191 Maple Ave., Ee, 


St. Louis 14, Mo. 
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“Young Presidents Organization,” 
in which all members were under 
40 at the time of admission and 
were heads of businesses doing a 
minimum annual volume of a mil- 
lion dollars. 

Everett is a director of the Rich- 
mond-Freeman Memorial Clinic 
and a member of the finance com- 
mittee of the Children’s Medical 
Center, both of Dallas and both 
charitable medical institutions for 
the care of underprivileged chil- 
dren. He is a member of the Sales 
Executives Club, Second Genera- 
tion Club and American Manage- 
ment Association. 


Micro-Lube of Dallas 
Adds 34 Distributors 


Dallas, Texas, 
named 34 new 


ICRO-LUBE Sales, 
1 has wholesale 
ten states, 27 of 
which are in South, with 22 
located in Texas alone, General 
Sales Manager Jim Moriarty 
nounced 

Houston, Texas, distributors are 
Allied Distributing Co., Neumeye: 
Motor Parts and Schuman Auto 
Supply. Dallas firms are American 
Gear & Parts Co., Johnson Auto- 
motive, Meggs Co.. United Auto 
Supply and H. D. Whitley. 

Other Texas distributors are 
Auto Spring & Supply Co., Wichita 
Falls; Automotive Supply Co., 
Amarillo; Big 4 Auto Supply, Fort 
Worth; Wayne Bull Auto Parts, 
San Antonio; A. M. Carruth Dis- 
tributing Co., Beaumont: Cogdell 
Auto Supply Co., Fort Worth; 
Duncan & Co., Fort Worth: Harvey 
Engine and Service, Odessa; Mi- 
cro-Lube of San Antonio; Motor 
Parts Co., Plainview: Slatter & 
Bass Distributing Co., San An- 
tonio; United Auto Supply, Fort 
Worth; Southwest Automotive 
Warehouse, Lubbock, Wadel- 
Hardware Co. of San 


distributors in 
the 


an- 


and 
Connally 
Antonio. 

The five other Southern distri- 
butors are A. A. Byrd, Dexter, 
N. M.;: K. O. Warehouse, Inc., Win- 
field, Kan.; Sharp Auto Supply 
Co., Oklahoma City, Okla.; 688 
Motor Parts, Baton Rouge, La., and 
United Auto Supply, Inc., of 
Oklahoma City, Okla. 


Moog Names Dan Potts 


Moog Industries, Inc., St. Louis, 
Mo., has appointed Dan Potts dis- 
trict manager for Arkansas and 
Oklahoma. Potts was formerly with 
Federal-Mogul in a sales capacity 
for 11 years. 
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“It features the new 80% fume-free filter tip, too.” 


Missourian Hires Sanders 


veteran salesman 
Auto Supply, 
now working 
Auto Supply 


Joe Newberry, 
of Fred Campbell 
Hannibal, Mo., is 
with Farmington 


Co. of Farmington, Mo., according 
to Manager Don E. Sanders, V. G. 
“Casey” Wallace, who had been 
with the Farmington firm for 13 
years, resigned as salesman to en- 


ter another business. 





10 E. LAFAYETTE AVE. 
BALTIMORE 2, MD. 





HAVE BRAKES... 
WILL STOP! 


For go-power, your customers 
want the finest gasoline. For 
customers 


stop-power, your 


must have the finest brakes. 
Under 


conditions, cars equipped with 


normal city driving 
regular brakes may use IMCO 
"WMB". Power brake equip- 
and 
brake performance, 
should use IMCO "DG" 
(Deluxe Grade}. IMCO means 
QUALITY » SAP . os 
VALUE. 


ped cars cars needing 


power 
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CARBURETOR CLEANING | Gi. 
WITH EVERY TUNE - UP VELLUMOID 


USE THE FINEST! 


Specify Vellumoid for the 
finest in gaskets and gasket 
sets ... job matched to your 
specific requirements. Vellu- 
moid now offers Cylinder 
Head, Manifold, Exhaust 
Flange Gaskets and Overhaul 
Sets to assure trouble-free 
superior performance. 

Ask your jobber about Cop- 
permoid. .. He knows quality. 


THE VELLUMOID COMPANY 


Worcester, Massachusetts 
Fastest, easiest, 
most economical 
way to clean Ccar- 
buretors . - - and 
give your customers 
the best tune-up job. Takes only ba 
minutes tes from start to finish with GUM- 
OUT and the handy GUMOUTER sas 
ice Kit. You'll save time and make ae 
money when GUMOUT is a re gular oa 
of your tune-up service. THER ce 
NOTHING LIKE IT! Order GUMO 
and the GUMOUTER Service Kit mr 
your jobber today. Or, if he can ’t supply 








1 
{ 
4 


you, write to us. 


& 
GUMOUTER No. 610 _ 
$3.45 with A 
LIFETIME Guarantee < - , | 


Designed to service late model engines which have valve guides 
cast as part of the cylinder head. In this new type head, it is the 
valve which has to be replaced. This is accomplished by reaming out 
the valve guide for oversize stem valves. Most of the engine and 
valve manufacturers now offer at least three sizes of oversize valves. 


The Lee Reamer Guide provides a true alignment with original 
guide bore using Lee Self-expanding pilots. The reamer is held 
rigid with reaming bushing during reaming operation. Simple to 
operate and extremely accurate. 

Special sets available to service Ford, Mercury, Lincoln 

Plymouth, Dodge, DeSoto, Chrysler 

R55 Reseater Power Drive adapts to these valve guide reaming sets. 
Clip ad to your letterhead and send for Literature 











K. O. Lee Company, Aberdeen, S. D. 
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Southwesterners Win 
Bermuda Tours 


HREE Texas distributors and two 

from Arkansas were among 170 
from over the nation who won 
ten-day, all-expenses-paid tours to 
Bermuda as guests of Monroe Auto 
Equipment Co. Sailing date was 
Sept. 2. 

Texans who made the trip were: 
Mr. and Mrs. Hubert Braden, 
American Gear and Parts Co., Dal- 
las; Mr. and Mrs. L. W. Barnett, 
Cogdell Auto Supply, Fort Worth, 
and Mr. and Mrs. David Straus, 
Straus-Frank Co., San Antonio. 

From Arkansas: Mr. and Mrs. 
Tom Eby, J. B. Cook Co., Little 
Rock, of which Mrs. Eby is general 
manager, and Mark Hanna and 
Dick Gray, Hanna-Gray Co., Fort 
Smith. 

Accompanying this group were 
Mr. and Mrs. B. B. Burk of Dallas. 
Burk is Southwestern representa- 
tive for Monroe. He says he got in 
on the trip through a wager with 
C. S. McIntyre of the Monroe firm 
Burk bet he would have three win- 
ners and came up with five. 

Winners were decided on a per- 
centage of increase over fixed quo- 
tas in sales during the company’s 
fiscal year which closed June 30. 


Floyd Snyder Moves Up 
To Ace Chairmanship 


| Rae C. Snyder, founder of Ace 
Rubber Products, Inc., and its 
president since 1935, has moved 
into the newly-created position of 
chairman of the board of the com- 
pany. 

New president is Charles J. Sny- 
der, the founder’s son, who was 
elevated from executive vice-pres- 
ident and who will continue as 
general manager. C. N. Jenkins has 
been appointed vice-president in 
charge of sales. Robert N. Turgeon, 
a director, is secretary-treasurer. 


Lempco automatic transmission 
parts, Walker muffler, Eveready 
batteries and Lee tires have been 
added by The McClure Co., Cle- 
burne, Texas, according to Owner 
John F. McClure, Jr. 

B. E. Barnes, recently with 
Sherwin-Williams, has joined the 
sales force of Asco Division, Alex- 
ander-Seewald Co., Atlanta, Ga., 
Vice-President R. J. Alexander an- 
nounced. 

Harry T. Cooley has been named 
byAmmco Tools, Inc., to cover 
Washington, D. C., and the western 
portion of Maryland. 





Fall Equipment Sale... 








MODEL MC-8-B 
Resvlerly NOW ONLY $84.95 


e@ MODERN PUSH BUTTON Charge Rate Selector. 


@ ELECTRIC TIME CONTROL. . . accurate, syn- 
chronous type. ; 


© LASTING FINISH . . . highest quality baked 


enamel on automotive-steel case. 


© FAST CHARGE RATE. . . 80 amperes on 6-volt 
battery, 45 amperes on 12-volt battery. 
Slow charges both 6- and 12-volt batteries. 


SAVE $78.55 


MODEL MC-10-C 


OW ONLY $109.95 


teed 


Regularly 
$189.50 


e SILICON RECTIFIER unconditionally guaran 
for five years. 
e MODERN PUSH BUTTON Charge oor 
he rec roils. 
VER to protect « harger con a 
; poctinpacnorn accurate synchronous type. 
* eee 


t res on 6-volt 
RGE RATE. . . 100 amperes ©" — 
, veo hee 50 amperes on 12-volt battery 


2-v atteries. 
Slow charges both 6- and 12-volt batter 


SAVE $79.55 


Rate Selector. 


MODEL PC-10-B 
Regularly *1665° NOW ONLY $99.95 


@ SILICON RECTIFIER unconditionally guaran- 
teed for five years. 

@ MODERN PUSH BUTTON Charge Rate Selector. 

@ LIGHT WEIGHT—only 37 pounds. 

© TIME CONTROL—accurate synchronous type. 


@ FAST CHARGE RATE—100 amperes on 6-volt, 
50 amperes on 12-volt. Slow charges both 
6- and 12-volt batteries. 


SAVE $66.55 


GALL YOUR WILLARD | 5533: 
DISTRIBUTOR | sis 
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RMC 


SPECIALIZES 
in Automotive 


VALVES 


and 


VALVES 
ONLY! 


@ Suppliers to Original 
Equipment Since 1908. 


@ Featuring: 2 piece (Bi- 
Metal) Exhaust Valves. 


@ Heat Banded, Stellite 
Faced and Aluminized 
Heavy Duty Valves. 


THIS TRADE MARK 
GUARANTEES YOU 
“SPECIALIZED”’ QUALITY 


rmc has specialized, for a half cen- 
tury, in making nothing but valves 
for the automotive industry. That's 
why rmce valves give more mileage 
and better performance under every 
operating condition. Take advantage 
of this Specialized” quality—insist 
on rmc valves. 


COMPLETE COVERAGE 
VALVE TRAIN PARTS 
VALVE SPRINGS ROTATOR VALVE 

VALVE LOCKS KITS 

VALVE GUIDES VALVE SPRING 
VALVE SEATS INSERTS 
Warehoused in all principal cities. 


Sold by leading Replacement Parts 
Wholesalers everywhere. 


FOR INFORMATION 
WRITE TO 


BATTLE CREEK, 
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The 1959 Buick 


(Continued from page 49) 


Decorator co-ordinated interior 
trims in nylon, broadcloth, corda- 
veen and leather are designed to 
complement new exterior colors. A 
wide selection of color and trim 
combinations is available for each 
model. 


George Crisler of GMAC 
Retires in Carolina 


eg W. Crisler, the manager 
of the Charlotte, N. C., office 
of General Motors Acceptance 
Corp., since 1930, has retired after 
35 years’ continuous service with 
GMAC. 

Earlier he served in Atlanta, the 
GMAC home office, Charleston, S. 
C., and El Paso, Texas. He will 
continue to reside in Charlotte. 

His successor is A. H, Baldwin, 
former field branch manager at 
Greensboro, N. C. 


Georgians Hear Bryan of PC 


Jack D. Bryan, general servic: 
manager of Perfect Circle Corp., 
Hagerstown, Ind., was scheduled to 
address the Sept. 8 meeting of the 
Atlanta (Ga.) Section of the So- 
ciety of Automotive Engineers. 


Ray Chamberlain, who counted his 
friends in great numbers among 
the franchised car dealers and fac- 
tories, died late last month at his 
Spruce, Mich., home after a one- 
day illness. His health had been 
declining slowly for some years, 
however. For many years he had 
been an executive of the National 
Automobile Dealers Association. 
He retired as executive director to 
become the NADA _ convention 
manager, a post he relinquished 
two years ago. Before his NADA 
days he was an executive with the 
former Packard Motor Car Co. 


NEW “BRAKE CLINIC” 
ON FILM! 


Helps your shop 





“IN YOUR 
HANDS” 


A 


“IN YOUR HANDS" is in full 
. it shows installation 


do brake work 
faster... and 








more profitably! 








color.. 
procedure for all brakes. Ask 
your Pick Jobber to schedule 
a “brake clinic’ for your men 


Factory Bonded 


Brakes 


PICK MANUFACTURING CO. 


Automotive Division, West Bend, Wisconsin 








GENERATORS 
STARTERS 
and 
ARMATURES 
of highest quality 
THE VMC SYSTEM 
Established 1938 
and '€ 
composed of independent 
rebuilders throughout 
the country using — 
uniformly high standards ~ 
2: 


QUALITY VMC UNITS 
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Virginians Will Hear 
Of Consumer Credit 


ee 7 HE Current View of Consum- 

er Credit” will be the sub- 
ject of an address by Daniel A. 
Prager, vice-president of the Na- 
tional Foundation for Consumer 
Credit, Washington, D. C., before 
the annual convention of the Auto- 
motive Trade Association of Vir- 
ginia to be held at Virginia Beach 
Sept. 21-23. 

A directors’ meeting has been 
cheduled for Saturday, Sept. 20, 
while Sunday’s events will include 
a lay church service and golf in the 
morning, plus a tea dance and re- 
ception at the Cavalier Beach Club 
from 4 to 6 p.m 

Activities on Monday and Tues- 
day, Sept. 22 and 23, will feature 
business sessions in the mornings. 
A banquet will be held at the con- 
vention hall Monday at 7:30 p.m., 
and at 9 p.m. the Universal Under- 
writers’ open house ‘Nautical Ball” 
will take place. A midnight break- 
fast is also on that evening’s 


agenda. 















Thompson Products Buys 
Federal Industries 


URCHASE of the assets of Federal 

Industries, Inc., of Detroit, 
manufacturer of transmission and 
power steering pumps, has been 
announced by Thompson Products, 
Inc., Cleveland, O. 

Vice-President Charles W. Ohly, 
manager of Thompson Products’ 
Michigan Group, said the property 
will operate as the Federal Works 
of the Michigan Group. Drew C. 
Haneline, president of Federal In- 
dustries, will continue to manage 
the operation and no changes in 
personnel or location are contem- 
plated. 















GM's Motorama to Repeat 
At New York Oct. 16-22 


G ENERAL Motors’ Motorama, an 

extravaganza of motordom 
miracles that thrilled millions of 
viewers in past years, will be re- 
sumed to present to the public 
GM’s cars for 1959. 

The seven-day spectacle will op- 
en in New York City at the Wal- 
dorf-Astoria Hotel on October 16 
and run through October 22. From 

ig there it will move to Boston for 
nine days, opening November 8 at 
the National Guard Armory. 

The stage show alone will have 
a cast of 100. Special staging tech- 
niques will create unique concepts 
of color and motion. 
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(NOW PELLETIZED) (ial 
Only BAR'S LEAKS 
MOST WIDELY USED COOLING SYSTEM PROTECTIVE IN THE WORLD .«&%™ | 

is FINE enough to TANS 

Flow through the 
newly designed 
Cooling System 
and Car Heater 
tubes (23/1000 


to 70/1000 ince) 
in modern 













ON ANTI-FREEZE 
CHANGEOVER 


@ For top engine performance, 
use BAR'S LEAKS or its affili- 
ate, BAR'S RUST (same Pat. 
No.). Flush out and pour in bot- 
tle of BAR'S. If leaving anti- 


freeze in from year to year, use 
BAR'S RUST to rejuvenate the 
coolant and protect system from 
corrosive acids. For late cars — 
\ *$6-'57 on — use BAR'S RUST 
4 


cars. 


*BAR'S LEAKS designed 


with oluminum in mind 

U. S$. Patent 2580719 
Conadian Patent 501547 
Other Patents 






applied for 
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Th 


‘ 


HEATER CORE 
23/1000 IN. 


WARNING! 


RADIATOR CORE SERVICE STATIONS — DEALERS 


70/1000 IN. 


IN MODERN CARS Only BAR'S LEAKS meets the cooling system specifica 
tions of every automobile manufacturer as to fineness of 


ingredients and required protection. 


Be on the alert! Many other sealer inhibitors contain coarse, bulky material. 
They clog the tiny new-car tubes of radiators and car heaters (23/1000 to 
70/1000 inch). Fail to circulate. Fail to protect. As a result, aluminum com- 
ponents become pitted, harmful rust and scale develop, and seepage en- 
dangers vital metal parts. Remember, if you ruin a car, you're responsible. 


Improved BAR’S LEAKS, now pelletized, dissolves to particles 15/1000 
inch and smaller. BAR'S LEAKS circulates freely through the smallest 
heater and radiator cores. Only BAR'S LEAKS provides the required protec- 
tion — inhibits rust and scale — seals all leaks in gaskets and porous metal. 
BAR'S is a MUST! Write for literature. Tells how you can qualify as a 
certified cooling system expert. 


Cash in on BAR'S for o lucrotive repect business. LIST PRICE $1.00 


Available through automotive jobbers, service stations, auto goods stores 


BAR’S PRODUCTS SUPPLY, INC. 


(Office and Plant) P. O. BOX 146 @ HOLLY, MICHIGAN 
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Donner and Gordon 
Take Helm at GM 
REDERIC G. Donner is the new 


aes of the board and chief 
executive officer of General Mo- 
tors Corp. and John F. Gordon is 
the new president and the chief 
operating officer. 

The directors also announced the 
retirement Sept. 1 of Harlow H. 
Curtice as president and chief ex- 
ecutive officer under the corpora- 
tion’s retirement plan. 

Albert Bradley, who has been 
chairman of the board since April 
2, 1956, and prior to that executive 
vice-president and chairman of the 
financial policy committee, also re- 
tired Sept. 1. 

The directors also authorized 


a 
< 


charge of the financial staff. Since 
April 2, 1956, he has been execu- 
tive vice-president and chairman of 
the financial policy committee 
Donner has been a director since 
Jan. 1942. 

Gordon, a graduate of the U. 
Naval Academy and holder of 
master of science degree me- 
chanical engineering from the Uni- 
versity of Michigan, has been vice- 
president and group executive in 
charge of the body and assembly 
divisions and a director since Jan 
1, 1951. He served in number of 
important assignments at Cadillac 
and Allison Divisions to hi 
appointment as chief engineer of 
Cadillac in 1943. He 
became general manage! 
lac and also was vice-president 


5. 
S 
al 


in 


a 
prior 
subsequently 


Cadil- 


fi¢ 
i¢ 


charge of GM’s central 
gineering stafi 
assignment in charg 
assembly division 

E 


dent of Gene! 


modification of the organization ‘e en- 
structure of the corporation and 
designated the chairman of the 
board as the chief executive office! 
and a fulltime employe of the corp- 
oration subject at age 65 to pro- 
visions of the retirement plan 

A graduate of the University of 
Michigan, Donner joined the Gen- 
eral Motors financial staff 32 years 
ago and became successively as- 
sistant treasurer, general assistant 
treasurer and vice-president in 


‘ 


hi 
of 


before presen 


( body and 


in 


Goo lan Vi 
il Motors 
manage! the Fishe 
vision since May 1952, w 


of th 


James ‘e-pres 
1 


Dm...) 
boay 


gcenel al 
Di 


electer 


ant 


ol! 


i. 
a director, a member: l 
tive and 
tive in charge of the body and a 
sembly divisions, Go! 


don. 


> exec 


committee group exec 


They Head Up GM: 


Top: Frederic G. Donner 
Above: John F. Gordon 


succeeding 








YOUR 
NEWEST 


Gi 7a nd 


CHROME 
SIDE PIPES ano 
LAKES PIPES 


INLAND 1-Piece 


ome 


/ 


/ 


RAC 


Y ELEGANCE 
t ke ‘ i 


3 SIZES svanasce | 


WRITE FOR FULLY 


Chand 


nN CHROME SIDE PIPES 
AND LAKES PIPES 





Now—a complete radiator shop 
easy to test, clean and repair 


radiators. Only 11’ 7” long... a 


handles all car radiators, many truck and tractor radiators. 
FREE FACTORY SCHOOL will train one of your men...and in 
only a part of his time he will produce nice additional profits. 
Many adding $8,000-$15,000 a year servicing radiators 
FREE 48-pg. book, all about Inland Radiator Shop, easy-pay 
plan, letters from shop owners. 
INLAND MFG. COMPANY, Dept. SA-9, 
1108 Jackson St. Omaha 2, Nebr. 


Seal caneenlemaahllentiaienalieedl edema eae eee ee 

INLAND MFG. CO., Dept. SA-9, 1108 Jackson St., Omaha 2, Nebr 

Please send free 45-pg. book describing new 1-Piece 
Radiator Shop, training school, prices, etc. 


AUTOMOTIVE PRODUCTS 


2066 North Ruby Street Melrose Park, iii 








BATTERY CHARGERS 


Are Money Makers For Any Shop 


they are priced right and 
fully guaranteed. 


A complete line of chargers. 
6 & 12 Volts. Fast & Slow 


Battery Wheeler Trickle Chargers 
Battery Charging Stands ‘ 
Jumpers arning Signals 
Battery Carriers Emergency Starting 
Battery Power Units Cables 
Write teday for new catalog, 
prices aad details. 


BLITZ ELECTRIC CO.., Inc. 


5712 Wentworth Ave., 
CHICAGO 21, ILL. 


because 


FIRM 


ADDRESS 


ciTy_ State 


a TITLE 


If dealer, make of car sold... = — - 
Are you now operating a radiator Dept.? C) Yes No 
or A A OY A US LA NE Rie em me cee 
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S-P Signs Contracts 
For Refinancing 
GREEMENTS 


. 


Studebaker-Pac 


more 


elinancing 
med by 
‘kard Corp. to carry 


ior a! 
have been 1‘ 


out a re ive marketing 


ags 
w, smaller: 
lo appeal 
ersily it 


am, fe a ne 
(108!.” wheelbase, 
November ) to diy 
operation field 
tivity. 
The 
esident 
‘re developed 
and in 
Under the program $54 
vutstanding lox would be 
ted into se 
voting preferred stock 
Highlights of the 
to tockholdei 
ide introduct 
malle: ( 
Nov 


prog saturing 
Car, 
In ana 


into othe! ot ac- 
inced_ by 
irchill, 
ith 
companle 


700,000 in 
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Harold E. Chi 
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levelopment of sales 
of the Mercedes-Ben: 
rmination of the adviso Russell T 
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Gulf} 


Sippl 
ort High 


management 


s-Wright. 


however, 


Buick Names Russell Coon 


Coon 
and 
Sch 


we may be leaving the impression that we're a 


fly-by-night outfit.” 


University, has been 
Memphis, Tenn., 
4] native manager for Buick, according t 
a graduate of G al Sales Manager Edward C 
Kennard 


ippi State 


appointed zone 


enel 
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WHEEL COVERS 


See Your Jobber— Write for Catalog » 


Manufacturing Methods 
* 


Over 100 models in sizes for 13”, 14 


Lay <A 16° wheels...triple chrome plated...i 
with original equipment...exclusive attachment springs 


Line from the 
NAMSCO World 

of Experience and 
Modern, Automatic 


NAMSCO also 
manufactures 
HUB CAPS 
for POPULAR 
CARS and for 
INDUSTRIAL 
USE 


’, 15” and 


interchangeable 


t 
t 
» 





help your customers to 


comfort 


and 


safety 


COLUMBUS. 


: SHOCK ABSORBERS 
see your jobber, Bs 


or write 


HECKETHORN MFG. & SUPPLY CO. 


SEE 


OS Peeeeea bee 


SYERSBUR INES 
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Don’t let those Hard-To- 
Get-At Master Cylinders 
tie you up ina knot! A 


Use this WNUCKLE-SINIER 2) 
MASTER CYLINDER 
WRENCH 


Mighty handy tool to have and use in a tight spot! 
Especially designed for those hard-to-get-at master 
cylinders in Buick, Pontiac, Oldsmobile, Cadillac and 
other cars. Saves time and tempers — eliminates 
skinned knuckles! Unconditionally guaranteed. Order 
from your Jobber! Write for Catalog ‘‘S’’! 


LEE INDUSTRIES CORP., River Road Plant, 





U 5 Potent Me 176.005 


No. Arlington, N. 
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General Motors Spends 
Most for Advertising 


‘. ENERAL Motors retains the lead 
as the nation’s largest national 
advertiser despite a cutback from 
an estimated $162,499,248 in 1956 
to $144,526,000 in 1957, according 
to a list compiled annually by ad- 
vertising Age. 

The list, which included five 
automobile manufacturers besides 
General Motors, showed Ford Mo- 
tor Co. the third largest national 
advertiser in 1957, with an esti- 





WHICH WOULD 
you BUY? 





For keeping time, you wouldn’t buy an 
old-fashioned sundial if a modern watch 
were available at the same price... 


E+PLUS? 


PATS. APPLIED FOR 


Only Moog Chrome + Plus offers a 
top “Fire Ring”’ with revolution- 
ary “‘Break-In Sheath’’—a thin 
layer of non-abrasive MARKER 
METAL plated over the hard 
chrome face. 


The ‘‘BREAK-IN SHEATH”’ seats 
like soft cast iron for fast break in! 
Stops oil pumping, boosts com- 
pression, gives your customer the 
new car performance he’s looking 
for—sooner! 


The HARD CHROME LAYER, not 
scuffed during seating, resists wear 
and lasts longer! 





SEE FOR YOURSELF! Try just one 
set of Moog Chrome+Plus. You'll 
never be willing to settle for ordinary 
chrome piston rings again! 











MOOG INDUSTRIES, INC, ° ST. LOUIS 14, MISSOURI 


146 Want more facts? Use Reader Service Card Page 109 





This aerial photograph shows the size of the assembly installation 
which last month began producing solely Imperial cars. A single-floor 
structure, the plant has a floor area of more than 1,000,000 square feet, 
or the equivalent of 21 football fields. Located on Warren Ave. in Dear- 
born, Mich., near the Detroit municipal boundary, the new facility fea- 
tures 32 quality control stations, nearly four miles of integrated con- 
veyor systems, more than 11 miles of paint pressure lines, an automatic 
static body switching system, high speed 90- and 180-degree conveyor 
turns, and a new air-conditioning unit charging and testing conveyor. 


mated expenditure of $103,500,000, 
up from $88,650,000 in 1956. 

Chrysler Corp. was in seventh 
place with $72,300,000, up from 
$60,093,289 in 1956, while Ameri- 
can Motors Corp. ranked 74th with 
$10,000,000, a decrease from $14,- 
500,000 in 1956. Studebaker-Pack- 
ard Corp., in 87th place with $8,- 
100,000, was down from $12,841,- 
674 in 1956. 


Fort Benning Teeners 
Get Driver Training 


Fee amp 90 students en- 
rolled for the two-week annual 
driver-training course held last 
month at Fort Benning, Ga., con- 
ducted by representatives of the 


Transportation Section of the 
United States Army Infantry Cen- 
ter. 

Fifteen cars were furnished by 
automobile dealers of Columbus for 
practice driving for the teenagers. 

The course consisted of 131, 
hours of lectures and demonstra- 
tions on safe driving habits, rules 
and laws and other facets of auto- 
mobile driving, in addition to 25 
hours of behind-the-wheel instruc- 
tion. 


Two-Door Sedans 
Stage Comeback 


iWO-DOOR sedans staged a come- 

back in the first half of the 
1958 car market, moving up to 
second place in popularity from 
fourth, according to the Automo- 
bile Manufacturers Association. 


The body type—a category which 
includes coaches and sport coupes 
—accounted for 17.5% of factory 
sales, compared with 14.5% during 
the first six months of last year, 
the AMA said. 

Four-door sedans continued to 
lead all other body types, increas- 
ing from 31.5% in 1957 to 35.8% 
this year. Sedans of both types 
dominated the market, with a com- 
bined share of 53.5% of factory 
sales. 

Dropping from second to third 
place, the two-door hardtop ac- 
counted for 15.7% of first half fac- 
tory sales this year, compared with 
18.6% last year. 

AMA Names King 

Truck Manager 

F ecetpecnncr wna of John H. King 
as manager of the Motor Truck 

Department of the Automobile 

Manufacturers Association has 

been announced by Harry A. Wil- 

liams, managing director. 

A member of the association’s 
staff for 14 years, King was Wash- 
ington observer-reporter of trans- 
portation trends affecting use of 
motor trucks. A resident of Falls 
Church, Va., he will move to De- 
troit. 

King succeeds Karl M. Richards, 
who has been manager of both the 
Truck and Field Services depart- 
ments. An increase in AMA Field 
Services activities, which Richards 
will continue to direct, dictated the 
need for the appointment, Williams 
said. 
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QUICK STARTS FOR COLD ENGINES* 
ALL YEAR... 


DOWN TO 65° BELOW ZERO 


Starting a cold engine without SPRAY STARTING 
FLUID is costly. Constant wear of the starting system 

. . wasted man hours . . . equipment down-time. . . 
repeated engine strain, can be prevented with a pres- 
Surized can of SPRAY STARTING FLUID. It's so easy 
to use! Apply SPRAY STARTING FLUID into the air 
cleaner or intake air stream while cranking the engine. 
Continue spraying until the engine runs smoothly. Use 
SPRAY STARTING FLUID regularly for quick, easy and 
economical starting of diesel and gasoline engines. 


How many of these ways 
do you use your 


PULLMAN 
VACMOBILE 


to make 


EXTRA 
PROFITS? 


If you answer yes 
to 3 or more, you’re 
making the most of your Pullman! 


Start every work day with SPRAY! No 


*Until the engine reaches normal operating temperature it is a Do you display the 
cold engine VACUUMIN 


SPRAY PRODUCTS CORPORATION mn 


P. 0. Box 844 - Camden 1, New Jersey 


G”’ sigt 
bring ir 








GoTtA 


CREEPER 
LEAKER? 


YOu ween A 





PULLMAN VACMOBILE 
YOURS FOR ONLY 40c 
A DAY! 


You pay just $1 
a month for 
months $144 
complete for your 
Pullman Vacmobile 
including free tool 
kit, sign and supply 
of hangtags 





PULLMAN VACUUM CLEANER CORPORATION 
bept. SA-9,. 25 Buick nr 

SAVE MONEY! Repair your sich 
hydraulic jacks with Jack-Pack kit 
and jack oil. Complete easy-to-follow 
instructions. JACK-Packs for each make 
and model jack. Pick-up JacK-Packs at 
your jobbers today! Write for new illus 
trated folder. 


Yes! I want to make extra profits 
with Pullman. Rush me complete 
details, plus your booklet ‘““‘How To 
Make Sales All Over The Lot”! 








MAIL TODAY... 
LEARN 101 MORE 
WAYS TO MAKE 
EXTRA PROFITS 
WITH PULLMAN! 


NAME 
ADDRESS 


te 


JACK-PACK MFG. CO 


2115 NO MARIANNA AVE 


} 


LOS ANGELES 32 ALIF 


Ae Ty SOc, 


be | 


¥ 


CITY ZONE__STATE 





% 

= 3 

EEE 

Bo? EP hae Sp et 
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This listing of Advertisers and Manufacturers’ Agents is published as a convenience, and not as a part of the } 
Every care will be taken to indez correctly. However, no allowance can be made for errors, or for failure to inser We 


calling to our attention any corrections or omissions promptly Only manufacturers’ agent nre listed on oppos 1ge 


Albertson & . rer 
Aluminum Industries, In 84 
American Hammered Division 
Ammeco Tools, Inc ; 
\rrow Armatures Co 7 
Arvin Industries, In 
Associates Investment Co ‘ F & B Mfg. Co 
antic Steel Cc ; Federal-Mogul Ser 
BCA Ball Bearings 
3ower Roller Bearings 
Federal-Mogul Engin¢ 
Bearings : 
National Seal 
Felt Products Mfg. ¢ 
Fox Products Co 
Fram Corporatior 


B 


BCA Ball Bearings 
3aird Dynamic Cory 
3ar’s Products Co 
3asic Sleeve Asso 
sear Mfg. Company 
Bee-Line Compan 
Bell Co., In 
Bingham-Herbr 
Bishman Mfg 
Blackhawk Har 
Blackhawk Mfg 

slitz Electric 

Sower Roller 
Brake Parts 
Breeze Corpora 


Bri 


ra SS} 


Cc 


Camel Patches 
Carter Carburetor 
Casite Division 
Champion Spark Plug ( 
Champ-Items, Inc 
Chevrolet Motor Div 
Chrysler Motor Parts D 
Clevite Service, In 
Coats Company 
Cole-Hersee Compar 
Commercial Credit ( 
Commercial Solvents (¢ 
Cordomatic Divisior 
Curran Corporation 


I 


D 


DeKoven Mfg. Co 
Deleo-Remy Division 
De Soto Division 
D L Products, In 
Doan Manufacturing 
Dow Chemical Co 
Dualmatic Produc 
Du Pont de Nemo 
Ine E. I 
Finishes Div 
Refinishes 
Dynatron Corp 


D Mfg 
kard Ele« 
fect Clr 
matex Co 

Permite Mfg 
ck-Pack Mfg I Mfg. Co 


‘ ( 
aveee Chemical 


hlin Mfg. Co J 
in Mfg. Co., H. B ’ J 
i Automotive Corp Corp 
Electric Auto-Lite Co Johns-Manville Cory 
3atteries ‘ : [eoeewe Johnson Bronze Co 


Pick g 

Pit-Bar Mfg. Co 
Practical Mfg. Co 
Prest-O-Lite Batteries 
Pullman Vacuum Cleaner 
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MANUFACTURERS’ AGENTS 


REPRESENTING OUR ADVERTISERS 


ALABAMA 


Cre 


< “ 


TEXAS 


MISSOURI 


GEORGIA 


A 


KENTUCKY 
Beunders, J. Fan et OKLAHOMA 
Bishman Mf ‘ 82 


Lamson & Sesstior Pridgen Sales 


Monkey ale 2 Gumout D 
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Wilson Kirksey, Birmingham, Alabama, De Soto dealer says— 


“Marvelous cooperation from De Soto can 
help any dealer do a solid, profitable business. 
| know!” | 


“De Soto, with its merchandis- 

ing help and its tremendous 

liaison between the factory and 

the retail levels, helps to keep 

me the third largest volume 

dealer in Birmingham. With 

De Soto, I’ve got a wonderful 

combination of a top product aba yk oe 

and the fullest cooperation from “A principle reason for our used car success is that 
Detroit. De Soto prices, starting from just above the our prospects are able to choose from a wide 
lowest, appeal to consumers in every income bracket. selection of the many new car trade-ins. De Soto 
This wide price range, combined with the strong adver- has been a great help in promoting and merchan 
tising and merchandising support I get from De Soto, dising my Top Value used cars. 
helps me to do a solid and profitable business.” 





One of De Soto’s top dealers, Wilson Kirksey knows the 
value of a top product combined with top merchandising, 
and top level factory cooperation. He is typical of the 
many De Soto dealers who keep saying . . . it pays to 
be a De Soto dealer! 


Wilson Kirksey knowS—tT PAYS TO BE A 


DE SO ‘ oO “Thanks to factory training of our service per- 


sonnel, my customers are assured of dependable 
: service from ‘make-ready’ on. De Soto has helped 

us with plenty of newspaper advertising kits and 
Lad direct-mail materials.”’ 
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Tired of 
waiting for 
ring jobs 
to seat? 


Hastings Piston Rings are covered by U.S. Patent Nos. 2148997, 2614899, 2565042, 2 


..call for HASTING 


Only Hastings Chrome-Vent Oil rings seat fast—3 to 4 times 
faster than any other chrome rings—and control oil, in 
tapered, out-of-round or re-bored cylinders! 


BEVELED CHROME-VENT 
Rails make fineline contact with 
wall for a faster seat. Less are 
The reason is Hastings’ patented, beveled chrome rail means less time to break-in 
With less contact area to wear-in, it takes less time to break- 
in. Because it makes immediate fine/ine contact with the 
cylinder wall, you get positive oil control right now—and 


for the life of the job. CONVENTIONAL CHROME RAIL 


Originated by Hast 


And the thick chrome cap extends around the bevel, to et 


give at least 3 times greater chrome wearing surface. With 
the lighter inner-spring, made possible by the beveled design, 
Chrome-Vent makes gentle, soft-pressure contact with any 
cylinder wall. 

On your next ring job, call for Hastings—the product 
of replacement specialists—and be sure of a good, profitable 


job and a satisfied customer. ;’ 
HASTINGS MANUFACTURING COMPANY, HASTINGS, MICHIGAN y , a ke ee ee —_ 
Hastings Ltd., Toronto & Cy ball | N { 
Piston Rings, Casite, Wear Reducer, Filters, Spark Plugs >= 
Toughon oil-pumping \ Beveled Chrome-Vent 
Gentle on cylinder walls Piston Rings 





*CIRCUMFERENTIAL EXPANSION 
ACTION GIVES YOU: 


Immediate, No-Drag Seating 


Sure-Fire Oil Contr 


Automatic Adjustment to Wear— 


CHROME C-9 OIL RINGS 
FOR NEWER ENGINES 


CHROME 
SPIRO- 
SEAL 

OIL RINGS 
FOR 
OLDER 
ENGINES 


SMART MOTORISTS WANT RAMCO RE-POWERING 
to positively stop bad blow-by odors 


Of course, they don’t know they want RAMCO 
rings—might not even know the name. 


But you will—because smart engine men know how combination with correctly engineered compression 
to insure positive oil control and end bad blow-by rings. For the newer type engines you get RAMCC 
odors for good. 10-Up Sets with C-9—for the older engines RAMCO 
It’s done with Ramco Chrome Piston Ring Sets, of | 10-Up Sets with Spiro-Seal rings. Both make you 
course. In every 10-Up Set, you get the right chrome Double Sure to get circumferential expansion action* 
oil ring with circ umferential expansion action* in See your RAMCO Jobber today! 


woums suns nuccofl cus 
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